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A ANATIONAL SYMBOL 
OP QUALITY ADHESIVES 


~~ 


For years, The Franklin Glue Co. has been known for its quality 
adhesives. Its tradition of excellence has been firmly 
established with the best professional cabinetmakers and the 
most discriminating craftsmen. 





This same insistence on quality has been applied to the 
complete line of Franklin products. Each was created 

to give the finest performance in the field of its intended 
application. Each truly deserves the Franklin 
reputation of: “The Choice of Fine 

Craftsmen Everywhere.” 


Titebond and Evertite are available in 
PLASTIC quarts and gallons 
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NO BURNED HANDS! NO MESSY DRIP! 














Be MIRRO’s guest, on our money-making merry-go-round of special prices 
for popular, practical utensils! Stock up, advertise, and display, to get full value 
from the national advertising power that we're putiing behind 
this push, in THIS WEEK, and PARADE Sunday Newspaper Supplements. 


BE THE PLACE TO BUY MIRRO! IT MEANS MORE MONEY IN YOUR POCKET 











> 


THES 
E ARE THE ITEMS! BUY THEM, NOW, FROM YOUR MIRRO JOBBER! 





MONEY BACK IF IT WARPS! 
No. M-0849 
MIRRO 9°’ Warp-Proof Fry Pan 
Shipping unit—3 only, 44% Ibs. 
Regular Retail, $3.25 


SPECIAL ol 69 


eee 


BIG! BIG! BIG! 


RRO 
4-qt. Covered Saucepot 


Shipping unit— : ———— FIVE UTENSILS IN ONE! 
4 only, 6% Ibs. E 


Regular Retail, $3.65 Ci : ae o MIRRO 3- m) Combination Pan 
. Sah “ ee ipping unit only s 
SPECIAL $2.99 | Regular Retail, $3.95 


No. M-0809 j | eT rma 
MIRRO 9-cup Range Percolator 
Shipping unit—4 only, 6 Ibs. 
Regular Retail, $4.50 


SPECIAL $3.79 
<a i eel 
Ceaser a BREAKFAST TIME: -SAVER! 
_ H k 
we ~ MIRRO 3-cup Egg Poacher 
; ; Shipping unit—4 only, 4% Ibs. 
Regular Retail, 2.95 


RENTS/ SPECIAL $2.29 4 4 
| FREE SHOPPER-STOPPER DISPLAY BANNER; Colorful Copper tone WV /r= 
FINEST ALUMINUM 


ILLUSTRATING ALL SPECIALS. 


wor 4s ADveaTiseD * 








No. M-1502-23 MIRRO 2% -at. Tea Kettle y 
FREE TIE-IN NEWSPAPER MAT AVAILABLE. wa oe NO a 
MIRRO ALUMINUM COMPANY « MANITOWOC, WISCONSIN SPECIAL $2.89 


Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 « 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS a ¢ 





WHEN IT COMES TO LOCKS... 


YALE MAKES IT AN OPEN-AND-SHUT CASE! 


Yale locks and hardware offer a 
double benefit: A completely re- 
designed line, all new over the past 
Six years, combined with the old- 
est, most reliable name in locks 
and hardware. 

In addition, Yale makes the broad- 
est line of locks and hardware any- 
where in the world. And its name 
(an aid to security in itself!) is 
known the world over. Millions of 
doors in homes, schools, factories, 


institutions and hotels have been 
secured by Yale locks ever since 
Linus Yale invented the pin- 
tumbler lock in 1868. Each year, 
Yale issues over fifty million keys, 
which secure full lines of door 
locksets, panic exit devices, pad- 
locks, locker locks, auxiliary locks 
and cabinet locks. Yale also manu- 
factures the most complete line of 
door closers in the world. 

For further information on the Yale 


line of locks and hardware, write 
us direct or see your Yale & Towne 
Distributor. Be sure to ask about 
the Yale Special listed below. 
Product of The Yale & Towne 
Manufacturing Company, Yale 
Lock & Hardware Division, White 
Plains, New York. 


YALE & TOWNE 


New Yale 506 door closer 


This completely redesigned “Airliner” screen and storm door closer can be 
installed in as little as a 2” space between doors! Only 14’ overall, it can be 
used easily on right or left-hand doors. Be sure to suggest the new 506 


“Airliner” to do-it-yourselfers for spring sprucing up. 


Want more facts? Circle 102, p. 83 
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A space the size of 
this ad will give you 
a $2388 unit profit! 


That's all the room you 
need to display and sell 


OULD 
LILNF 


A 7x 10” space, like this ad, is all the space you 

need to display your Mighty Moe. Here is an 
indoor/outdoor electric tool that has unlimited market 
for town and country sales. Beautifully designed and 
engineered, with powerful 144 HP G.E. electric 

motor. Most customers who buy the Power Head— 
listing for only $29.95—-will buy from 1 to 4 attachments. 
Every time you sell a complete package this small 
space has earned another $23.88 in profits for you! 


Here’s what you sell/ Flere’s how we help you sell! 


Mighty Moe is exclusive, fully patented. with a sales-making—profit-making program 
The only one of its kind on the market. designed to bring customers to your store... 


4 GREAT POWER TOOLS IN 1 e Introductory ‘‘Baker’s Dozen” offer provides free 


Tiller... a | power head and edger for demonstration use. One 


digs ground Polisher... . . 
to 6” deep nagest civ with each dozen units ordered. 


$19.95 floor care 

Extension $19.95 | Powerful national advertising in Look, Better 
pg hong Homes & Gardens, House & Garden, Sunset 
Magazine, Popular Gardening and Flower Grower. 








$3.80 a 


[Prey eer 


— 





Extensive T.V., Radio and Newspaper advertising. 
Trimmer/Edger... Sidewalk Edger... edges : ge 
trims close to around sidewalks, drives; . . . Liberal 5% Co-Op advertising plan. Factory 


flower beds, cuts sod at edge of beds $9.95 . o 8 ° 
under fences Var paid advertising in selected key markets. 


$11.95 
Attractive store displays, banners and promotions. 





814 EVANS ST., CINCINNATI 4, OHIO 


: 
Profitable dealer and distributor territories available ! A Subsidiary of YUBA CONSOLIDATED INDUSTRIES, | 
NOW. Call, wire or write for complete details. . 





@ 


YUBA POWER PRODUCTS, INC. ba 
NC. 





Mfars. of Mighty Moe, Choremaster, Shopsmith 
and Sawsmith Indoor and Qutdoor Power Tools. 
Want mere facts? Circle 103, p. 83 
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THE OLD RELIABLE 
CHAIN SALESMAKER 





Assortment No. 38 


7 types and sizes 
of welded and 
weldiess chain 
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THE NEW 
| CHAMPION 
/ CHAIN SALESMAKER 
j Assortment No. 46 


j 4 popular sizes of 
’ proof coil chain 


By Popular Demand-a NEL W 
ACCO Proof Coil Chain Salesmaker 


You asked for it, now here it is—the new ACCO 
Proof Coil Chain Salesmaker. The perfect companion 
to the popular Welded and Weldless Chain Sales- 
maker, this new rack display lets you round out floor 
stock with the four sizes of proof coil chain that your 
customers most frequently ask for. Side by side, both 
self-service units consume less than 5 square feet of 
floor space. But best of all, they put chain out where 
customers can see it...feel it...and buy it! 


And when they buy it, you make money! Take the 
new Proof Coil Chain Salesmaker. You pay just 


re 
— 


ORDER FROM YOUR DISTRIBUTOR 


distributor for complete infor- 
mation about these items or write 


for four reels of chain (sizes —*%", 14”, 46", 34”) and 


get the display rack FREE! Sold at suggested retail 
prices, your investment produces a generous profit. 
You have three different assortments to choose from 
— (No. 46) Self-colored chain, (No. 46A) Extra-Bright 
Zinc-plated, (No. 46B) Hot Galvanized finish. 


Put new life into your chain sales by ordering an 
acco Proof Coil Chain Salesmaker from your Acco 
distributor now. And if you don’t already have an 
acco Welded and Weldless Chain Salesmaker, order 
one at the same time. 


American Chain Division * American Chain & Cable Company, Inc. 


asso AMERICAN CHAIN 
Contact your American Chain « 


York, Pa., office for free litera- 
ture DH-377 and DH-79 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston . 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 


*Indicates Warehouse Stocks 
Want more facts? Circle 104, p. 83 
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Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 


EDITORIAL STAFF 


Bee ° 
vitor Arcee | National brand paradox 
E. L. Barringer, managing editor “a ae 
Kenneth A. Heale, feature editor oe The antagonism which so many dealers feel toward national brands 
these days is most discouraging. Our mail and our other contacts 
with dealers and wholesalers are continually unveiling a degree of 


disillusionment that is unhealthy. 





This development is disconcerting to us because past experience 
has demonstrated that there is a vital inter-dependence between na- 
tional brand manufacturers and hardware retailers. The present re- 


Robert pepe Associates 2 e lationship between national brands and dealers does no one any 
Readability consultants oe 8 p ’ 


Rn: if Service 


good. It is a situation that demands correction. 


The cause of this disillusionment with national brands is not easy 
to assess. Everybody has his own views on this. But, it is apparent 
that the causes are many and complex. The pressure of continually 
expanding production lines has certainly been a factor. The excellent 
self-promotion job done by discounters is another element. 


When you look back, I think you’ll feel, as I do, that the breakdown 
of the image of national brands began when the discounters entered 
the picture with their cynical attack on Fair Trade, and their attitude 
of “how cheap, not how good.” 


You can’t entirely blame some manufacturers for their flirtation 
with the discounters. These discounters were clever operators and 
they offered a way out of the jam faced by some manufacturers. 
But, from the long term viewpoint, it may be that it will take a long 

&560 Cass Ave, time to repair the damage that has been done. They wrecked the con- 
Telephone: Trinity 4-1616 ; : ; : 
Chicago I, iH. cept of a quality product, sold at a price that assured national dis- 
William E. Comiskey—James L. Phillips tribution, with local level endorsement. 
360 N. Michig an Ave. 
Telephone: Randolph 6-2166 
San Franci sco 3, Cal. : Tor ‘ ‘ af 7 r > . > ry 
Frank | McKenzie If I were a manufacturer, I would be very much concerned with 
telephones Underkilt 1-710) the growth of private brand labels. The expansion in this field is 
Los Angeles § 57, Col. PR | symptomatic of the bigger illness. Factory suppliers of private brands 
ackson ta , , 4 : ‘ Cn , , ‘ An. 
Vdschne tuk Fan know they are fingering a two-edged blade. They know that a con 
Atlante 3, Ga. tract can be lost over-night to some especially hungry competitor. 
dohn W. Sanastos, vee .. Mek This has happened many times. And since the manufacturer has no 
Dallas 6, Texas control over the label, he has no recourse when the contract is lost. 
Harold E, tt 

The chief reason for dealers and wholesalers turning to private 
brands is a simple one. Some national brands brought them no profit, 
but they could control a private brand. 


Some national brand manufacturers seem to me to have over esti- 
mated their influence with consumers. If you spend some time in 
a store you’ll quickly learn that very few consumers ask for products 
by specific brand names. They usually depend on the recommenda- 
tions of the dealer. They do recognize a brand name, if that brand is 
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Editorial 


continued 


on display. If it isn’t, then the dealer’s recommendations make the 
sale. 


This, to me, is a key element in the success of a national brand: 
It must be displayed nationally, as well as advertised nationally. And 
discounters can’t provide this display service. 


It seems to me that it is time for more manufacturers to take a 
good long look at the future, and to make plans that will bring con- 
trol of their product back into their hands. None of us would expect 
that every manufacturer will limit the sale of his products exclusively 
to hardware stores. On the other hand, the independent retailer repre- 
sents a nationai distributing channel that must be the foundation 
of any national brand effort. 


There are today a number of national brand manufacturers who 
have faced up to this problem and have established policies that 
make their products profitable to hardware stores, as well as other 
desirable outlets. These brands are surviving and, in fact, expanding 
at the expense of others who have been unwilling to take the neces- 
sary first steps. 


It is not too late to tackle the problem of reviving the old concept 
of a national brand. And it could prove most profitable. 


Never too small... 


We recently asked a dealer how useful he found certain material 
in Hardwage Age. His answer was, “Oh, I’m sure it is most valuable 
to big stores, but I’m just a small store and couldn’t use those ideas.” 


I’m always startled when I hear a dealer put limits on his interests 
because his store is relatively small. Today’s small store can be to- 
morrow’s large store. But, if a dealer shuts himself off from all new 
ideas and guidance because of store size, he can hardly expect to 
grow. 


We know from past experience that good ideas spring from all 
types of sources. Our mail continually reflects this interchange of 
ideas. A new display idea, or a new promotion idea, for example, 
that works in one store can always be put to work in other stores, 
after adapting it to the specific needs of a store. 


If you tend to limit your interest in new ideas, you cannot expect 
to ever grow beyond your present size. In retailing, as in any busi- 
ness, we must always reach for the next rung up. 


Another reason why it seems to me a small store should be es- 
pecially alert to new ideas, no matter what the source, is the breadth 
of problems the small store owner must handle. The manager of the 
large store can delegate certain specialized jobs. But the small store 
manager must do everything himself. Facing this situation, it seems 
to me that he must be especially alert to the value of outside guidance 
and outside ideas. Be certain your horizons are not obstructed by 
artificial barriers. 
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THIS YEAR YOUR CUSTOMER GETS A 


6-FOOT CLIMBING STRAWBERRY 


WITH EVERY ANTROL PRODUCT HE BUYS! 


Thee MAIL THIS ANTROL COUPON NOW AND CASH IN 


A 
‘ Pt Le 
a fe} 

, a 


nth. § 


‘ 


eo) 
Jf ‘ =? 
; \ 


4 


ANTROL, Garden Products Division, Boyle-Midway 
22 East 40th Street, New York 16, N. Y. 


SHOW ME HOW TO MAKE YOUR BIG PROMOTION PAY OFF! 
CL) Send me complete display material package. 


[) Send me book of coupons to give my customers who buy 
Antrol products 


(J I haven’t placed my Antrol order yet. Please have my 


jobber call. 


My jobber’s name 
Address___ 


es 





MY NAME___ 














ADDRESS 





CITY__ 





—_ = 








STATE 


SENSATIONAL CLIMBING STRAWBERRY PREMIUM MAKES CONSUMERS BUY 
ANTROL...EXPLOSIVE, NO-WASTE ADVERTISING TELLS ’EM YOU'VE GOT IT! 


This year, Antrol launches a 
powerful national program that 
explodes right in your own back- 
yard where you can see the re- 
sults by the sales you make! 

897 Ads... 189 in blazing, sell- 
ing color spearheaded by Puck, 
the Comic Weekly. Hard-hitting 
major ads in Sunday garden sec- 
tions all over the country... na- 
tional magazines...radio& TV! 

Here’s Why Your Customers 
Will Buy Antrol This Year! 

Only Antrol has the most sen- 
sational consumer premium offer 
that ever hit the garden field: 


The startling imported Mt. Ever- 
est Climbing Strawberry that 
grows to 6 feet! Last year, these 
strawberries sold by the thou- 
sands! A $2.50 value — your cus- 
tomer gets it for just $1.00 when 
he buys any Antrol product. No 
gardener can resist a premium 
offer like this. And the ads tell 
him all about it! 

it’s So Simple To Make A Bundle 

All Season Long! 

You don’t have to stock any 
strawberries. We ship them out! 
To take advantage of this offer, 
your customer must buy an 

Want more facts? Circle 105, p. 83 


Antrol product. When he does, 
you give him a certificate that he 
mails to us with $1.00. 
WHERE DO YOU GET THE 
CERTIFICATES? Simple. Mail 
the coupon above and we send 
them to you along with stream- 
ers, banners, shelf talkers, a floor 
display — everything you need 
to create an exciting selling dis- 
play in just 5 minutes... and 
cash in big all season long! Fill 
out and mail the coupon now! 


GARDEN PRODUCTS 
BOYLE-MIDWAY 
22 EAST 40th STREET 
NEW YORK 16, N. Y. 
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WASHINGTON 


~ Tews 


A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


More pump priming... . 


President Kennedy’s broad welfare program will boost purchasing 
power of consumers, at least until prices have a chance to catch up. 
But it will also mean increased taxes for dealers and employers. 
Kennedy’s health insurance plan alone will cost an extra $1.5 bil- 
lion to be raised through a complex system of gradual tax rate in- 
creases and a broadened taxable income base. Kennedy’s crash 
program to extend jobless workers benefits will cost about $1 bil- 
lion. Employers tax would be boosted “temporarily” from current 
3.1 percent to 3.5 percent. 


Defeat hopeful, not probable .. . 


Political observers in Washington conceded at the last minute that 
any hope of defeating the Minimum Wage Bill would lie in the final 
vote of the House of Representatives. Committee hearings were 
cut short. Most of the strongest opposition was wiped away by 
granting exemptions to such outspoken foes as hotel and restau- 
rant owners. Dealers who do enough business to be covered by the 
law (sooner or later, everybody would be covered) face higher 
costs, added red tape and a lot of federal snooping. As one con- 


gressman puts it, “these snoopers will be the kind who dispute 
your word.” 


Delayed, but not forgotten... 


Most of the familiar old proposals for insuring the consumer a 
square deal in the market-place have been held back in Congress 
so far. President Kennedy’s anti-recession program has taken 
priority. But don’t be fooled. Sympathy for these laws is stronger 
than ever. Pressures are building fast for such measures as the 
Truth-In-Credit Bill of Senator Paul Douglas, Illinois Democrat. 
Douglas was urged to reintroduce the bill as soon as his depressed 
areas’ program (S. 1) is passed. Despite strong criticism that the 
Douglas credit proposal is impractical and unworkable, it will get 
plenty of support, including the blessing of the White House. 


A new look at customers... 


The Bureau of Labor Statistics launches a new survey this month 
aimed at updating its consumer price index. Study will extend for 
the next two years, canvassing households in 66 major U. S. cities. 
Object: Revamp cost-of-living statistics, update information on 
how much families are spending and for what kinds of goods. Cur- 
rent price index is based on similar surveys made over 15 years 
ago. Population trends, new product lines and increased family 
income in recent years have outdated much of the old information. 
The consumer price index is the government’s most widely used 
statistic. It is of great value to dealers and business planners. 
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VERY PROFITABLY YOURS FOR 1961 


The balanced, simplified line that satisfies every 
customer need with smaller, simplified inventories! 
Backed by more BFG national advertising than ever before! 


NEW packaging 
NEW sizes & lengths 
NEW color 

NEW displays 


NEW local advertising 
materials 


NEW EVERYTHING 
TO heLP YOU SELL! 


New 1961 catalogue, yours FREE! 








‘BEGoodrich 


GARDEN HOS 


F LEXIBL 
. LIGHTWEIGHT 


Se, Se 


6000 NAME B F Good rich 


ALL-PLASTiC” 


ee 


» 


ETO GRow WITH 


\ 


Odrich ) 


This awning stripe display 
carton FREE with all BFG 
Koroseal and “Garden Club” 
hose shipments. 


For full details about garden hose for A good name to grow with B.EGoodrich 


1961, contact your distributor, or 
write: B.EGoodrich Industrial Prod- 
ucts Company, Akron 18, Ohio. 


Want more facts? Circle 106, p. 83 
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TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Replacements: Key to sales .. . 


Look for more emphasis on replacements in selling water systems 
this year. Experts say some 4,746,000 units now in use are 12 years 
old or older, and need replacing. Key to selling the replacement 
customer lies in making him aware that his system is worn or in- 
adequate for his needs. You can do this by arming yourself and 
your sales people with specific product knowledge, by setting up 
good displays and local advertising programs, and by making calls 
on potential customers. Telephone calls to these customers would 
be a good start. Study pages 57-73 of this issue for more facts to 
help you get your share of this market. 


Spotlight on consumers .. . 


Economists are still keeping close scrutiny on consumers. Whether 
or not they continue spending is one of the factors that will deter- 
mine future trends. Some pessimism has been recently injected 
into consumer’s buying attitudes by the general business decline, 
and the fact that they, as a group, are faced with reduced incomes. 
However, this is not reflected in the current surprisingly high rate 
of actual buying. Prospects for continued high rate of spending 
are good, supporting belief of a business upturn about mid-year. 


Clue to profit picture... 


What’s the outlook for profits? Most observers see higher operat- 
ing costs resulting from rougher competition, salary increases, 
rising miscellaneous costs such as telephone, mail, etc., and the 
possibility of the extension of the Federal Wage Hour law into 
retailing. Also, the prospect of tax relief is dim. What this means 
to you: A greater need for controlling store expenses, and for a 
faster turnover of stocks. One way to offset rising costs is a 
stepped-up sales promotion campaign to get more traffic and higher 
unit volume. Another way is to up-grade your customer’s purchases. 


Make second-half plans early... 


Now is a good time to start some long range planning. Most econ- 
omists still predict an upturn in business for the second-half of the 
year, highlighting the need for you to be ready with planned pro- 
motions and adequate stocks. So why wait? Announcements of 
wholesalers’ shows are coming in. You know last year’s sales 
volume on toys and Fall lines. With that as a base, begin thinking 
of the wholesalers’ shows you plan to attend, what lines to check 
carefully, and of placing orders to get a representative stock in for 
early promotion. 


... Turn to page 144 for more news of How’s the Hardware Business. 
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Nir. Dealer, We Offer YOU: 


UNSURPASSED QUALITY, DURABILITY, PERFORMANCE 





AND A COMPLETE, ACCEPTABLE, PROFITABLE LINE! 


NE W/ reeL-rRiM FRONT DISCHARGE 


DeLuxe reel, self-propelled and push combination with 
superior maneuverability . .. Handle lifts to self-propel 
through positive clutch—no levers to push or pull—bal- 
anced for effortless operation—trims to %” of walls and 
fences. Has front discharge into a safer all-steel grass 
catcher. Rugged 3 H.P., 4-cycle, lightweight aluminum 
engine with float feed carburetor and impulse starter... 
Snap starts without engaging reel or transmission. Posi- 
tive clutched wheels assure smooth operation without 
side motion. Remote controls for start, run, stop on 
handle. Cutting heights from %” to 2%” easily selec- 
ted. Heavy welded steel chassis. Available in 2 models. 


if 


NEW! vacu-mow set ROTARY 


Does superb job of cutting . . . vacuum cleans lawn of 
all grass, twigs, leaves, etc., with its exclusive baffled 
jet stream tunnel design. Packs more grass solidly 
into the safety-engineered all steel grass catcher than 
conventional mowers. Has remote handle controls and 
finger-tip height adjustment. Powerful, 3 H.P., light- 
weight aluminum engine, with impulse starter and float 
feed carburetor, handies the toughest mowing jobs. 


Available in 6 models, 20”, 22”, 24”—3 self- 
propelled. Also in 6 conventional models without 
baskets or Vacu-Mow design. 


MODEL P817-E, 17” Electric Rotary Gear 
Drive, 1% H.P., with Adjustable Cutting 
Heights. Also available in Model P817-EB, 


MODEL P622-HS, 22” Deluxe Rotary, 3 H.P., Impulse 
or Recoii Starter, Finger-Tip Height Adjustment. Avail- 
able also in 19” size. 


MODEL P5521, 21”, DeLuxe self-propelled reel, 
2 H.P., Recoil or Impulse Starter... Also 
cvailable ir 18” size. 








Belt Drive, 1 H.P. 





@ “The finest mowing equipment ever built!”... 
that is what we say about the new 1961 Pincor 
Line. Dealer acceptance has been enthusiastic too. 
When you discover the combination of their supe- 
rior design, ultra precision, and unusual perform- 
ance features, we believe you will agree. 


power lawn mowers... Reel, Rotary, and Elec- 
tric models from 17” to 24” in self-propelled and 
push types. 

Now is the time to plan for your best year in 
mower sales—with New 1961 Pincors... there are 
none better! Write for complete details and Pincor 


Pincor offers you a complete 1961 Line of Profit-Making Prices. 


There’s A Nationwide Network of Pincor Authorized Service Stations 
Pincor-trained mechanics offer a complete mower and engine service throughout the United States and Canada 


ELECTRIC PORTABLE POWER TOOLS 
a i | 


ELECTRIC 
GENERATING 
PLANTS 


GASOLINE 
ENGINES 


Manufactured by PIONEER GEN-E-MOTOR CORPORATION 5840 w. Dickens Ave., Chicago 39, III. +» Telephone BErkshire 7-4100 
Want more facts? Circle 107, p. 83 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


TRADING STAMPS MAKE NEWS AGAIN, MAY AFFECT YOUR PLANNING. The Wyoming 
Supreme Court recently upheld a law which, in effect, bars trading 
Stamo companies from the state. This law says merchants must issue 
and redeem their own stamps individually. No central outlets. Such 
limits are contained in bills to be introduced in at least 20 
State legislatures this year. All are backed by the National 
Federation of Independent Business, arch foe of stamps for many 
years. The Wyoming decision is first real setback for stamp plans 
Since 1916. With this precedent set, stamps may find a rough road 
ahead in 1961 in many states. Keep an eye on state capitol news. 


























THERE ARE PROVEN WAYS TO MAKE BUSINESS SNAP BACK. Dealers feeling the 
pinch of slackened business are trying new and cffbeat sales ideas 
to force things to perk up. For example, a worker on temporary 
layoff has plenty of time to start do-it-yourself projects that 
have been in mind. Such home modernizing will reach nearly $400 
per household this year, according to a recent survey. Get your 
Share with fix-up promotions. Combination deals will have impact. 
A paint brush free with gallon of paint, or similar special on 
grass seed and fertilizer will pay off. Liberalized credit for 
A-l risks, to tide them over, begets goodwill and sales. 























SPORTING GOODS ARE BECOMING A GLAMOR LINE FOR HARDWAREMEN. Sports' sales 
topped $2 billion, a new peak, in 1960. Hardwaremen got $200 
million of the pie. Annual sports' sales growth rate is averaging 
o-6 percent in post-war years .. . including recessions. While 
discounters are hurting some hardware dealers, this remains a 
lush and growing market. Be sure to bone up on new ideas in this 
natural hardware market in the up-coming March 23 issue of Hard- 
ware Age. 


























WANT A SURE-FIRE SPOT SALES DISPLAY FOR SPRING? TRY AN AEROSOL CENTER. 
No new investment is required, merely a slant in display planning. 
Take a few cans of aerosol products from main displays in paint 
and housewares sections. Use all sizes and types. Group this as- 
Sortment on a key traffic corner under the banner of "Aerosol 
Center." Such central displays are working. Aerosol sales have 
gained 20 percent a year in recent years. $1 billion a year is in 
Sight. A fast turnover, 30-40 percent profit margin line. Best 
Sellers: 6 oz sizes, with 16 oz king-sizes coming up fast. 
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CHIP 
OR 


PEEL! 


( conmatitindie priced beauty in solid 
plastic —that’s the famous Church No. 300. 

Modern in every line for snug, trim fit on the bowl, it 
is molded of high-impact plastic that won’t crack, chip or 
peel. Both seat and cover snap off for easy cleaning. Fully 
concealed molded hinge is the same color as the seat. 
Available in white and colors. 

See your wholesaler. C. F. Church Division, American- 
Standard, Holyoke, Massachusetts. 


Amenican-Standard and Standard@ are trademarks of 
American Radiator & Standard Sanitary Corporation. C. F. CHURCH DIVISION 


Want more facts? Circle 109, p. 83 
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BUILT TO DO A PROFESSIONAL JOB— 
PRICED TO FIT THE AVERAGE BUDGET 


E 
x “U7? 


LAWN AND GARDEN TOOLS 


For faster turnover, fatter profits, feature the tools engineered 


for the professional gardener, priced for the average home-owner! 
Special Spring Bonus: FREE DISPLAY STAND WITH INITIAL 
ORDER FOR THREE TOOLS SHOWN IN THIS AD. 


ORDER, DISPLAY AND PROFIT WITH PORTABLE! 


Model 1370 De Luxe Model E-65 De Luxe Modei K-10 De Luxe 
Starflyte Hedge Trimmer Starflyte Edger-Trimmer Starfiyte Garden Tiller 
(Top) 13” Swedish Steel (Center) Micro-adjusting (Right) 8 hardened steel 
cutting bar — 32 precision knob for 1” to 2” cutting tines cut full 61/2” swath 6” 
ground teeth, cuts in either height. Full 6” swath. Extra deep. 115 volt AC 4% HP 
direction. 115 volt AC wide rubber wheels to pre- motor, blade speed of 350 
Rugged Series motor. 850 vent rutting. Anti-scalp rpm no load. Safety switch, 
strokes per minute. Auxil- guard, side handle, storage auxiliary handle, wall 
iary handle fits either side hanger. 115 voit motor, hanger. Heat treated steel 
or rear of housing. 8000 rpm. gears. 


~et2g> es 9G" =e SM 


Quality at Popular Prices 
LAWNMATE LAWN and GARDEN TOOLS 


Model 1310 Witte! © 1 Se Tine 
Lawnmate Hedge Trimmer 

13 inch Swedish Steel cutter bar, 
16 teeth, cuts 12” swath. Hoop 
type handle, auxiliary handle, 
lightweight aluminum die-cast 
housing. Suggested Retail: $27.95 


4 
| 
i 


Model 1310 


Mail Order Coupon Now to HA-3 


PORTABLE ELECTRIC TOOLS, INC. 

1200 East State Street, Geneva, Illinois 

In Canada: 452 Birchmount Road, Scarborough, Ontario 
Rush these items to me, please! 


Starflyte Model 1370 Hedge Trimmer 
Starflyte Mode! E-65 Edger-Trimmer 
Starflyte Model K-10 Garden Tiller 
Lawnmate Model 1310 Hedge Trimmer 
Lawnmate Model E-60 Edger-Trimmer 
[} Lawnmate Model T-70 Grass Trimmer 


Dealer Price 


Model E-60 

Lawnmate Edger-Trimmer 

Cuts 6” swath. Anti-scaip blade 
guard, blade clutch for easy con- 
trol. Adjusts for height of cut— 
1” or 2”. 9000 rpm no load 
speed, 115 volt AC. Suggested 
Retail: 


Model T-70 

Lawnmate Grass Trimmer 
Lightweight, maneuverable— 
weighs only 4 Ibs. Cuts 5” swath. 
2 piece handle, auxiliary handle, 
on-off slide switch. 12,000 rpm 
no load speed. Suggested Re- 


A EE Se CORRS OR TN a TR EA 
Pre We 
Address....._.._-.__._.. 
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From fast sili MARLIN 
THE EXCITING NEW 39-ADL .22 


Even as America’s highest priced sporting .22, 
you'll find demand greatly exceeding its limited 
availability. Backed by Marlin’s 70 year history 
of leadership, this deluxe model of the famous 
fast-selling 39A is under-priced at $100. 

In addition to all of the time-proven features of 


the 39-A, the exciting new 39-ADL has these ex- 
clusive extras: fine-line hand checkering on grip 
and fore-end; butt stock of choice selected walnut, 
hand carved with gray squirrel; quality leather 
sling strap; all assembled with the extra care due 
a collectors item and a rugged hunting favorite. 


—— | f ey 4 Se 
4 : 


p 
‘ | 


The 39-A offers more selling points than any .22 
on the market. (1) Marlin’s exclusive Micro- 
Groove -—-16 spiral grooves rifling the Special 
Analysis Ordnance Steel barrel—reduces gas leak- 
age, gives an accuracy bonus of 20/25%. (2) The 
action is completely exposed with the turn of a 
single take-down screw. Parts are forged—not 
stamped—and heat treated for stamina and micro- 
scopic tolerances. (3) Marlin side ejection keeps 
the sights low and in line. (4) The stock—choice, 


~ 


j <eonantaapatiagt s e 


burnished, select walnut—is the Marlin mark of 
genuine craftsmanship. The 39-A and the carbine 
39-A Texan retail at $79.95. 

For additional profit remember that Marlin 4X 
Micro-View Scope sells in combination for only 
$10 extra. This gives you added profit-per-sale 
and increases your sales-per-prospect. 

Feature both of these great guns in ’61 and you 
get your share of Marlin’s outstanding year by 
year sales increase. 


VARLIN 


GREATEST SALES GAINS 
IN THE INDUSTRY 
YEAR AFTER YEAR 


Marlin Firearms Co. e New Haven, Conn., U.S.A. 


Want more facts? Circle 111, p. 83 A Want more facts? Circle 112, p. 83 > 
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the difference between 
tiresome weeding 
and a neat, tram lawn 


and garden 1s 


Wl sce 


If your customers are tired of inferior substitutes, 
show ’em Swan Grass Stop—the quality plastic 
grass stop that is easier and safer to use. Swan Grass 
Stop blends in with grass and shrubbery . . . lasts 
for years. And it will make a big difference in your 
profits, too. 


SWAN RUBBER COMPANY °* Bucyrus, Ohio 


You can trust the products 


. made by SWAN 





Selling Price $43.14 
Your Regular Cost $ 28.77 
Special Promotion Cost $25.89 
Margin 40% 


Stock this customer-inviting Disston Tape and 
Rule display for faster turnover, highest profits. 
Sell and demonstrate these Disston features: 


1. EXCLUSIVE Patented Swing-Tip — for 


= really accurate inside and butt measure- 
ments. Withstands 100-pound pull. 


It 7 2. EXCLUSIVE Shock-Resistant Case —2 

| counter-poised screws and 4 inside dowels 

hold case together, absorb impact loads if 
die-cast case is dropped. 


-f7- 3. Live Steel Blade—Disston blades are 
stiffer for longer reach. Markings are 
sharply defined—enameled and lacquered 
for easier, quicker reading, longer life. 


[$4 4. 10-Second Blade Change—simply at- 
ae tach new blade to notched end of spring 
leader. There’s no need to take case apart. 


5. Innerspring Rewind with Automatic 

G ‘‘Hold’’—innerspring balanced to exact 
blade length. Blade holds at point to 
which it is extended, won’t creep. 


6. Plus—safe, sturdy, lightweight cases 
for easy handling - stand-up base for 
added convenience + made to U.S. Gov- 
ernment Standards for accuracy. 


Rules in display are stocked in sizes recommended 
in NRHA Turn-over Handbook. 


ORDER THIS PROFIT BUILDING DISPLAY FROM 
YOUR JOBBER TODAY. 


DISSTON DIVISION 


NEW DISSTON TAPE 
AND RULE CENTER 
GIVES YOU A FULL 


Asda 
Be 
; + * 
i ae ae 
Se SR 
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Your FREE wall and counter display 


provides for: 
@ lea #426 
@ lea #428 
@iea #416 


@ lea #525 
@ lea #550 
@ 1 ea #5100 
@2ea #76 


@2ea #78 

@2ea #4210 
@2ea #4310 
@2ea #4312 


| i! H. K. PORTER COMPANY, INC. 


Want more facts? Circle 113, p. 83 A 
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DEEPRIME JET 
Se/f-priming 
DEEP WELL 
JET PUM P* 


Best jet yet is the Series JD—-Jacuzzi Deeprime Jet, multi- 

stage, self-priming deep well pump. 

The Deeprime Jet actually seems to think .. . it is so com- 

pletely automatic and foolproof in operation. If there’s water 

in the well to be pumped, the Deeprime Jet will get it... 

all of it. If the water level gets pumped down, the Deeprime 

Jet will cut itself off and wait. 

The pump won’t clog or wear excessively like other types 

of pumps if pumping sandy water ... won't lose prime if 

pumping gaseous water. 

The Deeprime Jet is a dealer’s dream pump. Once installed, 

there'll be no costly call-backs to eat up profit, And.thene 
st peanuts more seme aa a: pump. 








The Series JD pump illustrated above is multi-stage like others in 
the premium quality STARIine, and is available for self-priming service 


on wells to 400 feet. The Deeprime Jet requires no control valve, 
needs no frost proofing, and uses no foot valve. There are no working 
parts in the well. It never needs lubrication. Even after power failure, 
the Deeprime Jet remains primed and ready. It’s the Best Jet Yet. 
Other STARIline pumps for shallow or deep well service. 


FLANGED PIPING CONNECTIONS 


Piping to the well is threaded into a cast iron flange 
which is bolted to the priming chamber or to the pump 
base. Four bolts hold the flange in place and a gasket 
prevents leakage. The distinct advantage of this feature 
is that the pump will be easier to install initially and well 
piping need never be disturbed should it ever be neces- 
Sary to remove the pump from the well location for any 
reason thereafter. Loosening four nuts will free the pump, 
leaving all slip couplings intact. 














Cig Jacuzzi Injector 
requires no foot valve 


when installed 
as illustrated 


THREADED 
TAIL BEARING 


The tail bearing, located in the bottom casting 
of the pump, takes the greatest abuse and is 
usually the first part to show wear. The tail 
bearing of the Jacuzzi Deeprime Jet is oversize 
and of all bronze construction. It is protected 
by a sandcap to prevent entrance of foreign 
matter and lessen wear. This oversize bronze 
tail bearing, however, is threaded into the 
pump base from the outside so that replace- 
ment is quickly and easily accomplished with- 
out disassembly of the pump. 





New Low Prices on 50 
America’s Most Popular vv 
Paint Sprayers oe 


Motor 


POWER TO SPARE 
FOR THE BIG JOBS! 








Socsecceceeseseooceceseeeeseoococes Speedy Sprayer No. 680. The ideal outfit for the do-it-yourself and 
Advertised To Millions in: shop mechanic. Sturdy, all-purpose, direct drive, professional type 
MEC CHANIX paint sprayer with No. 212 Gun. Develops 25 lbs. working pres- 

sure. Outfit: quart gun, air hose, tire chuck, less motor, $29.50. 


POPUL am: 


SCIL Sy: 





: [UE 


> See our to catales 
3 — . 
; line i in.. 


— = 





No. 990. New low price! 4% No. 544. Powerful 4% HP Paint Tank No. 798-RG. See our complete catalog 
HP outfit. 2 cu. ft. air at Master Twin Sprayer Holds 2% gallons. One fill- in Hardware Retailer 
30-40 lbs. With 212 Gun, mounted on semi-pneu- ing lasts hours. Portable or Catalog Service Book. 
less motor, only, $39.95. matic tires. 4 cu. ft. air at hung on ladder. With air 

Wheels, handle $7.50 40lbs. Less motor, $88.00. regulator & gauge, $35.95 


Prices slightly higher West Coast 


Ask your Wholesaler. 


~y 


‘> Ww. R. BROWN CORP. 


wh Our 40th Year—Specialists in Portable Paint Sprayers 
Wo EK 2665 N. Normandy Ave., Chicage 35, Ill. 
Want more facts? Circle 115, p. 83 
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= — new ways to 


Green 


Thumb 


the magic name that means suc- 
cess in gardening, top turnover 
and maximum profit in garden 
tool selling. One-piece forgings. 
Exclusive natural finished white 
ash handles that show their qual- 
ity and strength. Styled for 
today’s gardeners, in brilliant 
lustre-green and gold trim. 
Complete stock ...5 new 
merchandising displays and 62 
new tool items offer additional 
opportunities for profit. 


GREEN THUMB “ARISTOCRAT” 
SMALL GARDEN TOOLS: They’re 
**Lustre-Chromed’’, have finger- 
fitting “Cushion Grip” handles of 
vinyl-covered ash, sell fast and prof- 
itably at 98¢. Best merchandising 
buy is our 30-tool selection in wire 
rack that attaches to Green Thumb 
Merchandiser, as shown on next 
page, or on peg-board 
wall or counter 
(No. PC-GTW). 


GREEN THUMB SERRATED-EDGE 
HOES: Complete line of socket 
garden and beet hoes with the pop- 
ular serrated edge that cuts the soil. 
Blades taper-rolled from strong 
bead to thinner edges for strength, 
light weight, sharpness. Spring pat- 
tern handles of strong, clear ash. 


GREEN THUMB FLORAL BOW 
RAKE: Bow rakes outsell ail other 
garden tools. This new pattern 
meets demand for a small, light, 
easy-to-use rake in a strong, one- 
piece forging. 8 teeth. (No. FB8) 


GREEN THUMB ROTARY LAWN 
SHEARS: Three patterns for cus- 
tomers choice. ““Master” model 
(above) has adjustable ten- 
sion—an exclusive feature. 
(Yard ’n Garden Rotary 
Lawn Shears, priced 
for promotion, also 
available. ) 


a?) || Soe 


NEW 


GREEN THUMB GRASS HOOKS: 
3 fast-selling patterns, in a full price 
range. Sharp forged blades, well 
shaped, balanced. Order with your 
other needs. 


GREEN THUMB GARDEN SHOVELS: 
Just like bigger shovels but in pop- 
ular smaller size. Heat treated 7” x 
10%” blade and socket, highest 
Guality natural finish ash handle. 
No. LGS42 shown. In straight- 
shank pattern: No. LGSS42. 


POPULAR-PRICED GREEN THUMB 
LAWN RAKE: Immensely popular 
pattern in Green Thumb quality, 
to retail under $2 with full 
profit. Spring steel teeth; 
clear natural finished, 


serviceable ash handles. 
(No. FB18) 


THE UNION FORK & HOE COMPANY 


COLUMBUS 15, OHIO 
Lawn and Garden Tools + Shovels + Farm Tools + Industrial Tools 


THE GUARANTEE LABEL SELLS GREEN THUMB QUALITY — It’s easier to sell top quality, top profit because 


every Green Thumb tool is prominently labeled: “FULLY GUARANTEED”. Your wholesaler will 
replace any tocl that proves defective, without charge. 


Want more facts? Circle 116, p. 83 
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GREEN THUMB DISPLAYS 


No. T1-52, today’s most modern 
Island Merchandiser with balanced 
stock of 52 fastest-selling long 
handled Green Thumb tools: 


2 B14 Bow Rakes (14 tooth) 
2 B16 Bow Rakes (16 tooth) 
2 FB8 Floral Bow Rakes (8 tooth) 
2 SC14 Level Head Rakes (14 tooth) 
2 SALD Spading Forks 

2 UGSUD Garden Spades 

3 PFSL Floral Shovels 

3 GTR248 Standard Shovels 
3 LGS42 Garden Shovels 

3 4SC Speedy Cultivators 

2 SB6 Garden Hoes 

3 FH Floral Hoes 

2 2PWF Weeding Hoes 

3 TTN 52 Taper Top Hoes 

2 W7S Warren Hoes 

2 TE Turf Edgers 

3 DW Dandelion Weeders 

3 USGTS Grass Trimmers 

3 BRF22 Broom Rakes 

3 STR24 Speedrakes (Lawn) 
2 BPW Bulb Planters 


Retail Value $212.38 Your Cost $134.87 
In West. . . $217.65 Your Cost $138.38 
Other Merchandisers Also Available: 
30-tool Green Thumb 
Merchandiser, No. GTR-30 
30-tool Yard'n Garden 
Merchandiser, YGR-30 
Return coupon will 
bring you full 


THE ONLY 
SHOVELS 
WITH A 
BACKBONE 


Thick (13 gauge) center from top 
of socket to cutting edge, with 
tapered sides. Guaranteed highest 
Strength natural finish ash handles, 
not weakened by chucking to a 
shoulder. 
THE ONLY SHOVELS 

“FULLY GUARANTEED” IN WRITING 


RAZOR-BACK’_____ 


With RAZOR-BACK backbone for 
premium strength. 

Undersells by at least $1.00 any 
other shovel even approaching ft in 
strength. Stock only 4 basic patterns 
to sell 90% of customers who want 
a full size, maximum duty shovel. 


NEW 
RAZOR-LITE® 


The really lightweight shovel. . . 
with RAZOR-BACK backbone, 
too. 

Sells the other half of your cus- 
tomers who want RAZOR-BACK 
construction in a truly light shovel, 
light by the scales, not just in name. 


Blades have new “Anti-Friction” 
finish. Only 4 basic patterns to 
stock for fastest turnover and 
maximum profit. 


shovels. 


pS 


information. 


SEND TODAY 


FOR COMPLETE ’ 


NEW BUYING 


GUIDE » 


<a 
. > 
” en ee ee 
: . oe 


ATLAS 


.— 


/ Mp 


Lex BEAM 


No 30 
GENER AL 
CATALOG 


MAIL THIS COUPON FOR 
NEW 64-PAGE CATALOG, 


your 1961 reference and buying guide for garden and 
lawn tools, farm forks, hoes and other hand tools, in- 
dustrial steel goods and shovels. Identifies, describes 
with specifications every tool customers ask for. 


THE UNION FORK & HOE COMPANY 
500 Dublin Ave., Columbus 15, Ohio 


Please mail complete new Catalog 30 to: 
Name 


Title 











Store Name 





Street 





City 





State 
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stretch ordinary poultry netting and see how it loses shape; sags; bags and bulges... 


Sstretcn test.w proves 


POWERFUL AD 
CAMPAIGN PRE-SELLS 
YOUR CUSTOMERS 


OVER AND OVER AND OVER 


& 


Want more facts? Circle 117, p. 83 
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stretch Keyline® poultry netting and see how the horizontal wires keep it flat and smooth 


Superiority of Keyline 


A constant barrage of advertising in 10 different farm publications, telling your customers 
that Keyline Poultry Netting stays straight at the top, flat in the center and tight 
at the bottom because of Keyline’s horizontal wires. No sag, no bag, no bulge. 


We tell ’em, so we sell ’em, and so do our dealers. It’s easy for you to be one of them. 
Find out how easily by writing, 


KEYSTONE STEEL & WIRE COMPANY, PEORIA, ILLINOIS 
Makers of Red Brand® Fence and Barbed Wire » Non-Climbable Fence 
Ornamental Fence « Red Top® Steel Posts - Gates + Nails « Bailer Wire 


Keyline is the broadest of any line of poultry netting, available in 17, 18 and 20 gauge wire in 1", 1%” and 2” mesh. 
Want more facts? Circle 117, p. 83 
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NO OTHER MOWER MANUFACTURER DARES MAKE THIS OFFER 


LOBER TAKES THE RISK 
AND THE GUESSWORK 


OUT OF YOUR P POWER MOWER BUSINESS! 


You must make money x 2 5 7x6 BN Fes euuaer tose 
with Lober Power Mowers! #) i No Guesswerk With K Read this 
Gee LOBER Power Mowers o" 
a ‘ . oy. LOBER GUARANTEES 
| = 5 YOUR SALES! 
RISK * —_ IS seocectoneasll 


Sensational 
Guarantee! 


* We select the right mod- * We select the right prices for you 


to promote in your area! 
els and size for you to do the best ‘ ‘ 
ener * We will design special proven 


ads for your store to promote 
* We select the right horsepower! = Lober Mowers. 


This Sensational Policy Built This New Leber Plant 


£ 





Lober, of all 
manufacturers, 


EXPANDED in 196! 





Start making big money 
right away! Remember only 
Lober gives you Guaran- 


teed Sales. No other manu- 
facturer can make this 
AND ASSOCIATES 


The World's Largest Producers of = pping Point: 
= os Py ind. 
Power Mowers ne. made within five 


days of receipt of your order. 
7 Central Park West, W.Y.C. 23, N.Y. JUdson 6-2117 


Want more facts? Circle 118, p. 83 


MAIL COUPON NOW 
M. LOBER & ASSOCIATES 
7 Central Park West, Dept. T-2-6!, N. Y¥. C. 23 


Gentlemen: YES! 1! Want guaranteed sales. Please rush 
me full information, immediately. 


Name 

aa 
Address ig 
Telephone 


Paeasaeeoaaoacoeuoao™ 
. i asaeseeseaneoena 
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MAGNETIC 
CATCH 


NO. 326—EXCLUSIVE CASE DESIGN—EASY TO AP- 
PLY—Surface mounting or mortising into stop! DOOR 
CLEARANCE is built into case, strike fully engages 
magnets, not necessary to overhang face of door. 
FLOATING SCREW HOLES provide adjustment. Pro- 
jections on back of case he'd it in position. 


ESPECIALLY DESIGNED FOR FULL LENGTH DOORS. 
TWO SEPARATE MAGNETIC FIELDS have a 15 Ib. pull 
on each door when used with two small strikes. ‘‘CE- 
RAMIC TYPE’’ MAGNETS—permanent—self-aligning. 
RUBBER STRIP—pole pieces held in alignment for im- 
proved action. CASE—wrought aluminum, natural alu- 
minum and bronze metallic lacquer finishes. 

: No. 326 poly-bagged with one long 

and two short strikes. 


See your 


NO. 325— WHOLESALER 


12 to 15 Ibs. pull! 


THE 
H. B. IVES CO. 
NEW HAVEN, 
CONN., U.S.A. 


Want more facts? Circle 119, p. 83 














green 
thumb 


ellis Mi aoe. 
slip hand into giove 
thru open bag top 


Now your top selling garden glove offers 


GIFT SEEDS TOO 


You will sell more Green Thumb gloves than ever when 
customers see the gift package of popular Giant Zinnia seeds 
now enclosed with each pair. America’s favorite because 
they are smartly styled, comfortable, 100% washable and 
guaranteed to outwear any other garden glove of similar 
price. Popularly priced at 98¢. Presold by years of national 
advertising. You make $3.92 profit per dozen from a 5-inch 
wide display box. Patented “try-on” package prevents soil- 
age. Order now for big Spring demand — both women’s and 
men’s styles. 


JULEPS® SELL THE REST AT 69¢ 


Linen-light, colorful Juleps are 
made of magic vinylized fabric that 
outwears cotton gloves 3 to 1 for 
housework, painting, gardening. 
Self-selling tags. $3.04 profit on 
each dozen. Order from your 


wholesaler now. Colors: Lime Green and Tangerine 


Edmont 


Edmont Inc., 1214 Walnut Street, Coshocton, Ohio 
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Reichert Floats Get Repeats 


Only Reichert has a complete line of floats and 
tank balls ... sizes, styles, shapes and weights 
for every application and water condition. The 
patented seam and spud construction makes 
Reichert Floats the strongest. They never leak. 


Reichert Tank Balls Always Seat 


The exclusive positive closing Spin Seat (Trdmrk. 
Reg.) (Pat. No. 2788525) revolves on flushing; 
seats in a different position every time. 


e 2-8 


Send for new catalog and prices on sump pump, humidi- 
filer, pressure, open and flush tank, and general purpose 
copper and plastic floats and rubber tank balls. 


FLOAT & MFG. CO. 


2243 Smead Avenue . Toledo 6, Ohio 


REICHERT 
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Meets or exceeds latest 
F.H.A. requirements... 


— Mansfeld 501 
Temperature-Pressure 
Relief Valve 


A.G.A. Listed. 
Offers: fully 
automatic 
protection for 
LOS FIGeCILe 
and heaters. 


‘/y inch seat 


opening for added 


if 


safety. 34” inlet 
and outlet. 
Opens fully 


at 210°F 


Heavy red 
brass body. 
7-inch 
exposed 
Straight 
extension 
tube 
assures 
unrestricted 
flow. 





Mansfield 501 


125 ‘p.S.1. 
Standard pressure 
setting. Others 
available. B.7.U. 
steam rating 
95,000. 





Each Mansfield 501 relief valve is individually boxed, — 


7+ry 


12 boxes to. a master carton 


MANSFIELD sanitary, inc. 


PERRYSVILLE, OHIO 
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Self-service Sales 
ocouy 


SAFE 


Stop! Look! and Buy! 


That’s the open invitation 
of the SAFE “Bulk Pack’”’ 
—all best sellers! 


Here you have a line of 
fast-moving SAFE hard- 
ware, individually packaged 
with screws in transparent 
“poly” bags 

...and delivered in the 
highly merchandisable cor- 
rugated “‘Bulk Pack’... 
self-stacking, self-displaying, 
inviting heavy traffic in 
profitable self-service sales. 


++ you can count 


on SAFE for 


Flawless 


. | FINISH 
¢-— Le ae 
j DELIVERY 
and 
. Competitive 
| ~_- Sys 


PRICE 


TELL LAL 


SAFE PADLOCK and HARDWARE Co. 


Subsidiary of THE AMERICAN HARDWARE CORPORATION 
LANCASTER, PENNSYLVANIA 
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un 

5 fields 

of Service to 
American Industry 


For more than 100 years ATKINS has set the standards of quality and 

performance in fine saws for wood-cutting and metal-cutting trades. 

And as American industry has grown, both in size and in 

diversity of products, better and still better Silver Steel and Silver Streak 

saws, developed by ATKINS/ Borg-Warner, have helped speed production and 

reduce manufacturing costs on everything from household furniture to guided missiles. 


Today, the demand for ATKINS Saws is greater than at any time in the Company’s 
history. ATKINS has literally streaked ahead . . . not only in manufacturing capacity, not 


only in research and engineering . . . but also in warehouse and distribution facilities 


which now span the continent in a great network of ATKINS service and supply centers. 


In the 5 fields so important to its distributors, dealers, and customers ATKINS/ 
Borg-Warner has built for today and tomorrow . . . to insure that ATKINS 
Saws and ATKINS Service will always be ‘‘A Cut Above the Rest.”’ 


le ATKINS SAW DIVISION, 
BORG-WARNER CORPORATION 
Sileer Steel GREENVILLE, MISSISSIPPI 


Gite Warehouses: 
— 


Chicago, IIl. Philadelphia, Penn. 
Greensboro, N. C. Portland, Ore. see 
BO Los Angeles, Calif. San Francisco, Calif. 
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Expanded Research — Atxins/ Borg-Warner 

Js research is continually exploring new frontiers in metal- 

lurgy; developing new alloys, seeking new manufacturing 

and testing procedures to make sure the ATKINS saw you buy is the 
very finest that can be made for your needs. 


Creative Engineering — ATKINS engineers add 

2 the depth of specialized knowledge to your own engineering 

staff. ATKINS engineers will work with you to solve special 

cutting problems . . . will custom design your saws or assist in 
working out set-ups and procedures, if needed. 


VAP ARADD BAA D000 


New Manufacturing Facilities— ATKINs’ 
$3 __sCbrand new plant in Greenville, Mississippi; * enlarged serv- 
\.__/ ice and repair facilities in Portland, Oregon and Los Angeles, 
California; a brand new warehouse and repair center in Greens- 
boro, North Carolina . . . give ATKINS tremendous added capacity 
to meet present and future volume requirements. Modern pro- 
duction equipment and experienced craftsmen (seasoned in the 
ATKINS quality tradition) assure the highest level of manufactur- 
ing efficiency and quality control. 


High Capacity Warehouses — ATKINS 

4 warehouses are strategically located across the country and 

_ __/ have been enlarged substantially to accommodate complete 

inventories of all ATKINS stock items. Warehouses and plants are 

linked by ATKINS TWX communications network. ATKINS distrib- 

utors and dealers are assured prompt deliveries and a close-at-hand 
source for all service and supply needs. 


Prompt Service — Every ATKINs/Borg-Warner 
- supply and repair center has grown to new proportions to 
_ _» make sure that your saw problems get prompt and expert 
attention. Whether it’s a plant re-tooling project or a single saw 
repair job ATKINS personnel and facilities are at your command to#@ 
provide products and service ““A Cut Above the Rest!” 








LONG-LASTING, FLEXIBLE 
PIPE 1S MADE OF 


HIGH-DENSITY 


POLYETHYLENE 


an Eastman plastic 


TENITE Polyethylene is the brand name of a high- quality 
ethylene marketed b 
EASTMAN CHEMICAL PRODUCTS, INC., 
a subsidiary of EASTMAN KODAK COMPANY. 
its performance and resistance to all types 
of deterioration are outstanding. 





Look for this “Tenite” label. 
It is your assurance that 
the pipe manufacturer, 
whose name is displayed 
in this space, uses durable 
Tenite Polyethylene, 

an Eastman plastic, 





You can sell with confidence when 
your plastic pipe bears this “Tenite’ label 


When you see this ‘’Tenite” label on the pipe you 
stock, you can be confident your customers are re- 
ceiving pipe that gives superior performance. 

The ‘Tenite” label tells you that the pipe is made 
of new high-density Tenite Polyethylene, a carefully 
formulated, pipe-grade resin supplied by Eastman, 
a pioneer in plastics. This resin is used by pipe 
manufacturers throughout the country. 

Pipe made with high-density Tenite Polyethylene 
is rugged, durable, yet light in weight. It's easy to 
handle and quick to install; can be readily cut with 
a knife and connected with simple fittings. Its uses in 
indoor and outdoor water distribution seem virtually 
endless. It is ideal for all sorts of sprinkling systems, 
jet wells, drinking water installations, sewage sys- 
tems, draindge operations, salt water lines in oil 
fields, water lines in coal mines... the list grows by 
the day. 

High-density Tenite Polyethylene has been tested 
and approved by the National Sanitation Founda- 
tion for the production of pipe suitable for the trans- 


mission of potable water. It also meets and exceeds 
the requirements of the proposed revision of 
Commercial Standard 197, a U. S. Department of 
Commerce specification for the over-all quality of 
polyethylene pipe. 

Be sure that the pipe you stock bears this ‘"Tenite” 
label. It is pipe that’s easy to sell; pipe that stays sold. 
For the names of manufacturers who produce pipe 
of Tenite Polyethylene, plus a folder explaining the 
usefulness and durability of the pipe, write EASTMAN 
CHEMICAL Propucts, INc., subsidiary of Eastman 
Kodak Company, KINGsPoRT, TENNESSEE. 


HIGH-DENSITY 


TENITE 


POLYETHYLENE 


an Eastman plastic 
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HERE COME THE BARNES® 
WATER WIZARDS (ti 


It’s time for you to join the Barnes Water Wizards! Barnes has developed a brand new sales 
concept for 1961. You and Barnes are going to be Water Wizards to the public. Through 
concentrated effort on your part, and plenty of aid from us, you will reaffirm your status of 
water systems expert in the eyes of your customers. Barnes will supply you with years-ahead 
designed products, a workable Total Selling Program and a new Water Wizard merchandis- 


ing/advertising plan. 


All 1961 Barnes products from the new 
2 and 3-wire submersibles and Sabre- 
Jet water systems to revolutionary new 
Sump pumps and utility pumps have 
been advance engineered to set the pace 
for the entire pump industry. All Barnes 
products are Blue Ribbon quality built and tested to 
guarantee peak operating performance on the job. 


Every Barnes product is a result of creative engineer- 
ing through design imagination. 


¢2 AND 3-WIRE SUBMERSIBLES— 
produce greater performance per horse- 
power. 

¢ ECONOMY JETS—self-priming at all 
depths, complete package, no extra parts 
to buy. 

¢ DELUXE JETS — famous Sabre-Jet 
models with unequaled style, quality 

and performance, completely self-priming, truly deluxe. 





The Barnes Water Wizards shown at left are: (left to r) 

Fred B. Hout, president; D. A. “Mac” McCullough, vice 
president; Norman E. Eckhardt, marketing manager; Jim 
Hulse, water systems sales manager. In the foreground: new 
3-wire submersible, pedestal sump pump, submersible sump 
pump, the new 112” self-priming centrifugal pump, the new 
14-pound Minute Master portable utility pump and the handsome, 
practical Sabre-Jet deluxe water system. These are 
representative models of the more than 200 Water Wizard 
pumps and water systems in the 1961 Barnes Blue Ribbon line. 


¢ SHALLOW WELL PISTON PUMPS — Revolutionary 
new design with three all-new exclusive features. 

e SUMP PUMPS—new unitized design concept, wide column 
with unlimited suction screen area. 


¢ PORTABLE SELF-PRIMERS—AIl new with exclusive 
venturi priming principle. 


Don’t delay ... there’s water to be moved, 
pumped, transferred, supplied and dis- 
posed of . . . and there’s a Barnes Blue 
Ribbon product for every job. Write now 
and find out all the facts. Then, you'll be 
a Water Wizard, too! 


A Complete Line of Years Ahead Designed 
Water Systems; Utility, Construction and Sump Pumps. 


RINES 


BARNES MANUFACTURING CO. 
Manstieid, Ohio - Oakiand, Calif. 








NES WATER WIZARD 


_a specific plan designed 


Barnes Pumps and Water 
be the Barnes Water 
Water Wizard 


Is on this hard-hitting 


* BE A BAR 


Yours for the asking . - 
to help you sell more 
Systems. Tells you how to ‘ 

Wizard in your area! Send for you 


Kit and full detai : 
1961 Barnes promotion. 
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No. 470 Here’s How You Can Attract 
Stair Gage Fixtures 


Micrometer gee Slotted design and the Trade of 
0-1” Satin Chrome hexagon shape for ' ; , 
mike with easy-to- dccerate .lide- Quality-Conscious Professional 


rarap hance and Amateur Craftsmen 


This technical age has tripled the 
number of tool-using skilled crafts- 
men — men who own and use fine 
ar en es tools on the job. Millions more 
Eyopless Screw Driver ia oon maa i leisure-time tool users have learned 


Perfect for eyeglasses, electric razors, “Satin Chrome” Steel Rules to know and want the best for hob- 


other small screws. Blade telescopes with no-glare, easy-reading, rust and : ae 
into body. wamhesiiing Sita Chtus nk bies, home workshops and home im 


Fractional or decimal graduations. provement projects. 
In Starrett tools like those shown 
bia: 008 Nenibeaeats here you have a line that appeals to 
Protractor a. = a © all tool buyers. Stock them, display 
Graduated 90° both ‘ at them and you will win the patronage 
ways, reads to 1/12 ; : 
of quality-conscious craftsmen - 
1 ¢ the best customers your store can 
No. 11 Combination Square 
with squore and center heads. . “—™" have. 
Sizes from 4° to 24. Starrett Catalog No. 27 shows a 
complete line of fine tools that will 
help build traffic in your tool center. 
Send for it today. Address Dept. A, 


The L. S. Starrett Company, Athol, 
Massachusetts, U. S. A. 














PRECISION TOOLS 
World’s Greatest Toolmakers 
PRECISION TOOLS « DIAL INDICATORS « STEEL TAPES « GROUND FLAT STOCK » HACKSAWS « BAND SAWS « BAND KNIVES « HOLE SAWS 
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Product: Today, as when we pioneered plastic garden hose 
15 years ago, Supplex is absolute tops for quality. A complete 
line. NEW: 1” ID hose and double knit reinforced hose. 


Package and Display: Beautifully and colorfully packaged 
for quick, easy “pick-me-up” selling. New free displays 
available through your jobber. 


Price: Priced to give honest value to your customers. You 
can sell Supplex with confidence. 


Profit: A sound profit structure that you know you can rely 
on at all times...Supplex is always working for your profit 
protection. 


Your loyal support has enabled Supplex to keep on growing 
with you. We shall do all in our power to continue to warrant 
this support and to provide you with products you can sell with 
pride and profit. Your Supplex jobber’s salesman will give you 
full information and full cooperation. 


T-4 0) -) -) i => 4 


GARDEN HOSE © SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 
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your golden opportunity for sales 


It's easy to Sell 


“Off the Shelf” 


Average *135 Profit Per Unit in just 5-minute Talk with Customer 


Hundreds of thousands of SHOPSMITHS have 
been sold by dealers who formerly said they 
had neither the space, nor the time, nor the 
technical knowledge to sell power tools. Here 
is a method to make “big ticket” sales with 
little more effort than it takes to sell a small 
shelf appliance. SHOPSMITH requires minimum 
sales facilities. You can easily make substantial 
profits on SHOPSMITH and SHOPSMITH acces- 
sories with only a 2 x 6 foot sales space... as 


little as a $300 investment ... and a strictly 
non-technical sales pitch! 


The world’s best known multi-purpose tool, 
SHOPSMITH is a 9” saw, 12” sander, 34” lathe, 
16%” drill press and horizontal drill... 
all-in-one! 


SHOPSMITH builds traffic, commands attention 
. creates interest out of all proportion with 
the small space it occupies. 


9 BASIC WOODWORKING TOOLS IN ONE 
SPACE SAVING, MONEY SAVING UNIT! 


Each unit of this 2 x 6 foot complete workshop gives 


HERE’S THE PROMOTION 


...@ powerful, comprehensive sales making 
program for you... 


dealer a bigger tool, a truly better tool to sell. » Generous New Dealer discount 


e 9” Table Saw . . . exceptional capacity, built-in e “Scheduled Shipment” Plan means low inventory 
accuracy! ... quick turnover ! 


e 12” Disc Sander . . . big as most industrial sanders Available only through selected, independent dealer 
for professional finishing. franchises for sure profits ! 


e 34” Lathe... big capacity 162” swing, plus ex- Powerful national advertising in Saturday Evening 
clusive Speed Dial Post, True, Better Homes & Gardens, Popular 

e Horizontal Drill . . . unlimited capacity and per- Science, Popular Mechanics and Mechanix 
forms doweling operations without jigs. Illustrated. 


e Vertical Drill . . . big capacity and ruggedness T.V., Radio and Newspaper advertising nationally... 
equalled only by heavy duty industrial drill presses. liberal co-op and factory paid plans. 


e Power Mount .. . allows attachment of jointer, Exciting consumer incentive programs featured in 
bandsaw, jig saw, belt sander, compressor-sprayer. national Yuba ads will increase traffic and stimulate 
Assures repeat sales for extra profit! Sales in your store. 





IT COSTS NOTHING 
—NOT EVEN A STAMP 
TO GET THE DETAILS 


Just scribble ‘‘SHOPSMITH’’ on your letterhead 
or postcard, air mail to us today . . . we'll send 
you information and a new air mail stamp im- 
mediately! Address Dept. SHA-361. 











LIMITED NUMBER OF YUBA POWER PRODUCTS, INC. 


VALUABLE FRANCHISES POO CURR Res SUPE Te 4.) O88 
AVAILABLE NOW A Subsidiary of YUBA CONSOLIDATED INDUSTRIES, INC. 


= — 
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880 OXCO 
SPEED Y-CLEAN 
SCRUBSTER 69¢ 


| 


THE BRUSHES FEATURED 
IN GOOD HOUSEKEEPING 


aint O84 Btfuns o 


F eemamaet > 
Good Housekeep 
x oy mY 


THE OxCO ~~ 


PEEDY- (eas 
LINE 


In the May issue of Good House- 
keeping, Oxco features three of its 
most popular household brushes. 
Like all Oxco brushes for home use, 
they’re loaded with consumer 
appeal . . . modern styling, highest 
quality, and the merchandising 
power of the Good Housekeeping 
Guaranty Seal. Tie in with this 
extra sales impact by ordering 
Speedy-Clean brushes from your 
Oxco Jobber now. 





) #660 OXCO SPEEDY-CLEAN 
#770 OXCO SPEEDY-CLEAN PAN BRUSH 59¢ 
DISHWASHER 98¢ Double value with this double duty 


High impulse appeal in this novel and useful utility brush. One face of white tampico 
brush. Strong polypropylene bristles set in for scrubbing, other of pure brass wire 
solid plastic handle make short work of wash- for scouring, set in solid plastic handle. 
ing dishes and glassware, or preparing them Carded. One doz. to carton in assorted 

for dishwasher. Carded one dozen to carton in ink ell : 4 dalwood a 
assorted pink, yellow and. new sandalwood a a, a oe ee ; 
handies handles. 


ee a ~e 








OX FIBRE BRUSH COMPANY, INC. \& THE LINE THAT MOVES 


OX FIBRE BRUSH COMPANY, INC. 
Lolablahed /$54 


tacecaica maeviane 
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Why 
Versamatic 

is a hot item for 
the tool dealer! 


Any tool dealer can improve his 
profit picture by handling easy- 
to-sell Versamatic...the revers- 

‘ible speed reducer for power 
drills. Consider these points: 
® Versomatic has the ad back- 
ing a good product deserves. 
Millions of messages in leading 
magazines. 


@ Versamatic is packaged with 
imagination and good sense. 


seven times more powerful! 


® Versamatic, which lists for 
$14.95 has a lower-priced 
cousin, Versamate, at $9.95, 
for the price conscious buyer 
and for those who do not re- 
quire reversability. 


® You can put both Versamatic 
and Versamate out on the 
counter where impulse action 
can work for you. Small color- 
ful free display is pilferproof. 
® Inventory is simple and easy. 
Order package No. 6500 from 
your wholesaler. Contains 2 
Versamatics, | Versamate and 
free display. Do it now! 


No. 6500 costs you just 
Came Mm 6 $26.58. Sells for $39.85. Profit 


2222 South Calumet Avenue $13.27. Get your staff active on 
this and you'll move several 
Chicago 10, Illinois packages a week. Lots of 


dealers do. 

| CALL YOUR WHOLESALER! 

Want more facts? Circle 131, p. 83 : 
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TIME TO 
DO SOMETHING | 
ABOUT THAT | 


iii lt] BUSINESS 


YOU CAN BE LOSING ALMOST 
1/3 OF YOUR BUSINESS IF YOU 
DON'T HAVE THIS MODERN 
TIME PAYMENT PLAN 


Here’s a solid opportunity to recapture the business 
you've been losing through lack of an up-to-date 
credit plan. It can be as much as 30%! 

The answer is Goulds Time Payinent Plan plus 
Goulds promotion tools plus the exclusive advan- 
tages of Goulds water systems. 

Our Time Payment Plan is simple for you . . . easy 
on your customers. Very little paperwork—just a 
credit application and a completion certificate. The 
plan covers all these property improvement items: 


© Complete modern bathrooms 
© New heating plants 
© Hot-water heaters 
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® Newly drilled wells 


® Complete Goulds water systems—including pipe, 
fittings and installation 


Here’s how Goulds promotion program helps you 
sell: (1) Our tested and proved RFD mailing cam- 
paign drives home to all rural boxholders the 
advantages of the products and services that you 
offer. (2) Combined cooperation of Goulds and your 
distributor provides you with an inexpensive local 
newspaper ad campaign to tell your story to all 
prospects. (8) All Goulds signs and sales aids spot- 
light your most powerful selling tools: easy terms... 
local service. 

Your final sales clincher is the powerful combina- 
tion of outstanding features of the Goulds line. 

For complete information on how time selling can 
help you boost your sales, a copy of the RFD mailer 
including program details, and the compact Goulds 
catalog, just mail us the coupon. 





GOULDS PUMPS, INC. 
Dept. HA-31, Seneca Falls, New York 
Please send me the following: 


[] Booklet, ‘‘How to Build 
Your Business by Selling the 
Way People Buy... On Time’”’ 


[] Sample copy of RFD mailer 
[] Compact Goulds Catalog 


Name... 


Company........... 


se ee RE RR re, 


ERS Sa 


AAS ee ee Se ee fee Rs 


SEO Ge em | 








GOULDS © PUMPS 
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d every 30) s 


YS Le 
Swin glinex: Se Je 3 Staple Gul 
more-of the selling fe: 


your customers demand! 


\% 


Kesult : Swingline $4.95 Staple Guns outsell 
all others combined. 


*Exclusive push-button Joading... built-in staple extractor...handle lock. 


oe * ® 
FOR COMPLETE INFORMATION. CONTACT = §INC.LONG ISLAND city 1. NEW YORK 


in Cenede: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 
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20-370 


35-473 


73-014 73-010 & 


66-050 


STERLING'S “DIAMONDS” are a dealer's best friend! 


Sterling’s “Diamonds-for- Dealers” Plumbing Brass Goods — 
that’s the line for up-to-date retailers interested in rapid turn- 
over and maximum profit. Sterling, you know, is the World’s 
Largest Independent Producer of Plumbing Fittings. Millions 
of pieces sold prove this line your best buy and your customer’s 
best buy. Send for our descriptive folder today! 


STERLING enccet company 


“Where Quality is Produced in Quantity” Morgantown, West Virginie 


SSS See tT 


STERLING FAUCET COMPANY 
Morgantown, W. Va. 


Please send folder “Hardware Group of 
Plumbing Fittings” 


I 
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This Diamond is a Water System 


Dealer’s Best Friend! 


HIGHEST QUALITY 
at LOWEST COST 
with QUICK TURNOVER 
and INCREASED PROFIT 


Pa Line ¥ Waten Systems 


DEMPSTER 
CONVERT-O-JET, 
the high quality, low- 
cost convertible system. 
Available in thrifty % 
and ¥2 HP and powerful 
¥% and 1 HP models— 
mo plus extra powerful 
& > Dual Convert-o-Jet with 
47” unique back-to-back im- 
pellers that require only 
Y2 HP motor. Everything 
furnished for easy con- 
version except the ex- 
tra pipe. 


DEMPSTER PRIME-0-JET 

self-priming (afier case is filled) shallow , 

well system. Low in cost, high in per- | 
formance. Pressure type or with Matched as 
Flow with built-in 4 gal. tank. : 


PIPE WRAP 


SN ear 
... Stops Sweating Pipes 
...Insulates Hot Water Pipes 
.. Reduces Freezing Hazard 


sa 4a 
>, When you sell “Easy Wrap 

. —you sell the finest pipe wrap 
made—unaffected by water, ver- 
min and fungi, because it is made 
of genuine Owens-Corning F iber- 
glas—easy to use---provides years 
of dependable protection. Attrac- 
tively packaged in window-front 
display carton to sell on sight— 
25 feet of highest quality, mois- 
ture resistant tape and fiberglas 
insulation. 

Write today for full details, in- 
cluding bonus discount—make 


It pays for water system dealers to specialize in Dempster 
—the most complete line of water systems, with 83 years 
of experience behind it! Now Dempster systems are more 
profitable than ever. Their high quality of construction, 
higher level of performance, means permanent customer 
satisfaction. As a Dempster Dealer you never have to lose 
a sale—the Dempster line covers every possible require- 
ment for type, power, depth, pressure, capacity — and 
price! 


Dempster RECIPROCAT- 


4 Dempster SUBMASTER—sub- ING Water Systems for 


#4 = mersible pumps. Greater deep or shallow wells. ; 
depth, more capacity—eas- Sturdy, reliable, with Retails for 


ier to install and service. electric motors or gaso- 
line engines. ; 4g gC C 
Dempster JETMASTER bd 


systems — single, dual, 
and multi-stage. Silent’ = with full 
of service , = = dealer 





efficient, built for years 


hie discount 
: r= . 2 


i 4 
Write today for Dempster Water System Catalog 
and detailed, illustrated folders with performance 
tables and charts. 


DEMPSTER MILL MFG. CO. 
BEATRICE, NEBRASKA 


Kansas City, Mo. Sioux Falls, $.0. Omaha Neb 
Branches: Denver, Cole. Oklahoma City, Dkis Amarillo. Texas 
San Antonio Texas} Des Moines. lows 
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this widely used product avail- 
able to your customers for added 
sales and profit. 


Khopac, inc. 


3427 Cleveland Street, Skokie, | 
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Two flexible plastic pipes 


GUARANTEED to stop 
your water-pipe problems 


WARRANTY 


Golden Jet 100% CS197-60 Series Il] Type Ill in sizes 44” through 2” is designed specifically 
for use as drop lines with jet pumps and cold water distribution pipe for domestic, municipal 
and industrial applications. When installed as drop pipe or service lin 


‘ es im accordance wi 
aa eee a m the reverse side of this warranty. The Vardley Plastic Cx n ll, i 
ls within five years from the date of installation, supply the following to the 
< holder of the warranty 
Pump Pipe: 
7 a A quentity of new Golden Jet equal te that preven te be defective, free of charge 
* end freight prepaid. 
. b Payment for al! direct labor cherges incurred on the site in removing the defective 
i * drep pipe and replacing with new Golden Jet, plus $10.00 te cover operation of 
equipment 


te and from rhe job site. 


Distribution Lines: 


CS197-60 SERIES Hl TYPE 3 a + NA canal cami ein aii nae 


Z . ond freight > 
b Payment fer all direct labor charges up te 50< per linear foot incurred on the site in 
* removing the defective distribution pipe ond replacing some with new olden Jet. 
; On expiration of the five year labor warranty, or if Golden Jet is used for other purposes than 
outlined above, the standard Yardley warranty will apply 
Yardley Golden Jet is guaranteed against rot, rust and electrolytic corrosion and free from 
ects in material and workmanship. Note: The manufacturer's responsibility under its 


standard guarantee is limited to the furnishing of sufficient plastic pipe and fittings to replace 
materials acknowledged to be defectnre.” 


VARDLEY PLASTICS CO., 142 Parsons Ave., Columbus 16, Ohice 
7 I "4 I / I Y t \/ T 7 ¥ T ‘Ne T _ yt ¥ t 7 T ¥ | ¥ t 7 T * 
: ee t g<* 4 : : : : ; ‘ : : 








... for use with single and 


multi-stage jet pumps and * gaara 
Introduced in 1959 in a limited number of 


: : ° ° sizes, more than four million feet of Golden 
cold -water distribution lines Jet pipe have been sold and installed — yet 


not one reported failure. Now, Golden Jet is 
produced in all sizes, 44” through 2”, and its 
warranty is expanded to cover both jet pumps 
and distribution laterals up to 100 p.s.i. 


WARRANTY 


Black Diamond—75# CS197-60—Series I] Type Ill, flexible pipe in sizes 44” through 2° is 
primarily recommended for cold water distribution pipe for domestic water systems. It is also 
recommended for other cold water applications. which due to their design operate at low velocity, 
with a minimum amount of surge. When Black Diamond flexible pipe is installed in accardance 
to the recommendations on the reverse side of this warranty, The Yardley Plastics Company 
will, if its Black Diamond pipe fails within five years from the date of installation, supply the 
following to the holder of the warranty 


a. A quoentity of Bleck Diamond flexible pipe equal te thet preven te be defective, free 
of cherge and freight prepoid. 


b Payment fer al! direct leber cherges up to 50c per lineer foor incurred on the site 
< in removing the defective distriby ion pipe and replacing seme with the repiece- 


CS 197-60 SERIES Il — TYPE 3 ; pee 


On expiration of the five year warranty, or, if Black Diamond flexible pipe is used for other 
than outlined above. the standard Yardley warranty shall apply. It i« as follows 
“Yardley Black Diamond is guaranteed against rot. rust and electrolytic corrosion and free 
from defects in material and workmanship. Note. The manufacturer's responsibility under 
its standard guarantee is limited to the furnishing of <ufbcient plastic pipe and fittings to 


f co ° < replace materials acknowledged to he defective 
* «es © r ©] m e Ss t I Cc Cc Oo = W ad te r | For Jet Pump drop lines, Use Golden Jet, it's guaranteed for your protection 


YARDLEY PLASTICS CO., 142 Parsons Ave., Columbus 15, Ohio 


distribution lines 


Black Diamond is made of the same high- 
molecular-weight polyethylene with the same 
quality standards. It is produced in sizes 14” 
through 2” to meet the requirements of lateral 
distribution lines with maximum allowable 
pressures up to 75 p.s.1. 


YARDLEY PLASTICS CO., 142 Parsons Avenue 
COLUMBUS 15, OHIO 


Want more facts? Circle 137, p. 83 
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SAVE AS MUCH AS *433 ON PRICE... 
AND GET UP TO 39% MORE LOADSPACE 


You wouldn’t know it from the way it looks, 
loads or hauls, but this revolutionary van is 
America’s lowest-priced* van. It’s actually 
priced $308 below the other American cab- 
forward economy van and as much as $433 
below conventional %-ton panels. But that’s 
just the beginning! You get lively performance 
and proven gas economy with the popular 
Falcon Six. This modern engine goes 4,000 miles 
between oil changes; has an aluminized muffler 
which lasts up to three times longer than 
ordinary mufflers. 


And you can save more because there’s up to 
39% more loadspace than in %-ton panel 
models—a huge 204.4 cubic feet! The cargo 
floor is flat with no rear engine hump or steps. 
And advanced, functional design cuts dead 
weight . . . makes possible the tremendous 


cargo area in a short 168.4-inch over-all length. 
The 90-inch wheelbase provides outstanding 
maneuverability for easy handling in congested 
traffic and quick parking. Large double doors, 
both rear and curbside, provide a loading width 
of 49.4 inches (47.8 inches in height) for 
excellent rear and curbside load accessibility. 


And you can save on maintenance expense, 
too. The engine cover can be lifted quickly, 
exposing the entire engine for rapid service. 
Spark plugs, distributor, etc., are conveniently 
located to speed engine tune-ups. And many 
major repairs can be made without ever remov- 
ing the engine. Single-unit van design gives a 
tight, sound, all-steel body that protects your 
loads in fine style. In addition all main under- 
body structural members are heavily zinc- 
coated to resist rust and corrosion. 


*Based on a comparison of latest available manufacturers’ suggested retail delivered prices 


Want more facts? Circle 138, p. 83 
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Direct-acting, telescopic 
shock absorbers ore stand- 
ard front and rear for a 
softer ride 


Convenient steering column 
shift lever controls 3-speed 
Synchro-Silent transmission 
for easy manual operation 


The smart, new Falcon Sedan Delivery 
is priced* as much as $300 below con- 
ventional % -ton panels. And you save 
with low “Falcon” operating costs in a 
vehicle that provides a big 76.2 cubic 
feet of loadspace. It’s a real beauty for 
delivery service. 


Economical 85-hp Six engine 
lowers operating costs on 
multi-stop routes. And its 
‘up front’ location means 
more efficient cooling for 
longer engine life 


1-Beam front axle and long leaf 
springs provide a comfortable 
ride and reduce tire wear. 





SAVE WITH 
LESS MAINTENANCE EXPENSE 

Maximum engine accessibility cuts 
maintenance costs. The engine cover 
can be quickly lifted, exposing the 
engine for more rapid service. Even 
major repairs can be made without 
removing the engine. 


SAVE WITH 
FALCON SIX ECONOMY 


You get proven economy and lively 
performance with this famous 85-hp 
Economy Six. And its up-front location 
means better engine cooling and better 
vehicle performance. 4,000 miles 
between oil changes. 


SAVE WITH 
GALVANIZED PROTECTION 


The Econoline Van is well protected 
against rust and corrosion for longer 
body life. All main underbody struc- 
tural members are heavily zinc-coated 
to resist rust, for greater durability and 
less maintenance. 


4 UP TO 39% MORE LOADSPACE than in conven- 
tional %-ton panels. Your cargo rides high, 
wide and handsome in the Econoline Van. The 
load area is over 54 inches high and 65 inches 
wide (over 4 feet between the wheelhousings). 
The length is 89.3 inches from rear of engine 
compartment to the rear door (106 inches from 
rear of seat and 143 inches from firewall). Total 
loadspace is a big 204.4 cubic feet! 


BETTER MANEUVERABILITY with cab-forward 
design and short 90-inch wheelbase. The Econo- 
line Van has the shortest turning diameter of 
any comparable vehicle! It’s 4% ft. shorter than 
other cab-forward economy vehicles and up to 
6% ft. shorter than conventional \% -ton panels! 


FORD TRUCKS COST LESS 


YOUR FORD DEALER’S “CERTIFIED ECONOMY BOOK” PROVES IT FOR SURE... 
FORD DIVISION. Sra Mlor Company, 


Want more facts? Circle 138, p. 83 
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WHOLE GAR 
AGAINST INSECTS... 


WITH MALATHION 


HOW TO USE MALATHION 
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ao 
THIS HOSE SPRAYER "Nebel: | 
TAKES THE FUSS. Muss “had 2. F REE TAKE ONE! 7 
OUT OF BUG CoNTRe FULL-COLOR BUG ConTROL cuine fi. « THIS ALI 
INSECTICIDE 
Hands out leaflets MALA\ 
giving complete 
information on 
garden insect control 
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DO YOU SPEND 
MORE TIME 


EXPLAINING INSECTICIDES 
THAN SELLING THEM? 


This malathion display can turn a customer into 
an “insecticide expert” on his time... not on yours! 


This 1961 malathion display is yours 
— FREE. It gives your customers the 
facts on insects and insect control 
... facts they need to protect their 
whole garden from insects — with 
malathion. 

You don’t need to take time to 
educate your clerks on insect con- 
trol. They don’t need to take time to 
educate the customers. This display 
gives your customers the informa- 


( 


AN INSECTICIDE 
MAKES THE 
DIFFERENCE! 


Displays any 
insecticide 
containing 


malathion VISIT OUR PESTICIDE DEPARTMENT 


INSECTICIDES 
MAKE ANY 
GREEN 
THUMB 


VISIT OUR PESTICIDE DEPARTMENT 


tion they need... 
up before the sale. 


without tying you 


Display creates sales 
This full-color, working display 
takes only 20 inches of counter 
space. It hands out free leaflets that 
let your customers take home all the 
information on the display. Pockets 
for the malathion insecticides and 
insecticide applicators you stock and 


Post these 
reminders 
(7” x 739"), 
and increase 
all your 
pesticide sales 


A REMINDER... 


WE PROTECTE 
THESE P : 
AGAINST. 
AND DIS 


KEEP THEM HEALTHY 





VISIT OUR PESTICIDE DEPARTMENT 


sell produce profitable tie-in sales. 
Small wall and shelf posters pro- 
moting use of insecticides are in- 
cluded to attract customers to your 
pesticide department. 

Again this year, malathion will 
be promoted by Dave Garroway on 
the Today Show and in national 
magazines. Take advantage of this 
advertising — tie in with this 1961 
malathion display. 


> ’ 

£ 

+ 2 
~~ 


BUGS 
TAKE THE FUN 
OUT OF 
OUTDOOR 
LIVING 


VISIT OUR PESTICIDE DEPARTMENT | 





T 
INSECTICIDE 


VISIT OUR PESTICIDE DEPARTMENT 


FREE! Take another minute. Send for 1961 malathion display, leaflets, and stickers. 


American Cyanamid Company, Agricultural Division, N.Y. 20, N.Y. 


Name 





Address 
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~ Repeat Business! 











‘S33e~ 


ROYAL Portable Cords 


stand out time and time again as the fastest selling cord line in the 

business! They give dependable performance and satisfaction to your 

customers time after time after time. The BIG line, too — Royal 

portable cords are made in rubber, neoprene, thermoplastic. Plus weston cap 

fixture wires. Lamp cords. Thermo cables. Bell wires. And more. All 

packaged for easy handling and easy selling. They’re “made right. . . ROYAL ELECTRIC CORPORATION 
to be right on the job” for repeat sales, repeat SALES, REPEAT PAWTUCKET, RHODE ISLAND 
SALES! Order from your wholesaler — he has ROYAL in stock. int Wiehe Ciiiann ates an: sabiite Gite, Ghethes 


Want more facts? Circle 140, p. 83 
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How to make a profit SLEEPER a profit MAKER 


Swift changes in this market make it more Contents Page 
How to awaken sleeping profits 58 


appealing and profitable to many 
How to gage your market .. 60 


dealers who have never merchandised water 0 geen te bee epediie — 
systems and plumbing. Don’t you miss out! Plumbing is a changing line 64 
How tie-ins widen your market..... 68 


How to promote in May.......... 70 
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Is there a 


SLEEPER 


in your store? 
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... If so, this is the year to make the most of 
it. It is going to take a little more effort to turn 
a reasonable profit at the end of this year. A 
key factor will be the manager’s ability to make 


every line carry its full weight. 


Careful appraisal of every line, in order tc weed out deadheads 
before inventory backs up too far, is a must. If a line fails to show 
a profit, you have two choices: 

One, to study your merchandising methods to determine if the fault 
is with your own efforts. 

Two, to drop the line or department, and replace it with another of 
greater profit potential. 

In some cases you may find that a line has been hurt by the activity 
of discounters. When this happens, there is little to be gained by 
trying to meet competition with cut prices. The best bet is to put 
emphasis on lines that are not in the discount houses, and on which a 
fair margin can be maintained. 

When you make this appraisal of your store, make it a point to give 
special attention to your plumbing supplies and water systems’ activi- 
ties. 

This is a department that somehow gets neglected in most stores, 
despite the fact that it is a money maker when well managed. 

The plumbing department lacks the glamour and color of some other 
sections, and this may account for part of its neglect. Too, in the 
past, handling of these items was often a rather dirty and cumber- 
some job. 


But conditions have changed. And in many stores, the plumbing 
department is today a real profit sleeper, waiting to be awakened. 


The basic purpose of this Hardware Age Merchandising Guide is to 
help you make an appraisal of your plumbing department, and to sug- 
gest ways in which you can make your efforts more fruitful and profit- 
able. 

When you study the plumbing supplies market, you find that many 
changes have taken place in recent years. For example, manufacturers 
have taken giant steps in improving packaging and merchandising of 
these products. 

Many items are today carded or packaged to make for easier stock- 





ing and selling. A great many items are packaged in a manner to 
encourage self service. 

The design and manufacture of many plumbing items have been 
greatly improved, and the installation simplified. Plastic pipe serves 
as a good example. Many old building codes have been modified for 
modern requirements. 

The design and performance of water systems have been greatly 
improved. Installation and servicing of these systems have been made 
easier. Improvements in plastic pipe and fittings have minimized many 
of the problems previously encountered in water systems’ installations. 

On top of these developments, changes in the way we live have led 
to the opening up of markets that didn’t exist five years ago. Swim- 
ming pools and self-contained sprinkling systems are examples of this. 

Water systems, water conditioners, and related products are grow- 
ing in potential. Over the next few years, an all-out effort will be 
made to encourage more home construction and improvements in older 
dwellings. This is bound to mean a bigger market for these plumbing 
supplies, water systems, and water-fed accessories. 

A very important element for consideration in appraising your 
plumbing department is that a successful hardware store is usually 
a well integrated store. That is, each department encourages buying 
in other departments. 

In this respect, the plumbing section contributes ideally, especially 
since its primary appeal is to your best customer . . . the home owner. 

The pump and plumbing replacement market is at a new peak and 
growing yearly. For example, nearly five million water systems pres- 
ently in use are at least 12 years old. Similarly, there are millions of 
homes with plumbing that is outdated. Replacements in this area are 
just a matter of time. 

Who will get this business? 

Maybe you will. Think about it now. Study this Guide now. 

Learn more about flexible-pricing-for-profit opportunities. Learn 
how much of an expert you have to be. Learn how to tie-in big profit 
extras after you sell the basic unit. Learn why you should climb 
aboard the National Water Systems Month bandwagon. 

No one Guide or sales manual will make you a plumbing expert. 
The singular purpose of this Guide is to point out what you may be 
missing in a market that becomes more attractive for hardwaremen 
each year. 

Here is a market that is growing in three major areas: 


—Do-it-yourselfers and contractors. 
—Farm and city dwellers. 


—Commercial buildings and private homes. 
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What’s ahead in 1961: 


A challenge... 


To make customers aware of 
inadequate water supply 


A solution... 


Through a merchandising job 
by hardware dealers 


by Fred B. Hout, president, Barnes Manufacturing Co., Mansfield, Ohio 


In 1960 water systems continued to show their close 
relationship in sales to the number of new housing 
starts. Housing starts were down 17 percent, water 
systems were down 12.7 percent. Over the years there 
has been this close relationship with water systems 
generally suffering less of a dip than house starts. 

Water system sales in 1959 registered the second 
best year in history with 786,000 units. The 1960 sales 
dropped 100,000 due to this influence of new housing. 

Looking ahead into the balance of ’61, it seems 
reasonable that pump sales should exceed 700,000 units 
and might reach as many as 725,000, partially due 
to the anticipated increase in housing which is ex- 
pected to be 4 to 6 percent greater than last year. 
The biggest single influence on water systems should 
be the demand for replacement, and this becomes a 
very significant market potential to all hardware 
dealers. 

Using 12 years as a normal life expectancy, based 
on obsolescence resulting either from wear of the 
product or inadequacy of capacities because of the in- 
creased use of water use equipment in the home, we 
find that there are 4,746,000 units older than 12 years. 
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If only 10 percent of this reservoir of old systems were 
replaced in 1961, it would amount to 474,000 units and 
a sizable portion of the total market. By 1962 the 
figure will reach a half million of potential replace- 
ment sales. 

Our problem in converting these old units into new 
sales is one of creating a conscious awareness on the 
part of the user that the present equipment is in- 
adequate. Unfortunately, when a water system is in- 
stalled it is out of sight—out of mind. Yet it is a 
mechanical device and does ultimately need replace- 
ment. In the immediate post-war period thousands 
of pumps were sold for projects throughout the coun- 
try, many of them under-sized and, consequently, in- 
adequate for the occupants’ present day requirements. 

Now the question is how to reach this vast re- 
placement market. Certainly newspaper ads offering 
trade-in allowances for the old pump will not do the 
job. People who are using these pumps are simply not 
aware they need replacement. They accepted an in- 
ferior water supply when they moved to the suburbs 
or country. It has been estimated that 70 percent of 
the water system users today have inadequate water 





supply to meet their capacity and pressure require- 
ments—and they don’t even know it. 

This is a challenging problem—to create on the part 
of the user the conscious awareness that their present 
system is inadequate. Probing questions must be pre- 
sented to these users of worn-out equipment along the 
line of frequency of pump repairs they are experienc- 
ing; the question of whether or not the pump is run- 
ning more than 2 hours per day; is the customer get- 
ting noticeably less and less water; have their daily 
needs for water increased; and do they have adequate 
fire protection ? 

These are the questions that must be put to the con- 
sumer to create a desire for a better water supply that 
is adequate for backwashing water softeners, operating 
dishwashers and disposers, providing plenty of water 
and pressure for sprinkling lawns and irrigating gar- 


dens, to offer adequate fire protection, and to convey 
the marvels of today’s water systems compared to 
the ones that are 12 years and older, or completely 
inadequate and undersized irrespective of the age of 
the pump. 


All this means that we have a merchandising job to 
do, and our hardware retailers across the nation are 
best equipped to meet this merchandising challenge 
in selling new domestic water systems to replace those 
that have outlived their usefulness in meeting the 
consumer’s present day requirements. 


Proper display of water systems with a supporting 
local advertising program can create the awareness 
and, consequently, the desire for replacement on the 
part of the consumer. Hardware retailers are well 
equipped to capture this marketing opportunity in 
1961. 





The key to water systems sales: SERVICE 


‘‘Service is our key to sales,” 
says W. E. Jackson, McCartha 
Hardware Co., Leesville, S. C. 
‘‘In recommending pumps, which 
we keep on display, we point out 
the advantages of the display 
model. At the same time we try 
to convince the customer that 
it’s far better to buy where he 
will get service, if and when 
needed. We emphasize that re- 
gardiess what may go wrong 
with the pump, we will have the 
system back in operation within 
an hour or so. We point out to 
customers that this is a distinct 
and urgent advantage, and that 
it is only available when he buys 
locally. We stress the built-in 
quality of our pumps to cus- 
tomers who are confused by 
newspaper ads that push cheap 
pumps at so-called discount 
prices. A customer who buys 
such bargain pumps indulges in 
a foolish economy that is bound 
to backfire.” 


W. E. Jackson (left) sells quality and service betore talking price. 
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You can 
more 
water 
systems 


—If you make more outside calls 


—If you offer time payment plans 
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There are two basic reasons why some dealers are 
far from their potential in water systems’ sales: 

(1) They haven’t located or contacted the many 
would-be buyers in their marketing area. 

(2) Their financing, or lack of it, for big ticket 
sales hampers relations with potential customers 
whose budgets are straining. 

Personal, outside selling is the best way to reach 
potential buyers in the city, suburban, and rural sec- 
tions of your trading area. Once you have ferreted 
out these persons, you may find you cannot make a 
sale. You may find you need better and longer-range 
financing than your present revolving credit or 
30-60-90 day plans allow. 

What to do about these things? 





First, there are many ways to locate and contact 
new customers for water systems. You can: 


—Make a map of your trading area and plan an 
organized system of personal calls. This includes 
farms, homes, and businesses . . . anywhere water 
mains do not reach or are inadequate for modern 
needs. 

Those places that now have adequate pumping 
equipment should be noted. Even they will one day 
need replacements. And they may need booster units, 
or circulating units, or water softeners, or any of a 
dozen such water-fed accessories right now. Whether 
vou make sales or not, you should keep notes for 
future use on every call. 


—Check your local power company or the Rural 
Electrification Administration for addresses of farm 
properties without running water. The number of 
small, back-road farmers who still pump water by 
hand or wind will astound you. 


—Your own records of pump sales and repairs 
made in the last decade provide a direct line to re- 
placement and add-on sales. If you don’t keep such 
records, a folder started now will pay for itself many 
times in future years. 


—Check the town hall for building applications 
and zoning permits. This will show you the way to 
sales to small builders, contractors, and do-it-your- 
selfers. 


—Work out a deal with one or more well drillers. 
Offer a commission for bona-fide leads that produce 
sales. 


—Build a mailing list, containing the name of each 
new prospect you turn up, whether an immediate sale 
is in sight or not. Occasional mailings of manufac- 
turers’ brochures, postcards, or personal letters will 
eventually lead such prospects to your store. 


In the pump business, perseverance pays off. And 
a pump sale is only the beginning. When the values 
of running water under pressure become apparent, 
add-on sales multiply. 


When you talk to new prospects, the best sales 
clincher aside from guarantees of quick, permanent 
service, is financing that makes buying easy. Good 
long-term financing gets you the sale in the first 
place, and it is the lure that brings trade back for 
inevitable add-on sales. 

If you are in a position to handle long term credit 
paper, fine. If not, be prepared to help customers get 
the money they need. Here are some facts to help 
you in this regard. 

Qualified buyers can borrow up to $3500 from a 
bank under FHA’s Title 1 financing to buy water 
systems and connecting components. A water system 


must be added to existing farm or suburban dwellings 
to qualify. 

Your customer, borrowing under FHA, gets up to 
five years to repay his note, if it is more than $600. 
Smaller loans must be repaid in three years. Maxi- 
mum financing charge is $5 per $100 per year. No 
down payment is required, and security is not nor- 
mally needed. 

Under Title 1, a householder or farmer can get 
additional loans for later improvements after he has 
paid off part of his note. He cannot exceed a maxi- 
mum of $3500 for old and new loans. 

There is another plan for bigger notes and longer 
term notes. 

Individuals can get Farmers Home Administration 
loans for water development, conservation, and other 
uses. This may include cost of an irrigation system. 

A soil and Water Conservation Loan plan is also 
available. 

These loans may carry payoff periods of up to 20 
years. They may be granted for amounts as high as 
$25,000. When the loan is made, a second trust of 
real estate and the water system is usually required 
as security. Chattel mortgages also are acceptable. 

When the Farmers Home Administration makes a 
loan, the borrower does not have to make a down 
payment. The administration also offers direct farm 
housing loans. These loans may be for water systems 
in new or older structures. 

When these loans are granted, borrowers get 33 
years for repayment, at 4 percent annual interest. 
These loans are secured by a mortgage, subject to 
prior liens. Other security may be necessary. There’s 
no fixed loan ceiling. 

When you get a customer interested in the values 
of running water, then offer financing that is com- 
fortable, you got the basic selling job done. Now 
you have to pinpoint his needs. 

Basically, this means you must learn the person’s 
daily water needs to calculate the size and kind of 
water system. How far down does the average well 
extend in the community? How about power hook-up? 

As for daily water needs, here’s a quick way to 
estimate them: 


Ss ca Cale Cheb ene viokeue nee 
Horses need gal. 
Steers need 2 gal. 
Milk cows need gal. 
Hogs need 3 gal. 
ey TE a ob SENS 4 Sea ee 2 gal. 
100 chickens need > gal. 
Average family needs gal. 
Fire fighting reserve gal. 


When you have determined the right size and type 
of pump, tank, and basic plumbing, you move into the 
area of tie-in sales for water-fed accessories. Your 
average unit sale here can climb quickly to $1000 
or more. 
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Plastic pipe: One man can handle a 400 ft coil. This 
post-war product may reach annual sales of $100 mil- 
lion this year. More government agencies and munici- 


palities are approving its use. 


Keep up with the pace 


Changes are occurring thick and fast in the plumbing goods market. 


Keeping up with these changes helps in appraising the plumbing 


goods section and its value in maintaining store profits. 


Though somewhat unglamorous, unwieldy, and of- 
ten ignored, plumbing supplies can be your biggest 
profit sleeper. 

Recent changes in merchandise and in merchan- 
dising make the outlook bright, even for dealers who 
have never sold plumbing supplies. 

If zoning allows, for example, you may be able to 
satisfy much of your demand for plumbing with 
some 200 and 400 ft coils of plastic pipe and a few 
bins of fittings. Plastic pipe’s acceptance has reached 
imposing proportions: About $90 million last year. 

If metal plumbing is the legal minimum in your 
area, a limited selection of copper tubing and fittings 
could suffice for most do-it-yourself customer needs. 

In either case the investment in inventory and 
space is small in relation to sales potential. 

This is not to discount steel pipe. Demand for 
this basic hardware line holds steady, especially 
where gas is piped for home needs, and in industrial 
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areas. Even here, faster cutting and threading makes 
servicing the line an easier job than some years back. 

What are the right basic stocks for your plumbing 
section? Visit competitors such as Sears’, Ward’s, 
and larger hardware stores. Note what is being sold, 
and what companion services are offered. This is 
your best clue as to what the local trade will buy 
from you, and accept in services. 

Four factors will determine how you'll fare with 
plumbing in the market place of the 1960's: 


—Buying and selling competitively. 
—Services. 
—Product knowledge and demonstrations. 


—Displays that invite quick service, and tie-in 
and impulse sales. 
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A couple of 6 ft gondolas are ample for up to 500 
items of plumbing, just about everything but bulk goods. 
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of a fast moving market 


In all of these areas, your aim is to satisfy the 
needs of two types of customers: A growing legion 
of do-it-yourselfers, and small contractors. 

Let’s examine each factor in more detail. 


First, buying and selling 

Though you have wide opportunity to price many 
plumbing items flexibly for more profit, in general 
you will have to match competition. Prices of key 
items will have to be in line, providing services are 
similar. 

If you offer noticeably more services than your 
competitors, you can justify slightly higher prices. 
If you cut and thread pipe, help customers plan their 
jobs, show them how to solder or pack a complicated 
joint, etc., few customers will complain whether you 
charge 85¢ or 89¢ for an elbow. 

But the coin has another side. 

Perhaps you’re interested only in volume sales, 
or sales to small contractors. Perhaps you haven’t 
the time or space to make extra services possible. 

In this case, price is a prime factor. You will have 
to price as low as your nearest competitor. 

Accordingly, will you buy infrequently, so that 


you can take advantage of bulk prices? Buying in 
full case lots often will increase your margin by 
5 to 10 percent. If buying in such quantity means 
bringing your turnover down, it may be a foolish 
economy. You may gain up to 10 percent in basic 
purchase price, only to lose the equivalent of 15 
percent in slow turnover. 

Conversely, you may be penalized for buying less 
than standard packages, cases or barrels. 

How can you buy enough to get the best margin 
of profit, without buying so much that you kill off 
a satisfactory rate of turnover? 

You have to take the axe to pet items and lines, 
‘ats and dogs, that rest in bins that are dusty from 
lack of movement. In your plumbing section, as in 
almost all sections, considerably less than half of 
the items you stock account for more than 80 per- 
cent of sales. True, some slow-turn items have to 
be stocked as a service. But an honest appraisal of 
slow sellers would probably show you how to eli- 
minate dozens, if not hundreds, of items that are 
playing hob with your stock turn. 

This will free dollars to plow back into better 
quantities of faster-turn items. Result? Better ini- 
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Keep up with the pace of a fast moving market 


tial discounts, better stock turn, an improved profit 
picture. 


Second, services 


Services are the key to expanding your do-it-your- 
self trade. Plumbing is a skill that takes a long 
time to learn. Your product knowledge and me- 
chanical ability are needed in every transaction with 
a do-it-yourself customer. 

Take pipe cutting and threading for example. Your 
sales of steel or iron pipe to the do-it-yourself trade 
will be nil if you don’t cut and thread. 

Most dealers charge about 15¢ a cut, and from 
15-30¢ a thread for pipe up to %4 in. in diameter. 
There is profit in this service, and it brings in steady 
traffic to boost overall sales. 

You may pay from $50 for a hand threader to 
$500 for power equipment. The cost is self liquidat- 
ing, and the extra traffic is the big dividend that 
makes the investment practical. 

Other services such as sketching roughs of tub 
or toilet installations, visiting customers’ homes to 
inspect projects, lending a hand with complicated 
assemblies, and showing customers how to use a 
propane torch, will enhance your reputation. 

As services are offered by your store you’ll find 
less demand for rock-bottom prices. You will find 
more opportunity to price assortments a little higher 
on a flexible scale for more profit. 


Testing water for hardness and knowing what to suggest, is 


that pays off in traffic dividends. 


eperpeet? 
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(Continued ) 


Third, product knowledge and demonstrations 


In plumbing lines there is a terrific need for tech- 
nical knowledge as well as specific product know- 
ledge. Your salesman has to be expert in both re- 
spects, for you can only steer a do-it-yourself cus- 
tomer wrong one time. 

Plumbing mistakes are costly in time and money. 
Being right the first time is awfully important. 

If your salesman has no practical experience in 
plumbing, enroll him in a night class at the nearest 
high school. A few evenings of training will be 
immensely productive in the long run, even if a bus 
ride to the next town is involved. 

Factory salesmen will be eager to teach your sales- 
men. Encourage your plumbing salesman to tackle 
a few typical jobs at home. Loan him a torch and 
hand threader. Buy him a book on plumbing. En- 
courage him to become a specialist, even if you have 
to sweeten his commission rate. 

A salesman with a water softener prospect should 
know how to test water for hardness, and what to 
do about hardness. At least he should know how 
to interpret the results of such tests. 

A good salesman would not try to sell a high priced 
submersible pump for a shallow well, nor a $75 jet 
unit for a 300 ft deep job. 

A good salesman must learn how to sweat a copper 
joint, and replace a water closet mechanism. The 
list of such examples of basic needs is endless. Each 


a dealer service 





A typical do-it-yourselfer is shown how to sweat a joint. He'll be back, again 


and again for plumbing needs. 


customer whose skill you help improve goes away 
with a glow. He’ll keep coming to you for plumbing 
and for a host of other hardware needs. 


Fourth, displays for quick service 


Surveys show that it takes up to 200 sq ft of floor 
space to stock and display the nearly 1000 small 
basic stock items that account for more than 80 
percent of all plumbing sales. 

A downtown store may get by with 100 or 150 sq 
ft of display-stock area. A farm store may need an 
extra 100 sq ft of space for wider selections. In either 
case, it’s a mistake to keep the bulk of your stock in 
the back room. 

Many dealers still believe that it is sufficient to 
have the stock, but not necessarily on front display. 
Many of the dealers would be unhappy if they knew 
how many customers are not aware that they are in 
the plumbing business. 

Plumbing displays have to be designed for plumb- 
ing. They must each hold hundreds of small fittings, 
and in deep enough quantity for day-to-day selling. 

Too many dealers have plumbing lines scattered 
about in their stores and stockrooms. There is no 
central front or back arrangement because items are 
squeezed into whatever space is available when ship- 
ments are received in the store. Drawers and cup- 
boards are cluttered with unrelated fittings and sun- 
dries. Under these conditions, space is wasted, in- 
ventory counting is nearly impossible, tie-in and im- 
pulse sales are discouraged, self service is thwarted. 

Look at it from the customers point of view. 

He wants to get started on his job right after 
dinner. He stops in your store on the way from work 
with a list of eight or nine items. The store is busy, 
so he begins to hunt for what he needs. In a store 


with jumbled displays, the customer circles the gon- 
dolas again and again trying to find some 4% in. 
nipples, a T, an outdoor faucet, a torch refill, solder, 
etc., that may add up to a $9 sale. 

Maybe this customer has the endurance to find 
these things, or the patience to wait for a clerk to 
find them. But chances are that he and his $9 will 
leave the store in a huff. 

What’s the best display arrangement to curb such 
weaknesses? 

New fixtures designed especially to hold plumbing 
are best, of course. In a pinch, old fixtures can be 
stripped down and rebinned for small plumbing 
items. 

Two 3x6 ft gondolas will hold up to 500 small 
plumbing units such as washers, copper fittings, 
small steel nipples, and the like. 

Bulk items such as coils of plastic pipe, long 
lengths of steel pipe and copper tubing need not be 
on front display. A small sign stating the sizes 
stocked is sufficient. 

In addition to a couple of gondolas for basic plumb- 
ing needs, an adjacent wall fixture is desirable to 
hold bright goods, medicine cabinets, and toilet seats. 
A wall section is suggested because overhead light 
enhances the display of bright and colored goods. 

Packaging of plumbing items has come a long way 
in recent years. Modern design coupled with basic 
instructions for use, makes displaying and selling 
an easier job. 

Good display puts tie-in items close together in 
a natural relationship. Flux, solder, wire brushes, 
and torch refills belong together. They should be 
rubbing against bins that hold copper or brass 
fittings. 

Pipe wrenches, wrappings, dope, and compounds 
ought to be together, and next to steel and iron pipe 
on display. 
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Want more plus sales? Try 


There is a home near the top of a hill in an Eastern city that now has an 
adequate supply of water, thanks to a pump distributor who had the foresight to 
dig out a sales opportunity. 

The salesmanship used by this distributor illustrates how a hardware dealer 
can approach the maximum volume of his water systems and plumbing supplies 
potential by tailoring promotions for the market around his store. Tailor-made 
promotions may open up entirely new markets for dealers who think they have 
come close to the market saturation point. Also, such promotions may open up 
new markets for dealers who believe their water systems section sales must 
depend almost entirely on replacement sales. 

The promotion that started with the home on the hill in an Eastern city 
was based on a few facts, plus a new sales approach. Homes on this hill were 
in a development that was near the end of the water supply system. Consequently, 
pressure was low during hours of peak water demand. Most home owners just 
accepted the situation. One home owner, however, did something about it. He 
installed a booster pump. One day the distributor and a factory 
representative were on a service call for this booster pump, and 
the suggestion was made by the representative to the distributor 
that maybe nearby home owners on the hill might be booster 
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pump prospects. A call on the home owner next door revealed 
his frustration with low pressure, his lack of knowledge as to 
what he could do about the situation. This turned out to be the 
first of several booster pump sales, all because salesmanship 
was organized to meet a special need of that market. 

This idea of special promotions tailored to a market was 
discussed during a recent meeting of the pump manufacturers’ 
association. Such promotions, of course, are not in conflict with 
an organized plan by distributors to find every possible water 
systems’ prospect in a market, then going after these prospects 
with all the sales persuasion in the dealer’s kit. In fact, tailor- 
made promotions quite often can take over when a market-wide 
approach has just about run its course. 

Sometimes a general promotion to sell water systems bogs down because 
of some local situation. All the sales arguments on the benefits of adequate 
running water for man and animal fall flat. Time payment plans fail to close 
deals. Persuasive arguments directed at the housewive based on better living 
benefits don’t go over. 


At times like these a dealer can look deeper into his market. It may be that 
a tailor-made promotion is needed to overcome local objections. 

A situation like this in a Southern state converted non-prospective farmer 
customers into buyers. A dealer realized that all the usual sales arguments did 
not make a dent on the local market, comprised largely of tenant farmers. Home 
owners, of course, had bought pumps and appliances related to a supply of run- 
ning water. Tenant farmers, however, did not buy pumps, and the owners of 
tenant farms were not buyers either. 


The dealer realized that owners of tenant farms would not buy pumps. Nor 





special promotions ~““< 


would tenant farmers invest in a permanent installation when they worked a 
farm on a year-to-year basis. The problem was solved by offering tenant farmers 
a portable unit. A pump was installed on a head that fit over the well. The pump 
was connected by plastic pipe to the house. When the tenant farmer moved, he 
took up the pipe, lifted the pump unit off the well and packed the system with 
the rest of his household property. 

A similar type of promotion was used by a dealer in another Southern area. 
This dealer had canvassed his market for years, but felt there still was potential 
out on the farms that was not being converted to sales by his customary sales 
approach. This dealer assembled a unit on a well head. Plastic pipe was used 
to move the water into the home. This dealer then offered a temporary installa- 
tion, on a 30-day free trial basis. At the end of the 30 days the farmer decided 
whether running water was a benefit, and if he wanted the installation put in 
on a permanent basis. 

The sales resulting from this promotion proved to this dealer that there is 
a market to be tapped when some local objection is overcome. Few farmers 
wanted to go back to old methods of getting water, and before the 30 days 
expired they were most willing to talk about a permanent installation. 

Another promotion that is catching the attention of some dealers is linked 
with the current movement for backyard swimming pools. Purification of the 
water is necessary. Some dealers are thinking about a circulating pump installa- 
tion, with filter. If a dealer wants to assemble a package deal, and has a back- 
yard swimming crowd set in his territory, then there might be a market await- 
ing cultivation. 

One of the speakers at the pump manufacturers’ association meeting com- 
mented on the fact that when he started to sell pumps he thought he was the 
only man in the territory interested in selling running water. In other words, 
this salesman thought he was bucking all the opposition alone, not realizing 
that there were groups in his territory anxious to have him sell pumps. And 
there still are groups throughout the farming areas most interested in having 
the running water market saturated. 

The groups interested in taking electricity to the farm are a case in point. 
Basically, these groups are interested in selling more kilowatts to farmers. 
That goes for the privately-owned utilities, as well as govern- 
ment agencies on rural electrification. 

Now, farmers are not going to use more electricity just 
because groups want to sell more kilowatts. These groups must 
sell appliances that operate on electricity. This, of course, gets 
right back to running water on the farm. 

The farmer who does not have running water certainly is 
not a prospect for a hot water heater. If the farmer does not 
have running hot water he is a difficult prospect for a bath set 
up, and so it goes. 

Special group interests offer hardware dealers a focal point 
for tailor-made promotions. A check of sugh groups may point 
up special sales resistance situations in your market that can 
be overcome by special promotions. 
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Water system sales 


build big ticket customers 


by R. W. Lewis 
President 

National Assn. of 
Domestic & Farm 
Pump Manufacturers 


Since 1949 when National Water Systems Month 
was launched, the month of May each year has offered 
a profitable opportunity for sales promotion—and 1961 
is no exception. 

Water system manufacturers, through the National 
Association of Domestic & Farm Pump Manufacturers, 
have produced a promotion kit, described here, designed 
for any store plan or display of water systems and re- 
lated water-using appliances. 

In past years more than 70,000 National Water Sys- 
tems Month promotion displays have been distributed 
throughout the United States. Some pump dealers have 
managed successful promotions by beginning early in 
March with direct mail solicitations and other adver- 
tising to reap a healthy crop of sales in May and June. 

Surveys of wholesalers and dealers show that a Na- 
tional Water Systems Month program, properly plan- 
ned in advance and carried through, have racked up in- 
creases in pump sales by 5 percent, in some cases 10 
percent, and in a surprising number of instances from 
25 to 45 percent! 

The hardware dealer is in a favored position to 
capitalize on any national promotion sponsored by the 
water system industry for many reasons. 

First, he is always an established, reputable retailer 
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within the community, with a reputation that reaches 
throughout his market area. Very probably he has al- 
ready identified himself as water system headquarters, 
as the water supply expert in his area. If he has par- 
ticipated continuously in water system promotions 
sponsored by his supplier or in the National Water 
System May Promotions, he has created the expert 
image and backed it up with sound, professional 
knowledge, installation recommendations, and service 
in the past. 

The second reason for the hardware dealer’s favored 
spot in using water systems to sweeten his profit pic- 
ture is the obvious fact that water system sales open 
a profit potential through the sale of related items. No 
other retailer of water systems has on hand a longer, 
more impressive list of tie-in items which make the 
water system sale truly a big ticket item. Market an- 
alysts and wholesaler experience corroborate the fact 
that the installation of a water system will be followed 
by the purchase of more than $750 in household appli- 
ances, plumbing fixtures, kitchen equipment, lawn and 
garden needs within six months after the pump is 
installed. 

This same marketing pattern holds true on the farm 
when water under pressure is available through the 
installation of an electric water system, but with the 
startling increase in follow-up purchases of more than 
$2000 in the 18 month period after the pump is operat- 
ing. 

Naturally, all the secondary purchases will not be 
hardware items, but let’s take a look at the possibilities: 
water heaters, dishwashers, automatic laundry and 
dryer units, garden hose, pipe and fittings, shower fit- 
tings and stalls, many plumbing fixtures and accesso- 
ries. Even this brief list makes the $750 total of re- 
lated sales look like a most conservative estimate. 

Like any general intent upon capturing a military 
objective, the water system dealer looks first at the 
market itself. Is it large enough to justify continuing 
expenditure of promotion funds? How can this market 
be reached? Who are the prospective customers? To 
answer these questions, a call on the rural service 
manager of the local electric power supplier is recom- 
mended. 


In many instances he will be able to define the water 





system market in the area beyond the local water mains 
and will be more than willing to cooperate in supplying 
prospect lists because he has a big stake in every water 
system installation in his area. The reason: purchase 
and installation of an electric water system will usually 
increase minimum power customers’ use of electric 
power by 400 percent after related water-using appli- 
ances are connected. Very possibly the market area 
may reveal a 75, 80, or even 85 percent saturation of 
water system installations, sufficiently high to ration- 
alize a do-nothing attitude, but market experience and 
facts show that aggressive promotion by a hardware 
dealer and electric power supplier working as a team 
can accomplish impressive sales and installation rec- 
ords. 

One market area with 92 percent saturation yielded 
sales of nearly 250 water systems in a month anda 
half of hard-hitting sales promotion. 

One prime source of prospect information is in your 
own customer sales and service files, both to locate 
replacement unit prospects and for use as a mailing 
list. Service and repair records are excellent sources 
for building a list of qualified leads. 

First, make certain that you have an adequate in- 
ventory of water systems and that your installation- 
service-planning department qualifies as an active part 
of your sales planning. 

Second, be sure to arrange financing plans with your 
local bank, your power supplier, or your pump sup- 
plier so that sales effort is not lost when the prospect 
uses the “can’t afford it now” excuse for delaying pur- 
chase. 

Third, use display materials from your pump sup- 
plier to build a water system planning and headquar- 
ters image for your store. Kitchen displays, home 
laundry displays, bath and powder room layouts—all 
featuring the water system as the key to plenty of pure, 
quality water under pressure for every facet of modern 
suburban or farm living. 

Fourth, use home shows, local and county fairs, club 


and civic service organization meetings as display and 
publicity tie-ins, emphasizing the importance of plenty 
of water under pressure to family and community 
health. 

Fifth, contact county agents, vocational-agriculture 
teachers, home demonstration agents, local health of- 
ficers and let them know that you will be glad to assist 
them in arranging for a water supply field day or water 
system planning session. To help teachers and exten- 
sion leaders in these projects, the National Associa- 
tion of Domestic and Farm Pump Manufacturers has 
prepared a short course on pure water supply, rural 
sanitation and water system planning complete with 
handbook of water systems and water treatment, sup- 
plementary bulletins on water use, and a series of 14 
charts as classroom aids on the fundamentals of water 
supply planning, and purification. 

Sixth, begin to plan now with the help of your local 
newspaper, radio-TV station advertising managers for 
a consistent schedule of space and air time to create 
the promotional impact during the water system prod- 
uct push. 

Seventh, make available to news editors in your area 
news of special events on water supply field days, talks 
before local clubs, information on water system plan- 
ning which will serve to identify YOU as the authority 
on expert layout and quality water supply equipment 
in your area. 

Eighth, talk to prospects. Make personal calls. Use 
telephone solicitation to follow up on your prospect 
mailings, to add impact to the advertising, the pub- 
licity, the displays, the entire promotion package that 
spells water system sales for you. 

To convert a prospect into a customer, make the 
product a means of satisfying the prospect’s needs and 
desires, so sell the convenience of water under pres- 
sure, sell the luxury of a hot bath, the efficiency of an 
automatic home laundry, the modern and gracious life 
that plenty of pure water under pressure will make 
available. 


Here is your official water systems sales promotion kit 


Here is an outline of the sales promotion and 
point-of-sale materials contained in this year’s official 
sales promotion kit for the dealer tie-in with National 
Water Systems Month: 

@ ‘Certified Performance’ emblems to attach to 

water systems. 

@ A 35 x 45-in. Day-Glo poster. 

@ Two types (11 x 45-in.) window streamers. 

@ An 11 x 14-in. easled counter card. 

@ Plastic floor-mat and foot prints. 

@ A 5 x 10-in. door decal. 


An important part of the May promotion kit is 
the Certified Performance product seal (illustrated) 
which shows that the product meets engineering and 
performance standards established by the NADFPM 
as a guarantee to the user that the water systems 
equipment he buys will meet his requirements. 

There are also newspaper releases for local tie-in, 
along with booklets for dealers suggesting how to get 
the most from local promotions. 


Order a kit from your water systems distributor 
now. Plan your own promotion early. 
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How to sell power tools against 


Is price competition a problem in your tool section? 


If it is, here are 


ideas to help you build more sales, profits in this big-ticket department 


What’s your opinion? 

You are reminded these days of 
the value of warm, human contact 
and service as a sales tool to meet 
price competition. Is an educated 
and enthusiastic salesman the equal 
to a $5 or $10 discount on power 
tools? 

A Southwestern dealer says 
“Yes” emphatically, and has proved 
it. 

Commercial Hardware Co., Reno, 


Commercial Hardware 
features brand names 
above each display 
window. 
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Nev., saw its power tool sales climb 
to more than $50,000 in 1959 on 
personal and knowledgeable selling. 

In 1960, Commercial’s power 
equipment sales climbed another 18 
percent. Gains were scored in an 
era of unprecedented growth in dis- 
counting. But this hardware dealer 
made no attempt to outslug dis- 
counters in a price war. 

There are two Commercial Hard- 
ware stores in Reno, but only store 


No. 2 on E. 4th St. specializes in 
power tools. The reasons store No. 
2 has become one of Nevada’s most 
successful power tool headquarters 
are numerous, but most of them 
hinge on personal salesmanship. 
The company keeps a heavy in- 
ventory of Saws, drills, lathes, 
work benches, concrete mixers, 
hammers, and many smaller items 
for the home workshop. All this is 
displayed in a planned area in the 





price competition 


large store. Space devoted to power 
tools measures about 28 x 30 feet, 
just inside the large front win- 
dows. 

On an end wall there are several 
shelves of parts and accessories. On 
a wall just above the shelves the 
management keeps many of the 
small tools that have just come on 


the market. 

This “what’s new?” section is a 
natural draw for traffic. 

“You can’t get into power tool 
selling on a small scale,” says Tom 
Horgan, who owns the store with 
two brothers. 

“It requires a large inventory 
and a complete set of parts. The 


Tom Horgan (right) proves his point that, "A good demonstration is equal 


to a hefty discount.” 


profit margin is not high on power 
tools, but we make it up on turn- 
over and parts, which have a good 
mark-up.” 

The firm handles six major 
brands of power tools, all known 
as quality products. There is no 
attempt to compete with cut-rate 
stores. 


In selling power tools, only Mr. 
Horgan and two employees will 
work with customers. These three 
have been trained in how to sell the 
items. They have attended special 
schools, worked with factory rep- 
resentatives, and are mechanically 
inclined. They are product knowl- 
edge specialists. This pays off. 


For specialists, only 


“We can’t afford to allow just 
any employee to sell these items,” 
Mr. Horgan says. 

“We have built respect from cus- 
tomers who now rely on our advice. 
We must tell the customer what 
each item is, what it will do, how 
to take care of it, and warn him 
of any dangers in careless use.”’ 

In displaying the merchandise, 
the store has an electrical outlet 
built into the floor about every six 
feet. Thus more than one tool may 
be demonstrated at the same time 
without being moved. 

Slow-moving items are rented 
until most of the cost has been re- 
covered. One of the more popular 
items is a chain saw costing about 
$150. It rents for $4 per hour. 


Rentals become sales 


The firm also rents several other 
items and makes a nice profit from 
them. Many times someone rents 
an item, likes it, then buys a new 
one. The rental department thus 
helps sell new tools. Tie-in and 
sundry sales figure in most rental 
transactions. 

At least one of the three special- 
ists is outside calling on customers 
much of the time. 

The company has many large in- 
dustrial accounts in western Ne- 
vada and eastern California. The 
salesman calls on some of these 
firms regularly, often inspects 
equipment they have bought, and 
sometimes makes minor repairs. 

The firm is always willing to 
carry a requested item to the cus- 
tomer and demonstrate it under 

(Continued on page 126) 
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A FOLLOW-UP REPORT 





Dealers ay YAS ] 


We need the Madden Bill 


by James M. Dixon, associate editor 


Do hardware dealers believe there is a need for 
legislation to correct today’s unhealthy retail price 
situation? 

The answer is an overwhelming “YES!” 

This emphatic opinion is reflected in the Madden 
Bill ballots being received in large numbers by HARD- 
WARE AGE. 

In an effort to encourage discussion on this subject 
and to appraise the feelings of readers, HA published 
a summary of the bill and a ballot in the Feb. 9 issue 
(see p. 180). This ballot gave readers a chance to 
vote for or against the pending Madden Quality Stabi- 
lization Bill (now H.R. 116). 

The response from dealers and wholesalers was 
quick and emphatic. And all votes, but one, cast 
up until press time were for enactment of this bill 
into law. Although it is certain that there are some 


dealers and wholesalers who would vote against the 
bill, it is quite obvious that these would be in the 
strictest of minorities. 

Dealers and wholesalers want an end to shady sell- 
ing practices. They want the chaos removed from dis- 
tribution and pricing. 

If you would have your opinion known, use the 
ballot in the Feb. 9 issue for your vote. Votes re- 
ceived will be put into the hands of the committee 
considering the Madden bill. Each vote is further in- 
surance of faster, favorable action this year. 

Remember, your vote and opinion are important! 

Some wholesalers have found this issue vital enough 
to warrant special newsletter mailings to their sales- 
men and dealer accounts. One key Eastern whole- 
saler has drawn up facsimile ballots to accompany its 
mailing, to stimulate more dealer interest. 


Here are the dealers and wholesalers who have voted on the Mad- 


den Bill up until press time. Add your name to this growing list. 


Hartman Hardware, Batavia, N. Y. 

R. A. Leary, Cambridge Lock Co., Inc., 
Cambridge, Mass. 

George Worthington Co., Cleveland, 
Ohio. 

Gibson Paint & Supply Co., Hammond, 
Ind. 

Selkirk’s, Cobleskill, N. Y. 

Don Smith Hardware, Erie, Pa. 

Valley Hardware, Dayton, Ohio. 

Fowler Hardware, Montezuma, Ind. 

Sherwin-Williams Co. of Texas, Galves- 

ton. 

J. E. Galen Hardware, Lincoln, Pa. 

Bailey’s Hardware, Pentwater, Mich. 

Glenn R. Swank, Galva, Ill. 

Acker’s Hardware, Philadelphia, Pa. 

Girard Hardware Co., Girard, Pa. 

Odell’s Hardware, Rye, N. Y. 

Conover Lumber Co., Keyport, N. J. 

Ed-Son Hardware Co., Inc., New York 


City. 
M. J. Miller & Son, Old Zionsville, Pa. 
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Townley Housewares & Hardware, 
Union, N. J. 
Verona Hardware Co., Verona, Pa. 
North Hills Hardware, Pittsburgh, Pa. 
Huber’s Hardware Store, Catasauqua, 
Pa. 
Mowrey-Latshaw Hardware Co., Inc., 
Spring City, Pa. 
Hoyt Hardware Co., Defiance, Ohio. 
A & | Corporation, Altoona, Pa. 
T A Independent Supply Co., Hollidays- 
burg, Pa. 
Cook’s Hardware, Oriskany Falls, N. Y. 
be Bennett Hardware Co., Easton, 
a. 
Currier’s Hardware Store, Mays Land- 
ing, N. J. 
Chas. A. Beattie, Sparta, Ill. 
— Hardware Co., Clark’s Summit, 
a. 
Burns Hardware Supply, Pittsburgh, Pa. 
Be Rock Hardware Co., Glen Rock, 
of 


Westerleigh Hardware, Indianapolis, Ind. 

R & W Service & Hdwe. Co., Trenton, 
Fla. 

Raymond-Clopeck & Co., Inc., Fort 
Lauderdale, Fla. 

Dickson’s Hardware, Cleburne, Tex. 

Garden Hardware & Supply Co., New 
York City. 

M & S Hardware, Brooklyn, N. Y. 

Polo Hardware, Roslyn Heights, N. Y. 

Snee & Sunday Co., Scranton, Pa. 

Bockenfeld’s Hardware, La Plata, Mo. 

A. B. Newberry, Tom’s River, N. J. 

Moore’s Store, Fairborn, Ohio. 

Springvale Hardware Co., Springvale, 
Me 


Billington Hardware, Butler, Mo. 

Coast-To-Coast Stores, Cambridge, 
Minn. 

Timm’s Hardware, Attica, N. Y. 

Drissel’s Hardware, Pitman, N. J. 


(Continued on page 154) 








SPRING SAW SALE ~ “SPRING SAW SALE 
Regularly $49 95 , Reoilar T5O.qe 


x 4 ’ 


Now *4495 _— Siliiias $54.95 


BRAND NEW! : , NEW UTILITY SANDER SPECIAL ON U15 
DELUXE BELT SANDER Only *29-95 Regularly $39.95 


Now 29-95 
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Only *29-95 


U-410 JIG SAW 


Big B&D value at a sale- 
tag price... 25% faster 
cutting with B&D power 
. . 100% control with 
sure-grip handle. 


Dollar for dollar, Black & Decker 
packs more power, performance, fea- 
tures and stamina into its saws—from 
the 6%” Utility to the 8” Heavy- 
Duty. And now—during our Spring 
Sale—prices start at a new low $44.95! 





What’s more, B&D tells more of your 
customers. We’re continuing our suc- 
cessful service-type promotion to 
builders and carpenters. We’re contin- 
uing our heavy ad schedule week after 
week, to your prime prospects! 


Backed by the heaviest advertising schedule in the business — PLUS Special B&D promotions, 
| | Black s b 
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SIX BIG PROFIT MAKERS 
IN THE B&D LONG LINE— 
STARTING AT ALOW $29.95 
—HIGH-LIGHTED BY FULL 
COLOR ADVERTISING TO 
23,547,000 READERS OF 
THE SATURDAY EVENING POST! 


& Sells the real benefits of B&D 
Lawn & Garden tools as never 
before 


@ Gets the “Little Lady” into 
the act to help you sell B&D 


@ Puts emphasis on results your 
customers get with a first- 
time sequence of “Will Do” 
full color pictures 


@ Pulls out all the stops on ease 
and speed of trimming and 
edging with B&D power 


@ Packs plenty of leadership 
for the B&D brand—first in 
the field of Lawn & Garden 


tools 


merchandising aids and store displays! 
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TR ate 


TWO IN ONE. A simple turn—and this mod- 
ern “extra handyman” locks into vertical 
position for edging sidewalks, driveways, 
patios with professional results. Plus fea- 
tures: Trigger Switch. Deflector plates. Ad- 
justable handle. Bearings lubricated for life. 







CHANGE TO REAL POWER. Say “Good-bye!” 
to blister-raising hand tools and dawn-to- 
dusk backaches. Switch to rugged power 
tools like this fast-stepping, quiet-talking, 
long-lasting Black & Decker Heavy-Duty 
Hedge and Shrub Trimmer. 


7 
= . - * e 


NO MORE SQUAT, STOOP AND SUFFER! Now 
you cut where your lawn mower doesn’t. 
Black & Decker’s Combination Lawn Trim- 
mer 'n’ Edger makes the real difference in 
handling ease and speed—the big, beautiful 
difference in looks! 
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CUT, TRIM, SHAPE hedges, bushes, shrubbery 
in record time—like a gentleman! Black & 
Decker gives you: World-famous B&D built 
motor. Perfect balance and easy control. 
Cool-operating ‘“Spiroid’’* gears. Quick 
“On-Off” control. 


es 


J 


HOURS BECOME MINUTES. Actually enjoy 
trimming under shrubbery, around trees, 
along fences, flower beds, on hard-to-get-at 
slopes. Built-in lightness and balance plus 
swivel wheels spell e-a-s-y d-o-e-s i-t. And 
B&D power is a 


. r 4 


TAKE THE SIMMER OUT OF YOUR SUMMER! 
Get a picture-book lawn and garden, with 
the most carefree, trouble-free power tools 
on the market. Choose the best—BLACK 
& DECKER. Prices from only $29.95. At- 
tachment for 4” Drill (middle) only $19.95. 


a 


for Service & Soles || 


“fe WORLD'S LARGEST MAKER OF POWER TOOLS << - 





#745 B&D 
Deluxe Belt 
Sander 


Spring steel platen 


Rolied steel front 
wheel 


Simplified tracking 
adjustment 

Quick release belt 
removal 


Retail! 


$98.00 


NOW there’s a low-priced B&D Finishing Sander for 
the homeowner that leaves competition way back in 
its dust! Now there’s a B&D Deluxe Belt Sander that 








‘HAPPY HOME VALUES” 
April 20 - 29, 1961 


SEVEN DRILLS in the B&D Long Line—and, for 
Hardware Week, the lowest retail price in history on the 
U15, real workhorse for pros and semi-pros. Yes! When 
you handle B&D Drills, you’ve got the best-liked, most- 
wanted, hottest performing, biggest-selling drills in Amer- 
ica. The Black © Decker name is the name that can 
mean the most in sales and profits for you! 


U-440E B&D 
Finishing 
Sander 

New swept-back 

handle 

Thumb switch 

Front control knob 


Gear drive— 
no slippage 


Orbital sanding— 
with, against, 
across grain 


Retail 


$29.95 


cuts through rough spots or old paint like butter! 
And that’s not all. You’ve got two beauties, U-44 and 
U-66, in between that out-class any on the range! 


Regularly 


$39.95 


NOW ONLY 


$ 29-95 


YOUR CUSTOMERS SAVE 


$10.00 


B&D advertising in the right magazines, with the right selling punch, to the right prospects in 
your neighborhood paves the way for more B&D Sander and B&D Drill sales in your store! 


Practical Buildes 


‘Mi THE ‘Oi Cams & coLee 
POPULAR 
MECHANICS 


| @ , 
4 Black s Decker 


DEALER AD MAT SERVICE 


See our 
complete 
line in... 


440 
Han MD 





Mr. Retailer: 


THE HOTTEST 
PROMOTION 


in the 
APPLIANCE 
BUSINESS 


Ss bh eticind 


e_ecrric FLOOR POLISHER 


$19.99- 


with an $11.66 Floor and Rug Conditioning Kit for only $5.00 


. SUCCESS AFTER SUCCESS 
IN CITY AFTER CITY... 


Your Shetland distributor can tell 
you all about it. . . don’t wait one minute... 
> get in touch with him right away! 
snaeeatens oy Rg 


Want more facts? Circle 142, p. 83 A 
< Want more facts? Circle 141, p. 83 HARDWARE AGE, March 9, 1961 ¢ 79 





Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 83, and mail 


item 1 

Sprinkling kit display pack 
Sherman’s home sprinkling kit 

contains the Lever-lock hose nozzle, 


the Handy Spray garden sprayer 
and the Rock’n Rain wave-impulse 


sprinkler. The kit is attractively 
packaged in a display box. Retails 
for $9.95. H. B. Sherman Mfg. Co., 
Dept. HA, Battle Creek, Mich. 


Item 2 
6-point box wrench set 


Three popular sizes of 6-point 
box wrenches are available both in- 
dividually or in a 3-piece set. The 
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wrenches have openings of *% x 
7/16 in.; % x 9/16 in. and *% x % 
in. The 3-piece set, No. 330-RH, 
features all three sizes, packaged 
in a durable plastic bag with grom- 
met for hanging. S/K Lectrolite 
Corp., Dept. HA, Defiance, Ohio. 


Item 3 
Window sill repair kit 


Everything needed for complete 
repair of rotted, cracked, and 
eroded wooden window sills is in- 
cluded in this 1l-piece Save-A-Sill 
repair kit. Items include Save-A- 
Sill repair compound, Sill-Bond 


primer, solvent, brush, applicators, 
sandpaper and glass cloth for 
bridging cavities and voids. Appli- 
cation is simple and fast. Kit con- 
tains enough materials to restore 
two or three average windows. It 
is packaged in a window box. Re- 


tails for $4.98, slightly higher on 
West Coast. Magna-Bond, Inc., 
Dept. HA, 10 Union Ave., Bala 
Cynwyd, Pa. 


Item 4 
Toilet tank ball display 


The Royal Flush toilet tank ball 
display doubles as a demonstrator. 
The 4-color unit, for counter or 





Here is a quick Check 
List of items described 
in the following pages 


wall use, holds six bubble packed 
Royal Flush balls. Customers pull 
the display’s handle to observe how 
the Dupont Dacron line is used in 
place of lift wire. They can also 
see how the prongs guide it into 
place. Balls retail at 98¢ each. The 
display unit is free, upon request, 
with orders of two gross or more. 
Royal Industries Ltd., Dept. HA, 
8th and Wood Sts., Vineland, N. J. 


Item 5 
Steam iron cleaning agent 


Wantz Kleen-Out cleans clogged 
steam irons quickly and safely, get- 
ting rid of encrusted scale and 
stopping ugly stains. It can also 
be used to clean kettles, vaporizers, 
sterilizers, bottle warmers and 
shower heads. The cleaner contains 
Metal Gard which will not corrode 





Quick Index to Buying Check List 





| Sprinkling kit display pack 
[| 6-point box wrench set 
|] Window sill repair kit 
[] Toilet tank ball display 
[] Steam iron cleaning agent 
[] Self adhering household aids 
] Streamlined shower head . 
Double width wheel brushes 
[] Deluxe style bicycle line. . 
Vacuum dust bags display 
[] Rack signs for vinyl covering 
Aerosol paint spray head 
[] Polystyrene ice chests 
| Special price, %-in. drill. 
Hunting scopes for rifles 
| Packaged water systems 
[] Square and bevel display 
[] Ratcheting box wrench.. 
[| Economy priced glassware 
] Chrome-plated garden tools 
15-inch barbecue skewers 
[] Decorative pottery ware 
All-purpose hand power tool. 
) Self-propelled reel mower 
”) Heat-resistant bowl set 
Air freshener-deodorizer 
| Economy-priced grinder 
| Triple-insulated picnic jug 
Tray-Table and server set 
|] Self-polishing floor wax 


|] Two electric paint sprayers 


Indoor-outdoor broom 

New line of utility vises 
12-cup aluminum percolator 
Wood finish counter display 
| Self-propelled rotary mower 
All-size electric can opener 
Metal saw blade display 
Play chair for children 
Deluxe stainless dinnerware 
Multi-purpose hand tool. . 
Decorative cabinet hardware 
Electric wall clock 
Decorative-styled caster 
Hose-end applicator 
Portable electric mixer 
Heavy-duty garden tiller 
Bolt merchandising rack 
Bug-killing outdoor torch 
Quiet cupboard button latch 
Fishing lure storage chests. . 


jJOOOOOOOOORGCOOOO0O0000U 


[} Blister packed flower shears. 
[] Card table, chair sets 

[] Electric fence post packs _. 
[] Toy punching-bag clowns... 
[] Color water softener line. . 
[] Crystal clear lacquer 

[] Rifle, shotgun for youths 

[] Portable garden tool cart ... 
[] Wheel toy for children 

[] Deluxe folding chaise 





metal. Individual 2% oz packettes 
retail at 29¢ each. Four packettes, 
in a colorful hanging display box, 


sell for 98¢. A Wantz De-Mineral- 


izer is also available. It converts 
tap water to de-ionized water for 
use in batteries, steam irons, or for 
growing African violets. Retail 
price is 98¢. Illinois Water Treat- 
ment Co., Dept. HA, 840 Cedar St., 
Rockford, Ill. 


Item 6 
Self adhering household aids 


Selfix line of self-adhering house- 
hold accessories will carry specially 
designed Disney characters. A 
Mickey Mouse clothes hook, retail 
39 cents, and a Donald Duck tooth- 
brush holder, retail 59 cents, are 
available in the series of Disney- 
land closet and bath accessories. 
These will have full-color illustra- 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 83 


tions molded into three-dimensional 
escutcheon plates. The company’s 
line of household aids are put up 
with a few drops of water on the 
selfix adhesive backplate, and fast- 
eners and tools are not needed for 
installation. Selfix Products Co., 
223 W. Erie St., Chicago 10, II. 


Item 7 
Streamlined shower head 


This streamlined shower head is 
available in a choice of decorator 
colors: Oyster white, pastel blue, 
green, and pastel pink. Head is 
made of DuPont Delrin which can- 


not rust or corrode, and is color- 
fast. It is adjustable to any posi- 
tion on a swivel ball joint. The 
full 2-in. head fits all %4-in. shower 
arms. Individually visual packed 
on double blister display cards. 
Suggested retail price is $1.25. 
Franklin Metal & Rubber Co., 
Dept. HA, Jacksonville Rd., Hat- 
boro, Pa. 


Item 8 
Double width wheel brushes 


These Coastal super-duty wire 
wheel brushes with 4 in. shank are 
double-thick for faster, easier, more 
effective brushing. The wheels are 
available in an assortment of sizes 
from 1144 to 3% in., as open stock 
or on rack deal. Each wheel is 
bubble packed on a card that has 
consumer information and ideas on 
the potential applications of the 
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wire wheels. Details on a full pro- 
gram and a free sample of the 
brushes are available to dealers. 
Your wholesalers’ name must be in- 
cluded with request. Coastal Abra- 
sive & Tool Co., Dept. HA, 40-22 
23rd St., Long Island City 1, N. Y. 


Item 9 
Deluxe style bicycle line 


Fleetline T-28 is the top of the 
41-model Murray Ohio 1961 bicycle 
line. It has recessed headlamps that 
reflect light sideways from the 
chrome-plated casing, allowing mo- 
torists approaching from the side 
to see the bike more quickly. It 
also has a three-dimensional name- 
plate and custom-designed head 
cluster. Jewel colored chevron 
stripes and identification plate on 
the tank make an eyecatching de- 


sign. The bike has super spring 
torsion front fork to smooth the 
bumps. The Speed Weight frame 
is fitted with many other deluxe ac- 
cessories. Murray Ohio Mfg. Co., 
Dept. HA, 635 Thompson Lane, 
Nashville 4, Tenn. 


Item 10 
Vacuum dust bags display 


Dustpak’s swivel rack holds a 
large variety of disposable vacuum 
cleaner dust bags. The unit is 5 ft 
high, rotating on a 21 in. diam- 
eter base. The dust bags are pack- 
aged in units of 4, 5, or 6, and 
come in sizes to fit most makes and 
models of canister, tank, or upright 


vacuum cleaners. Dustpak bags 
offer high porosity without dust 
leakage. A counter rack and win- 
dow display are also available. 
Dustpak Ltd., Dept. HA, 205 N. 
7th St., Brooklyn 11, N. Y. 


Item 11 
Rack signs for vinyl covering 
Synthetic Fabrics now has new, 
attractively illustrated rack signs 
for Magic-Cover and Magic-Coun- 
ter-Cover, self-adhesive decorative 
vinyl-films. The signs, available to 
retailers and wholesalers, are to 
replace old rack signs. The vinyl 
coverings are now being packaged 
in plastic bags to cut down on 
waste due to soiling. One end of 
the bags is sealed, the other end 
tucked into the core of the roll. 
Synthetic Fabrics, Inc., Dept. HA, 
261 Fifth Ave., New York City, 
Fee 


Item 12 
Aerosol paint spray head 


Plasti - Kote’s Fast - Fast Dry 
Target line of aerosol paint is 
equipped with a new Accu-Spray 
head. The head gives a positive di- 
rectional spray and fine atomiza- 
tion of paint, with uniform parti- 
cle dispersion in all areas of spray 

(Continued on page 86) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 


on to the manufacturers involved. 


Print mame and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 


~~ — Ow a 


N.Y. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


B® Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 


the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 


Postcard Service. 


B® Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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HYDE TOOLS 


Take-it-off Increase 


Put-it-on | > Your Spring 
Paint Tools , Paint Sales 





Featuring: The New HYDE Spray Painter 
and the HYDElectric Paint Remover 


Plus the most complete line of self-serve 
packaged putty knives — paint & wall scrapers 


You'll increase your paint dollar sales and profits with Hyde fast selling, self-serve 
Fix-Up, Paint-Up Tools . .. and you're bound to sell more paint with the new No. 60G 
Hyde Spray Painter that retails for $12.95. Fastens to any paint manufacturer's quart 
paint can. Sprays all paints on all surfaces right from the quart can. Connects to 
ordinary canister or tank-type vacuum cleaner or No. 60B Hyde Air Blower, retail 
$49.50. No. 60RU Rental Unit available with Sprayer and Blower in steel carrying 
case. Sales List $73.40. Improved No. HE-100 HYDElectric Paint Remover features 
ee ey ee electric range heating element. Retails for $12.95. Tie in sales of these products with 
plays complete assortment of all HYDE Putty Knives, Scrapers of all kinds for walls, wood, windows, etc. Order 


opul Take It Off Put It On 4 — . 
Paint Tools. from your wholesaler or write HYDE for full color descriptive broadside. 


| HYDE, HYDE MANUFACTURING CO., SOUTHBRIDGE, MASSACHUSETTS, U. S. A. 
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TOPS 
ifels 


TURNOVER 


Fale. 


PROFIT! 


Item 14 
Special price, */s-in. drill 

Black & Decker’s *%-in. Deluxe 
drill will carry a special price for 
Hardware Week. The regular sug- 
gested retail is $39.95. For Hard- 
ware Week, the suggested price is 
$29.95. The drill is for use in home 


(Continued from page 82) 


“CHEM-CLEAN” 
NAILS 


@ Exclusive ‘“‘Chem-Clean" degreasing 
process — provided at no extra cost— 
assures cleaner, sharper nails... easi- 
er driving . .. greater holding power. 


@ Made from tougher, stronger, copper 
bearing electric furnace steel. 


@ Available bright galvanized, blued, or 
cement coated... also ring and screw 
shank specifications. 


@ Packaged Nails available in 1, 5, 10 Ib. 
boxes... bulk in 25 and 50 Ib. cartons. 


Send for Free Nail Manual 
showing complete line 


NORTHWESTERN 
STEEL AND WIRE 


COMPANY 
SINCE 1879 
STERLING, ILLINOIS 


Want more facts? Circle 144, p. 83 
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pattern. Large curved _ surface 
area of spray head reduces finger 
fatigue, and is easily removed for 
cleaning. The line also features a 
white package and multi-colored 
label. New colors in the 23-color 
line include Alpine Blue, Woodlawn 
Brown, Mist Green and Antique 
Brass. Retail price is $1.79. Plasti- 
Kote, Inc., Dept. HA, 9801 Harvard 
Ave., Cleveland, Ohio. 


Item 13 
Polystyrene ice chests 

Your picnic, fishing, and camping 
customers will be interested in this 
H-I Picnic Ice Chest. Made of 
polystyrene, it is non-toxic and 
will not absorb odors. Because no 
metal is used, the unit is completely 


rustproof. The chest is 19 in. long 
by 10 in. wide by 10 in. high. 
Comes in light blue, complete with 
cover and handles. Suggested retail 
price is $6.95. Polystyrene Div., 
Horrocks-Ibbotson Co., Dept. HA, 
Utica, N. Y. 


workshops, farm shops, and for 
light service work. 


It has triple 


reduction gearing, a B&D-built 
universal motor, instant-release 
trigger switch in a full-grip han- 
dle. It is ball-bearing equipped 
and has a 3-jaw geared chuck and 
3-wire cable. Black & Decker, Dept. 
HA, Towson, Md. 


Item 15 
Hunting scopes for rifles 


The All-American Perma-Center 
hunting scope has a unique 3-point, 
middle cell adjustment-suspension 


system that keeps crosswires per- 
manently centered. Lenses are 
achromatic ground, aberration free, 
delivering precise definition at all 
ranges. Lenses are coated on both 





sides for maximum light, and are 
cushioned with DuPont Fairprene 
gaskets to resist drop damage and 
recoil. The scope is weather sealed 
against fog and moisture. A one- 
piece turret houses windage and 
elevation screws, recoil won’t 
change the settings. The scopes 
are available in 2144X, 3X, 4X, 6X, 
8X and 10X. Lyman Gun Sight 
Corp., Dept. HA, Middlefield, Conn. 


Item 16 

Packaged water systems 
Packaged water systems with 

the pump mounted on the top of 

vertical tanks have been included 

in the Rapidayton jet line. The 

systems, known as Topmount sys- 


tems, are available in shallow well | 


and convertible models and are 
mounted on 42-gal hot-dip galvan- 
ized tanks. Tait Mfg. Co., Dept. 
HA, 500 Webster St., Dayton, Ohio. 


Item 17 
Square and bevel display 


Uni-Rack for squares and bev- 
els, No. S 16 D, provides an organ- 
ized display for Profitool’s prod- 
ucts. The complete department is 
24-in. wide and 25-in. high. It 
comes free with a wire rack which 
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Meet 

the mighty 

“MITEE” an 

exclusive NEW 

Wall Anchoring 
Device by Barrett, 
with a BIG, BIG 
Difference . . . This 
solid One-piece Cap 
makes news, and ends 
forever the problem of 
the Anchor splitting 
apart behind the wall. 
Moreover, its unique 
Hexagonal Head fits 
any standard Open-end 
Wrench or Long 

Nose Pliers. 





““MITEE” Wall Anchors with the BIG dif- 
ference are exclusive with Barrett, and 
available Carded or in Boxes in the pop- 
ular 44" and Xs" Short, and Long, sizes 
... Write, Wire or Call... 


BARRETT SALES & MANUFACTURING CO., INC. 
4200 WEST VICTORIA STREET. CHICAGO 46, ILLINOIS 
PHONE: INdependence 3-0781-2-3 
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hooks into perforated wall board. 
It contains 1 No. 100 steel square; 
1 No. R100B steel square; 1 No. 
AR 100 aluminum square; 2 No. 
900 steel squares; 2 No. R 900 B 
steel squares; 2 No. 500 steel 
squares; 2 No. 20 TS 8-in. try 
squares; 2 No. 122 12-in. combina- 
tion squares; 2 No. H1222 % com- 
bination squares; 2 No. H1225 
bevels; and 2 No. 25 TB 8-in. bev- 
els. Dealer cost of the Uni-Rack 
is $38.70, retail value $58.05. Stan- 
ley Tools, Div. of Stanley Works, 
Dept. HA, 195 Lake St., New 
Britain, Conn. 


Item 18 
Ratcheting box wrenches 


Vichek’s improved line of ratch- 
eting box wrenches consists of 
three wrenches with 6-point box 
openings in % x 5/16-in., % x 


7/16-in., and % x 9/16-in. sizes. 
Also, two wrenches, % x %4-in. 
and 13/16 x %-in. with 12 point 
openings. Wrench openings are ac- 
curately broached for non-slip fit. 
Turning over the wrench reverses 
the direction. Critical parts are 
heat-treated for safety and service. 
Tools are chrome plated. Vichek 
Tool Co., Dept. HA, 3001 E. 87th 
St., Cleveland 4, Ohio. 


Item 19 


Economy priced glassware 


These economy priced decorative 
tumblers are for home use or for 
gifts. Pictured, left to right, are: 
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No. 60/340, Mosaic design in red, 
white and black; No. 60/344, Ivy 
Bower in gold and white; No. 60/ 
342, White Rose in yellow and 
white; No. 60/341, Grape Leaves 
in blue and white. Six gift-boxed 
sets of 8 glasses each are packed 
to a shipping carton. Retail price 
is approximately $1.49 per set. 
Anchor Hocking Glass Corp., Dept. 
HA, Lancaster, Ohio. 


Item 20 
Chrome-plated garden tools 


This trowel, No. 7522, is part of 
a new line of chrome plated garden 
hand tools. Other items in the line 
include a transplanter, fork, dig- 
ger, and cultivator. Handles of the 
tools are furniture stained, and 
feature a distinctive pin-ball de- 
sign. Tools are of heavy gauge 
steel, triple coated for long life. 
The trowel and transplanter have 


forged tangs solidly riveted to the 
blade to avoid breakage at the 
neck. Village Blacksmith Div., 
General Metals Corp., Dept. HA, 
Watertown, Wis. 


Item 21 
15-inch barbecue skewers 


These Androck 15-in. oval steel 
skewers are for cooking shish- 
kebabs outdoors or in the oven. 
No. 420X is a set of four of the 
skewers stapled to a full color card 
to retail for 98¢. They are chrome- 


BAR-B-Q SKEWERS 
° = 8--@: 


plated for easy cleaning. The han- 
dle ring is 1 in. in diameter. Wash- 
burn Co., Dept., HA, 28 Union St., 
Worcester 8, Mass. 

kut-to-kum 


Item 22 

Decorative pottery ware 
Prestige, a decorative line of 

glazed Stanfordware, consists of 12 

pieces available in lilac, galoxie 

yellow, and lava black. Each piece 


has a Sno-Dust glaze. The 12 
Prestige pieces range in price from 
$1.50 to $3.95. A sampler includ- 
ing all 12 pieces is offered to re- 
tailers at a minimum investment. 
Stanford Pottery, Inc., Dept. HA, 
Sebring, Ohio. 


Item 23 


All-purpose hand power tool 
The Shopmate Twist-Lock 14 in. 

drill can be converted to a jig saw, 

sander, rotary saw, grass and 





Ba 


—and Gering’s complete 
line of hose 
for every need make 
customers stop... 
want... buy! 


TURF Mirror Finish GARDEN HOSE a | W GERING 3-tube 
All new! Promotionally priced with the Seal of Quality! Silver Award Winner | y SPRINKLERS 
oan 


“ my Famous “White 
Every Gering Brand Garden Hose has won awards for labeling that moves goods! ‘aa Spray Guide 


a shows top side! 
EVERY HOSE TYPE...EVERY PRICE LEVEL!Ga- ————— Son aay 2 


den hose from popular-priced TURF Brand to the | ot | 
deluxe Nylon tire-cord Reinforced; famous 3-tube e | Wig LAWN SOAKER 


: aN a SPRINKLER 
Sprinkler hose; promotional Soaker-Sprinklers. <com Ls ae , Soaks and 


% “ 


Sr b : 
EXCLUSIVE L.P.A. BOOSTER INGREDIENT! Proven Good Housekeeping prnnen ot tee 


: ; i ! 
to give added Life, greater Performance, superior "0 same time: 


"4S apveatistd wit 
Appearance to every hose! 


WRITTEN UNCONDITIONAL GUARANTEE! al- 
spelled out — nothing hidden! 


Profit from the brands quality-packaged and quality- 
made to give you the selling edge. Write Gering 
today for the details. 


Division of STUDEBAKER-PACKARD CORP. Gering Mirror Finish GARDEN HOSE = GERING Reinforced GARDEN HOSE 
Kenilworth, N. J. Most popular! Made of flexible Strongest! Close weave, nylon 
vinyl! plastic! tire-cord construction! 
VISIT OUR N. Y. SHOWROOM: 1150 BROADWAY, NEW YORK, N. Y. 
Want more facts? Circle 146, p. 83 
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hedge trimmer, grinder, polisher 
and buffer. Attachments are rig- 
idly locked in position with a twist 
of the wrist. There are no keys, 
straps, bolts, or complicated fit- 
tings. Model SD-2500 drill is avail- 
able in 2.9 amp. It features ball 
thrust bearing for heavy loads, dy- 
namically balanced motor and 
adapter for the attachments. Sug- 
gested retail price is $19.98. Model 
740CG drill has suggested retail 
price of $18.98. Workshop starter 
kits are priced as low as $37, with 
drill; or $10.95 for basic Twist- 
Lock attachment. Portable Electric 
Tools, Inc., Dept. HA, 1200 E. State 
St., Geneva, Ill. 


Item 24 
Self-propelled reel mower 
This reel-type Homko Marksman 


features a reel design with six 
blades to cut lawns evenly. Posi- 


tive cutting height adjustment 
keeps the cutting unit level. Re- 
tails for $129.95. Western Tool & 
Stamping Co., Dept. HA, Des 
Moines, lowa. 
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ltem 25 
Heat-resistant bowl set 


Three shades of blue are fea- 
tured in Corning’s Pyrex Ware 
Bluebelle Set. The heat-resistant 
bowls nest for easy storage. Sizes 
are 1-pint, 1144-quarts and 2'4- 
quarts. Each bowl can serve as a 


mixing bowl, baking or storage 
dish. The set will retail for $1.99 
as a special during Hardware 
Week. Corning Glass Works, Dept. 
HA, Corning, N. Y. 


Item 26 
Air freshener-deodorizer 


This Fresh’nd-Aire Push-Button 
Air Freshener-Deodorizer, Model 
CIP, effectively masks offensive 
odors and aromas. It gives a clean, 
fresh feel to rooms by use of a 


Westinghouse Blue Light ultra-vio- 
let lamp. The unit has a high-speed, 
4-blade fan to circulate the air. Its 
cabinet is made of high impact 
polystyrene in gray and white. It 
has a push button on/off switch and 
attached cord. Both lamp and nylon 
mesh filter are replaceable. Avail- 


able in a gift display shipper-car- 
ton, the unit has a suggested retail 
price of $19.95. Cory Corp., Dept. 
HA, 3200 W. Peterson, Chicago 45, 
Ill. 


item 27 
Economy-priced grinder 


This economy-priced Blueline 
bench grinder, Model No. 116, 
weighs only 7 lb and is 7 in. long. 
It can be used for sharpening, 
sanding, polishing, and wire brush- 
ing. The die-cast aluminum unit is 
equipped with a built-in front wa- 
ter cooling tray, cast-in top parts 
tray and rear dust exhaust. The 
grinder comes with two 44% x % 
in. wheels, one 40 grit and one 70 
grit. It has self-oiling bearings 


and develops a speed of 3450 rpm. 
It’s UL approved. Suggested re- 
tail prices are $9.75 with 2-wire 
cord, and $10.25 with 3-wire cord. 
Speedway Division, Thor Power 
Tool Co., Dept. HA, LaGrange 
Park, Ill. 


Item 28 
Triple-insulated picnic jug 

This deluxe picnic jug is the new- 
est addition to the Lustro-Ware 
line. It is triple insulated for tem- 
perature holding efficiency up to 24 
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$29.75 MAN’S or LADY’S 


HELBROS WATCH 


WITH ANY TYMETER CLOCK DEAL 


DEAL 1... #170 ESSEX TYMETER CLOCK — 


Recessed V-Shaped face, gold finished griil at top, 
lower half glows in the dark. Ebony or walnut 
plastic case. 4’’ high, 7'’ wide, 37/g'’ deep. 
Wt. 3 Ibs. 


BUY 12 AT $7.17 EACH... 
FREE $29.75 HELBROS WATCH 


DEAL 4... #+100H WESTERN HORSE—Antique 
bronze finish metal horse on Jefferson Clock. 
Glo-lite bezel glows in the dark. Walnut or 
ebony plastic case, 4’ high, 74’ wide, 4’’ 
deep. Wt. 4 Ibs. 


BUY 12 AT $8.97 EACH... 
FREE $29.75 HELBROS WATCH 


TYMETER CLOCKS 
ARE FAST SELLERS... 
BIG PROFIT MAKERS! 


TYMETER ELECTRIC CLOCKS are differont . . 
smart looking . . whoily new in concept . . and 
with plenty of consumer appeal. ‘‘Time at a 
Glance’’ colorama numerals register every second, 
minute, 10-minute and hour. Guaranteed 1 year. 


DEAL 2... #100 JEFFERSON TYMETER CLOCK 
—Tastefully styled walnut or ebony plastic case. 
Ideal for home, office or den. 4’ high, 73/4* 
wide, 4’' deep. Wt. 3 Ibs. 


BUY 12 AT $5.97 EACH... 
FREE $29.75 HELBROS WATCH 


DEAL 5... #900 BELVEDERE TYMETER CLOCK 
—Selected wood. Walnut, mahogany or blonde. 
Ideal executive gift for home or office. Colorama 
numerals. 41/g’’ high, 71/2’ wide, 31/2‘ deep. 
wt. 23% Ibs. 


BUY 12 AT $11.97 EACH... 
FREE $29.75 HELBROS WATCH 


DEAL 3... #851 GOTHAM TYMETER CLOCK 
—Modern picture frame wood case crafted for 
lasting beauty. Walnut, mahogany or blonde. 
3344’ high, 73/4" wide, 33/4’ deep. Wt. 23/4 ibs. 


BUY 12 AT $13.50 EACH... 
FREE $29.75 HELBROS WATCH 


DEAL 6... +710 TV LAMP CLOCK—TV case in 
walnut or ebony plastic. Gold trimmed video face 
glows in the dark. Independent nite light. 53/4° 
high, 6°’ wide, 3'/2"’ deep. Wt. 3 Ibs. 


BUY 12 AT $7.17 EACH... 
FREE $29.75 HELBROS WATCH 


TYMETER CLOCKS 
ARE ADVERTISED IN 


¢ GOOD HOUSEKEEPING || | “i 
e HOUSE & GARDEN fj 
¢ POPULAR MECHANICS 

¢ TIME MAGAZINE 


DEAL 7.. #715 TV LAMP CLOCK—TV case in 
walnut or ebony plastic. Features vertical read- 
ing. Colorama numerals. Independent nite light. 
53,’ high, 6’' wide, 3/2'' deep. Wt. 3 Ibs. 


BUY 12 AT $7.17 EACH... 
FREE $29.75 HELBROS WATCH 


DEAL 8.. #700-D CALENDAR TV LAMP CLOCK 
—Displays monthly calendar. Glows in the dark. 
Independent nite light. Walnut or ebony plastic 
case. 5°’ high, 5'/2°' wide, 32° deep. Wi. 
2 Ibs. 


BUY 12 AT $6.57 EACH... 
FREE $29.75 HELBROS WATCH 


FREE $29.75 HELBROS WATCH DEAL FOR LIMITED TIME ONLY! DON’T DELAY . . PLACE YOUR ORDER TODAY! 


PENNWOOD NUMECHRON CO. © 7249 FRANKSTOWN AVE., PITTSBURGH 8, PENNA. 


Want more facts? Circle 147, p. 83 


HARDWARE AGE, March 9, 1961 @ 91 





BUYING CHECK LIST: 


Want more details? Just circle item number on p. 83 


hours. The non-conductive outer 
housing and seamless liner are 
molded of boil-proof hi-density 
polyethylene, with a thick blanket 
of fiberglass between. Bottom is 
recessed for easy holding when 
pouring. The L-310S comes in per- 


manent all-through colors of two- 
tone tan, and two-tone turquoise. 
Packed in a poly bag with fact tag 
explaining features and guaranteed 
service. Suggested retail price is 
$3.49. Columbus Plastic Products, 
Inc., Dept. HA, Columbus, Ohio. 





Sell the W S 
that help 
sell themselves 


Washers are one of Hardware’s 
oldest staple items ... called for 
continually, profitable if moved in 
volume ... but very little imagina- 
tion has been used in helping the 
Dealer sell them. 


fou’d expect Wrought Washer, the 
world’s leading producer, to come 
up with a smart self-merchandis- 
ing package like Mil-Pac Twins. 
Yes, twin plastic tubes (red-topped, 
yellow-and-black holder) of lock 
washers and flat washers — two 
sales instead of one! 


Now you can merchandise washers 
to everyone who needs them... and 
everyone does . .. from counter or 
rack, and keep them up front. Top- 
quality merchandise, the best- 
known brand name in the business 

. and a healthy profit on every 
sale. Stock up now. 


order from your jobber 


Ask your jobber to show you Wrought Wash- 
er’s other sales-minded packages; exclusive 
Klip-Pac, Assortments and Single Tubes, 
Standard Shelf Packs, Bulk Washer Containers. 


sey WROUGHT: 
E Le WASHER MFG. CO. | 


psetemeen BAY STREET, MILWAUKEE 7, WIS. 
SHeridan 4-0771 ¢ twx Mi 277 


WORLD’S LARGEST PRODUCER OF WASHERS 


Ww /1 /6061 /HP 


Want more facts? Circle 148, p. 83 
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Item 29 
Tray-table and server set 


By putting brass handles on one 
of these tray-tables it becomes a 
handy serving tray for the hostess. 
The tray-tables have brass legs and 
king sized scallop and flower de- 


sign. Seaaeia retail price tee the 
complete set of four tray-tables, 
one complete with carrying han- 
dles, is $7.95. Marshallan Mfg. Co., 
Dept. HA, 1971 W. 85th St., Cleve- 
land 2, Ohio. 


Item 30 
Self-polishing floor wax 


Johnson’s New Stride, a self- 
polishing floor wax, can be washed 
with water and detergent up to five 
times and still retain a high gloss. 
The wax has a light colored film, 
good shine, and is rebuffable. The 


wax comes in an unbreakable plas- 
tic bottle which makes it easier to 
pour. New Stride is available in 
14-oz sizes retailing for 69¢, 26-oz 
retailing for $1.19. S. C. Johnson 
& Son, Inc., Dept. HA, Racine, Wis. 


Item 31 
Two electric paint sprayers 


BVI Model VS-850 (shown) 
with Triple Nozzle Turret has a 
click-stop turret to dial a fan- 





shaped spray for painting walls, a 
circular-shaped spray for general 
painting, or a fogging spray for 
garden sprays and _ insecticides. 
Sprayer is self-contained, with re- 
ciprocating type motor built into 
the shockproof head. Priced to re- 
tail under $20. The _ standard 
sprayer Model VS-855 is equipped 
with a sapphire nozzle which pro- 


duces a round spray pattern for 
general painting. It is priced to 
retail under $13. Burgess Vibro- 
crafters, Inc., Dept. HA, Grays- 
lake, Ill. 


Item 32 
Indoor-outdoor broom 


Yardbird Junior broom features 
a newly designed bag and label 
and comes in a matching display 
carton. The broom is wire-band re- 





inforced, and has sewed-in quality 
twine for durability. It has a red 
lacquered handle and durable broom 
bristles. Vining Broom Co., Dept. 
HA, 2530 Columbus Ave., Spring- 
field, Ohio. 


Item 33 
New line of utility vises 


Wilton’s 640 Line of utility vises 
consists of two models, No. 643% 
and No. 645. No. 643% vise has 


a jaw width of 3% in., a maximum 
opening of 4 in. and a jaw depth 
of 3 in. Pipe capacity ranges from 
1, to 2 in. Shipping weight is 19 
lb. No. 645 vise has a jaw width 
of 5 in., a maximum opening of 
514 in., and a jaw depth of 3% in. 
Pipe capacity is % to 2% in. 
Shipping weight is 34 lb. Both 
models have replaceable pipe jaws 
of hardened steel. Top jaws are 
also replaceable and are made of 
serrated steel. Both models have 
a large reinforced forming horn 


and an unbreakable 3/16 in. 
formed steel slide. Wilton Tool 
Mfg. Co., Dept. HA, 9525 Irving 
Park Rd., Schiller Park, Iil. 


Item 34 


12-cup aluminum percolator 


Enterprise’s 12-cup aluminum 
automatic percolator has a Per- 
sonal Taste Control which brews 
coffee to individual taste prefer- 
ences. It operates on 110 AC, and 
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Panzer puts you 


In the nrofit seat 


for spring garden tractor sales! 





Product of established, 70-year old manufacturer. User- 
proved 6 years, Panzer gives you top sales power! No other 
compact tractor has these exclusive selling features: 
@ No Gears to Shift! 
@ Floating Power! 


@ Actual Automobile 
Differential! 


@ Most Working Weight! 
@ Turns on a Dime! 

@ Safest on the Market! 
® Easiest to Maintain! 


Briggs and Stratton powered, with 5% HP engine, recoil starter 
and automatic choke « electric starter-generator model available « 
three forward speeds * positive action, geared steering * aqua 
baked finish, white trim. 

TO BUILD SURE, FOLLOW-UP PROFITS Panzer offers 20 customer- 
wanted attachments! 


Hurry! Dealerships still open! For full details on profitable 
solidly-backed dealerships, call Panzer collect now! 


PANZER PRODUCTS, INC., waynesborova. Phone WHitehall 2-8205 


A subsidiary of Virginia Metalcrafters, Inc. e Quality Metal Products Since 1890 


Want more facts? Circle 149, p. 83 
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makes 4 to 12 five-oz cups at a time. 
Brewing is fully automatic, and 
current adjusts to low heat to keep 
coffee hot. The percolator is grad- 
uated for 4, 6, 8, 10 and 12 cups. 
Retail price is $11.98. Enterprise 
Aluminum Co., Dept. HA, Massil- 
lon, Ohio. 


Item 35 
Wood finish counter display 


The Deft Wood Finish Magic- 
Pak counter display contains 2-gal- 
lons, 6-quarts, 6-pints, 6-half-pints, 
and six aerosol spray cans of Deft. 
Unit also has an easel display of 


three Deft-finished wood panels and 
a supply of finishing chart folders. 
Retail value is $58.26. Dealer cost 
is $34.96. Desmond Bros. Paint 
Co., Dept. HA, Box 2216, Torrance, 
Calif. 


Item 36 
Self-propelled rotary mower 


This deluxe 21-inch, 3-speed, 
self-propelled rotary mower has a 
foot controlled clutch that protects 
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the operator. The safety clutch 
disengages the blade drive, permit- 
ting the operator to stand close to 
mower when starting the engine. 
Blade drag is eliminated, making 
engine starts easier in tall grass. 
The mower has a 3 hp Briggs & 
Stratton engine. Throttle control, 
idle, run and stop controls are on 
the tubular steel handle. A sepa- 
rate speed control gives three for- 
ward speeds for light, medium, or 
heavy cutting without reducing 


blade power. Blade height is ad- 
justable from % to 3 in. Yard- 
Man, Inc., Dept. HA, Jackson, 
Mich. 


Item 37 
All-size electric can opener 


Gem electric can opener has a 
gear drive motor which carries a 
one-year guarantee. The unit has 
a quality steel rotary cutting blade, 
easily removed for cleaning, and a 
powerful magnet, both guaranteed 
for life. All moving parts are life- 
time lubricating. Unit comes in 
white or gold baked enamel. Opens 








all sizes and shapes of cans. Retail 
price is $8.88. Gem Appliance 
Corp., Dept. HA, 139 N. 10th St., 
Brooklyn 11, N. Y. 


Item 38 
Metal saw blade display 


This space saving wall or counter 
saw blade display shows at a glance 
the number, size, use, and price of 


je TROJAN Saw Blade 
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17 Trojan brand saw blades. The 
unit is made of heavy gauge welded 
steel and measures 714-in. high, 
1414-in. wide, 2-in. deep. It is color- 
fully silk screened in blue and yel- 
low baked-enamel finish. Durham 
Mfg. Co., Dept. HA, 110 Main St.., 
Durham, Conn. 


Item 39 
Play chair for children 


This children’s jumper, Model 
0401, has an automatic safety lock 
that opens and closes in one easy 


motion. The heavy chrome plated 
tubular steel frame has a covering 
of nylon-backed Whirly Star pat- 
tern of pink and blue on white 
linen-finished plastic. There are no 
finger catching latches. All cross 
bars or hindrances to child’s legs 
are eliminated. The jumper has a 
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WELL SEAL ELBOW 
A one-piece free- 


flow pattern that 
goes through the well 
seal. Threaded one 
end or serrations on 
both ends, 


@ Will not crack 
@ Re-usable 


® individually 
thread protected 





@ Cartoned 
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dine and play tray and bead bar. 
The unit folds compactly for stor- 
age. List price is $10.69. Dennis 
Mitchell Industries, Dept. HA, 4424 
Paul St., Philadelphia 24, Pa. 


Item 40 
Deluxe stainless dinnerware 


Oneida’s Chateau pattern of 
stainless steel dinnerware has the 
traditional look of fine silver, and 
Shadow-Relief finish to bring out 


ae > e a * ¢ 
. ~ © xe Bae - 

¥ 7 “ ~ as ro 
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the deeply sculptured design. It’s 
medium priced to take advantage of 
growing popularity of traditional 
home furnishings. Oneida Litd.. 
Dept. HA, Oneida, N. Y. 


Item 41 


Multi-purpose hand tool 

The Han-D-Vise is for factory, 
repair shop, or home use as a 
clamp, wrench, vise, or plier. It 
holds firmly work up to its maxi- 
mum jaw opening of 14% in. Deeply 
serrated jaws are made of heat 
treated hardened alloy steel, can 
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apply a pressure of 1 ton. The 
Han-D-Vise is copper plated and 
has Irilac finish for lasting appear- 
ance and resistance to weld spat- 
ter. It is available in 7 and 10-in. 
sizes, with or without quick action 
trigger release. Detroit Stamping 
Co., Dept. HA, 330 Midland Ave., 
Detroit 3, Mich. 


Item 42 
Hose-end applicator 


Here’s a hose-end applicator for 
applying liquid fertilizers and in- 
secticides to lawns. The Fastgun 


t |  % . 
; — ‘ 


is made of 100 percent linear poly- 
ethylene plastic that will not break 
and is chemical resistant. Makes 
10-gal of spray mixture from one 
filling of its quart capacity. Has 
finger-tip siphon control, and capac- 
ity markings for easy proportion- 
ing. Suggested retail is $1.88. H. 
D. Hudson Mfg. Co., Dept. HA, 589 
E.. Illinois St., Chicago 11, Ii. 


Item 43 


Decorative cabinet hardware 


These cabinet hardware items in 
the Kitchen Jewelry lines are suit- 
able for a contemporary or tradi- 
tional style kitchen. They’re made 
of solid-cast virgin Zamak that has 
been triple plated. Two sizes are 
available in both pull and knob. 
Pull No. 990 is 434 in. long, while 
pull No. 991 is 5°4 in long. The 
provincial knob No. 992 is 11/16. 
in. in diameter, and knob No. 993 


is 14% in. Each is available in An- 
tique Brass, Old Copper and Golden 
White. Clear enamel is baked over 
the finish for added protection. 
Items are packaged with screws in 
a plastic, see-through envelope or in 
bulk packages. Ajax Hardware 
Corp., Dept. HA, 825 S. Ajax Ave., 
City of Industry, Calif. 


Item 44 
Electric wall clock 


The Lustre, an electric wall 
clock, is Starburst-styled and has 
spires of brightly polished brass 
14 in. in diameter. It has a black 


4-in. dial with golden embossed ro- 
man numerals and hour markers, 
and polished brass hour, minute 
and sweep second hands. Retails 
for $9.98. Sessions Clock Co., Dept. 
HA, 65 E. Main St., Forestville, 
Conn. 


Item 45 
Decorative-styled caster 


Here’s a caster with a _ half- 
hooded horn permitting a decora- 
tive touch. The smooth swiveling 
action of the double ball bearing 
raceways is retained. Five caster 
stem models, and a plate caster, 
make it available for all types of 





Olympian Pump-Tank Units, compact water 

systems for shallow or deep wells. 1/3, 1/2, : 

and 3/4 hp. models. Olympian Jet Pumps, convertible for shallow or deep 
wells. 1/3, 1/2, 3/4, 1, 1-1/2 and 2 hp. models. 





Pressure Tanks, Corrosion-resistant 
“Fire-Cured” Myers Epoxy or hot 
dipped galvanized. Vertical and hori- 
zontal types, with capacities from 


11 to 315 gallons. Mye rs 


the name your 
customers know 
... and trust 


Submersible Pumps, for 
4 and 6 inch wells. 1/3 
to 15 hp. models. 





_ Reciprocating Pumps, for shaliow or — we: ee | | Portable Self-Priming Utility 
aaa * to 66 om. a Pumps, lightweight, high 
oe ey o Mes capacity. M-5 discharges 
5000 gallons per hour, M-7 
discharges 7000 gallons per 

hour. 


YES, I’m interested in learning more about Myers quality product(s). 
Please send me complete information on the items checked below: 


[] Pumps and Water Conditioners [} Water Conditioners 


[] Sump Pumps [} Utility Pumps [} Farm and Power Sprayers 
Company Name_— 
Address. 


- 


Sump Pumps, cast iron or Olympian Water Condi- | 
all bronze. Capacities to tioners, fully automatic, Signed ____ 
3050 gallons per hour. semi-automatic, manual 


and economy water soft- 
eners. Complete line of The FE. E. Myers & Bro. Co. 
filter and neutralizers ASHLAND, OHIO KITCHENER, ONTARIO 
also available. SUBSIDIARY OF THE MCNEIL MACHINE @ ENGINEERING CO 
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movable furniture. Hard plastic 
and soft rubber tread wheels are 
furnished for all stems with a 
choice of bright brass or nickle 
finishes. Special finishes are avail- 
able upon request. List prices range 
from $4.55 to $5.50 per set of 
four. Master Mfg. Co., Dept. HA, 
9200 Inman Ave., Cleveland 5, Ohio. 


Item 46 
Portable electric mixer 


Auto-Mix portable electric mixer, 
Model No. 909, has a handy 3- 
speed selector with fingertip con- 
trol. It features a sleek, modern 
design. Has large beaters, with 
instant release ejector. UL ap- 
proved and fully guaranteed, the 
mixer is packed in a point-of-sale 


carton with carrying handle. The 
mixer weighs 2%4 lb. Units are 
shipped six to a carton, complete 
with instruction booklets. Dealer 
aids are also available upon re- 
quest. Therm-O-Ware Electric 
Corp., Dept. HA, 1250 Rockaway 
Ave., Brooklyn 36, N. Y. 


Item 47 

Heavy-duty garden tiller 
Eska’s heavy-duty tiller has 16 

shatter-proof tines and finger tip 

control panel center. Has 3-hp, 4- 

cycle engine with automatic rewind 


starter. A special heavy-duty gear 
box consists of worms and worm 
gear of alloy steel. Tiller offers 
easy operation at depths of 6 to 8- 
in. Tilling width is 24-in. Eska Co., 
Inc., Dept. HA, 100 W. 2nd St., 
Dubuque, Iowa. 


Item 48 
Bolt merchandising rack 


Sharon’s Bolt Bar, a refillable 
bolt merchandising rack, contains 
72 sizes of plated lag, carriage, and 
machine bolts. The refillable trays 
are prepriced. The unit uses only 
12 sq ft of space, and is furnished 
with a bolt assortment order. The 
Bolt Bar may be purchased as a 


complete unit, or in separate sec- 
tions. Sharon Bolt & Screw Co., 
Dept. HA, Box 239, Norwood, 
Mass. 


Item 49 
Bug-killing outdoor torch 


The Redi-Torch repels and kills 
insects and supplies light for pa- 
tios, lawn, or beach parties. Each 


torch is mounted on a display card 
with a 5-ft., 3-section stand and 
spiral holder, brass finish torch 
head, and wick. Each torch head 
burns for about 6 hours. Refills are 
available in convenient six-packs. 
Harrison Oil Specialties, Inc., Dept. 
HA, Milwaukee, Wis. 


Item 50 
Quiet cupboard button latch 


Homeowners will like the silent 
feature of the Wilco button latch. 
The latch has a taloned-metal ad- 


justable grip that springs snugly 
around a friction resistant nylon 
button. Pull can be varied from 3 
to 14 lb by a simple screw adjust- 
ment. Latch may be mounted with 
bracket, recessed or mounted on 
shelf face. Wilco Products, Dept. 
HA, Van Nuys, Calif. 


Item 51 

Fishing lure storage chest 
Jiffy Fishing Lure Chest has 

four clear plastic drawers divided 

into compartments to hold 36 lures, 
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your best real value is 





SOUARE GEE” PIPE FITTINGS 


B34 

Here is why. The excellent quality features of Grabler Square ‘‘Gee’’ Pipe Fittings 
are the result of more than fifty years of experience making the best ey} ey-miladial 4 
— better. Your order for Grabler Square ‘‘Gee"’ Pipe Fittings from your best 
source —— your wholesaler, is assurance that your requirements are handled 
promptly and completely. The combined advantages of quality, service, and dis- 
tribution economy consistently make Grabler Fittings your best real value buy. 
Give your wholesaler an order today. 





The Grabler Manufacturing Company, 6565 Broadway, Cleveland 5, Ohio 





Grabler-Warehouses serving your 
best source — your wholesaler 








New York e Philadelphia « New 
Orieans « Boston « Atlanta e 
Pittsburgh « Cincinnati ¢ Dallas 
Chicago « St.Louis « Detroit « 
Denver . San Francisco . 
Minneapolis * Los Angeles 
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keeping them from being tangled. 
It has a flexible plastic drawer 
lock and carrying handle. Slot 
hangers on back are for mounting 
on boat. It’s completely rustproof, 
made of impact resistant plastic, 
aluminum, and galvanized steel. 
Campro Products, Dept. HA, Can- 
ton 1, Ohio. 


Item 52 
Blister packed flower shears 


These eye appealing blister 
packed flower shears, Model FH-4, 
are impulse and self serve items. 
The card face gives the uses of 
the shears in 5-color art. Reverse 
side of package illustrates and de- 
scribes five basic flower arrange- 
ments. The shears are fully chrome 
plated with stainless steel blades. 
They cut and hold flower in one 
motion. Ideal for arranging roses 


without getting scratched. Con- 
venient for cutting flowers in thick 
growth. Retail price is $2.75. 
J. Wiss & Sons Co., Dept. HA, 11- 
45 Littleton Ave.. Newark 7, N. J. 
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Item 53 
Card table, chair sets 


Hampden’s luxury bridge set, 
Model No. 201/101 is one of five 
sets being introduced. The set is 
available in bronze or silver blue 


frames with matching fabric in 
either a fleur-de-lis or Danish 
stripe pattern. Suggested retail 
price of the combination is $59.95. 
Hampden Specialty Products Corp., 
Dept. HA, Easthampton, Mass. 


Item 54 
Electric fence post packs 


This package of electric fence 
posts contains 10 Electro-Fence 
posts, 10 insulators, 10 patented 
one-piece insulator fasteners and 
10 wire clips. Posts are top-qual- 


ity rail steel, 48 or 54-in. lengths, 
with riveted anchor plates. Six 
holes in each post permit wiring 
at any desired height. The pack- 
age requires a minimum of shelf 
space. Packaged posts without ac- 
cessories are also available. West- 
ern Wire Products Co., Dept. HA, 
1415 S. 18th St., St. Louis 4, Mo. 


Item 55 
Toy punching-bag clowns 


Rocko the Clown is a punching 
toy made of tough, heavy gauge 
laminated vinyl. It has a weighted 
bottom, so when knocked over it 
stands up ready to be punched 


again. Comes in two sizes: T-100, 
39 in. high; and T-101, 50 in. high. 
The T-101 also has a bulb nose and 
squawker. Both are packaged in 
four-color display box. They retail 
for $3 and $4. Davis Products, Ince., 
Dept. HA, 7765 Lemona Ave., Van 
Nuys, Caltf. 


Correction 


On account of a transposition of 
figures the dealer profit on Dap, 
Inc.’s Duratite Glue Counter Mer- 
chandiser, Item 7, Jan. 26 issue, was 
listed incorrectly. The correct dealer 
profit figure is $21.91, on an as- 
sortment with a retail value of 
$47.76 that cost the dealer $25.85. 


Item 56 
Color water softener line 


The Princess line of water sof- 
teners is available in five pastel 
colors to match other colored appli- 
ances. Colors available: pink, yel- 
low, white, blue, and green. The 
Princess is fully automatic with its 
brine tank built-in. The heavy 
gauge steel cabinet is lined in 
porcelain enamel, inside and out. It 
can accommodate any one of three 
different sized fiberglass, corrosion- 
free tanks, making it suitable for 
the small or large family. The salt 
storage tank is made of rust-proof 
industrial polyethylene. Fully 
loaded, it will hold 150 lb of salt to 

(Continued on page 105) 
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COLOR ON BOLT DENOTES PRICE 
PRICE FOR EACH 
MACHINE BOLT 
CARRIAGE BOLT 
LAG BOLT 


PRICE FOR TWO 
STOVE BOLTS 


SCREW AND BOLT CORPORATION OF AMERICA 











QUICK-AS-A-GLANCE 
PRICING...match the bolt 
with the color chart... and 
here's what it means: 


Swe 
+sales + profits 
tells the Pep care Ree is gta 
— space 
= i WHO said it couldn't be 
price: done? Screw and Bolt 
Corporation has done it! 


here’s how it works...turn page, please... 
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New pre-assembied 
color-coded-bolt 
merchandiser puts 
you in business... 


Merchandiser holds standard package quantities... 
53 sizes and types... all fast-moving sizes recom- 
mended by NRHA Turnover Handbook .. . and 
every bolt is rust-resistant plated. 


INITIAL STOCK SHIPPED WITH MERCHANDISER 
Size and Quantity Shown 


ROUND HEAD STOVE 
BOLTS—ZINC PLATED 


MACHINE BOLTS (Con’t.) 


/16x 3/4” 
‘16x1 
/4x3/4 
/4xl1 

/Ax 1-1/4 


100 
100 
100 
100 
100 


FLAT HEAD STOVE 
BOLTS—ZINC PLATED 


/16 x 3/4” 
16x 1 
‘Ax 3/4 


/4x 1-1/4 


100 
100 
100 
100 
100 


MACHINE BOLTS 
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100 
100 
100 
100 
100 
100 
100 
100 
100 
100 
100 
100 
100 
100 
100 
100 


3/8 x 4” 


CARRIAGE BOLTS 


1/4x 1” 

1/4 x 1-1/2 
1/4x2 

1/4 x 2-1/2 
1/4x3 
5/16 x 1-1/2 
5/16x 2 
5/16 x 2-1/2 
5/16x3 
3/8 x 1-1/2 
3/8 x 2-1/2 


100 
100 
100 
100 
100 
100 
100 
100 


100 
100 
100 
100 
100 


Here’s what Screw and Bolt’s revolutionary color-code 
pricing means: 
e quick-as-a-glance pricing . . . just match the bolt 
with the color chart 
e no more pricing problems at check-out 
eno more price-marking . . . the color tells the price 
e no more price-change problems. . . new color charts 
will be issued 
Here’s what the new color-coded bolt merchandiser 
means to you: 
e traffic-stopping merchandiser changes bolts from de- 
mand to impulse items 


e fast-moving bolts (nuts attached) stocked at one 
location . . . no more running to the back room when 


SCREW AND BOLT CORPORATION 


P. O. Box 1708 . 


COLOR CODED PRICES 


PERS ROO 
co et ana eam 
ee Pies a& 


Merchandiser—36’ wide, 
20: 22” deep, 64” to top of sign. 
COLOR ON BOLT DENOTES PRICE 
PRICE FOR EACH: 
he aan ae Checkout, color- 
LAG BOLT coded price card. 


PRICE FOR TWO: 
STOVE BOLTS 
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the customer says “‘I want some of these. . . 


e attractive display of bright, plated, rust-resistant 
bolts upgrades sales for higher profits 

e merchandiser equipped with prominently-displayed 
color-price chart (with additional handy charts for 
check-out locations) 


e re-stocking simplified . . . labels for all sizes included 


Contact your preferred wholesaler for the profit story 
on Screw and Bolt’s revolutionary color-coded, pre- 
priced bolts. 


Place your order now for immediate delivery of the new 
profit-boosting color-coded bolt merchandiser . . . the 
really new idea in selling nuts and bolts. 


VMA-7624 


OF AMERICA 


Pittsburgh 30, Pennsyivania 


DIVISIONS: Pittsburgh « Gary « Southington Hardware « American Equipment 


AMERICA'S MOST COMPLETE LINE OF INDUSTRIAL FASTENERS 
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Ideal Door Closers offer a quality answer to 
your customers hardware replacement problem. 
Ideal closers and protective chains are easy to 
install by the homeowner and are guaranteed 
for his satisfaction. They fit all aluminum and 
wood combination storm, screen or jalousie 


doors. The exclusive “oiled for life’ feature vir- 
tually eliminates wear 


All Ideal Door Closers are made of high quality 
materials and are protected by a two coat wea- 
therproof finish. They are available in silver and 
lustrous brass. 


NO. 15 HEAVY DUTY CLOSERS — Leaf Type Aux- 
iliary Spring Eliminates “Bounce”. The Ideal 
No. 15 Heavy Duty Closer furnishes the ulti- 
mate in performance on standard weight wood 
and aluminum doors. Additional latching power 
makes it a practical closer for jalousie and in- 
terior wood doors. A tempered steel leaf spring 
counteracts the pressure build-up of the internal 
coil spring. Gives easier opening and greater 
latching power. Lubricated for 10 years. No. 17 
Ideal Closer is similar except it has heavier leaf 
and internal coil spring for extra heavy doors. 


NO. 80 IDEAL CLOSER—For standard weight metal 
and wood storm and screen doors. The Ideal No. 
80 Closer has a protector chain with hold up 
spring. The plunger rod uses a neoprene “OQ” 
Ring for air seal rather than troublesome leather. 
Oil Tempered spring and fast latching feature 
provide maximum closing power with a minimum 
of “bounce”. Shock absorber spring checks door 
at approximately 90° opening. Has locking de- 
vice to hold door open. Guaranteed self-lubrica- 
tion for 10 years. 


SASH ADJUSTERS © PUSH BARS 
QUIKI WINDOW CONTROLS 
BUILDERS HARDWARE SPECIALTIES 








NO. 90 IDEAL CLOSER — For Storm and Screen 
Doors. Gives you the same outstanding features 
as the No. 80 except it does not have the pro- 
tector chain and hold-up spring. Self-lubricated 
for 10 years. 


SELF-OILING CLOSERS — All Ideal Door Closers 
contain an exclusive patented oil cartridge that 
completely lubricates internal parts for 10 years 
or more. Extra long, oil tempered spring is fa- 
tigue proof and provides maximum closing power. 


PROTECTOR CHAINS — Limiting chains for com- 
bination doors and jalousie doors provide added 
protection for hinges, closers, glass and doors. 
Chains are cadmium finished. 


IDEAL HINGES — A complete 
line of plain or Oilite Bear- 
ing Hinges in a variety of 
types and finishes. Available 
in full mortise, full surface or 
half surface. There is an Ideal 
Hinge to meet your custo- 
mers’ every need. 
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your quality recommendation 


for good customers 


The number one choice of door manufacturers. 


A profitable replacement item or original equip- 
ment item. 


Easiest to install... just three 4%” holes. 
Bronze Ojilite Bearings on all rotating surfaces. 
Knob latches convertible to knob locks. 
Available in silver and lustrous brass. 


Finest and most durable finish in the industry — 
two coat, electrostatic, baked enamel process — final 
coat weatherproof superhard epoxy resin enamel. 


Oiled fo lif 


HARDWARE 


FLIP-TOP LATCH—Operates from 
the natural pressure of the 
thumb when gripping the han- 
dle. The “Flip-Top” works eas- 
ily in either direction and with 
either hand. Can be mounted 
for right or left hand installa- 
tions... three 14” holes. Avail- 
able in chrome and a variety 
of baked enamel finishes. 


DEAD LOCK — New easy 
to install, tamper-proof 
safety lock that dead 
locks with a full 7/16” 
throw. Fits stiles nar- 
row as 134”, on alumi- 
num combination, com- 
mercial aluminum and 
house trailer doors to 134” thick. 4” x 1” bolt- 
standard or saw-proof. Includes both mortise 
and rim-type strikes, installation template and 
two keys. 


IDEAL ALUMINUM AND STAINLESS PUSH BARS— 
Stainless steel push bars telescope to fit doors 
from 24” to 36” wide. Special low-cost aluminum 
bars fit doors 42” wide and less . . . may be cut 
to size on the job. Matching pulls. 


ST. PAUL 1, MINN. 





KNOB LATCHES — 
Floating heat treated 
hexagon spindles sup- 
ported on each end by 
Bronze Oilite Bear- 
ings. Quick installa- 
tion — three 14,” holes. 
Solid backed tulip 
knob. Available with 
extended shanks for 
jalousie doors. Choice 
of solid or resilient 
handles and. strikes. 
Converts easily to key 
operated knob lock. 


ADAPTER PLATES — Pre- 
punched for use with Knob 
Latches, when replacing other 
type latches. Will cover up to 
1” holes. Available in silver or 
lustrous brass. 


INSWINGING LATCH — ‘The first practical solution 
to the problem of inswinging combination and 
jalousie doors. Fits stiles as narrow as 1%4” and 


doors °4” to 132” thick. Rotating surfaces oper- 
ate on self- allies Bronze Ojilite Bearings. 


PUSH - PULL LATCH — Ideal’s Push-Pull latch fea- 
tures pressure-cast handles and low cost. Re- 
quires only three 14” holes for easy installation. 
Sliding thumb-button locks from inside... anti- 
lockout features. No springs to break. Sizes to 
fit 144” to 114%” doors. 


“QUIKI"" WINDOW CONTROL 
Long life. Stainless steel. Quick 
installation in new or old win- 
dows. 14” Regular. 1” Avail- 
able. 
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(Continued from page 100) 
provide sufficient softening for the 
average family for nine months. 
All valve bodies and internal metal 
parts are of brass or copper. The 
unit is insulated against electroly- 
sis. The Princess ranges in price 
from $295 to $495. Lindsay Co., 
Div. of Union Tank Car Co., Dept. 
HA, 1381 Marshall Ave., St. Paul 
4, Minn. 


item 57 
Crystal clear lacquer 


Lac-Var, a crystal interior-ex- 
terior lacquer, penetrates and seals 
in one coat. It dries tack-free in 
minutes. A second coat gives a 


soft-sheen finish without a heavy 
A special 


look. additive, Ultra- 


LAC-VAR 
Claan LACQUER 


~ 


violet Absorber, protects wood 
against discoloration from aging 
or exposure to strong light. Lac- 
Var will cover up to 400 sq ft per 
gallon, one coat. Chi-Namel Paint 
& Varnish Co., Dept. HA, 1101 3rd 
St., Minneapolis 15, Minn. 


Item 58 
Rifle, shotgun for youths 


A 22-cal. target rifle and a 410 
gauge shotgun, are for the youth 
and beginner market. The rifle 
(top), Model 320B, is a bolt action, 
single shot, top loader with high 
precision 8-330 receiver peep sight 
with quarter-minute click adjust- 
ments for windage and elevation. 
On the front of the rifle is the 
5-320 hooded ramp sight with in- 
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terchangeable bead and aperture. 
Safety is thumb-operated and goes 
on automatically when action is 
opened. Retails for $26.50. The 
Model 173Y shotgun is a single 
bolt action single shot. Stock is 
1214-in. and full choke barrel is 


ee 
ee 


22-in. permitting easier handling. 
Retails for $27.95. O. F. Mossberg 
& Sons, Inc., Dept. HA, 131 St. 
John St., New Haven, Conn. 


Item 59 
Portable garden tool cart 


The Kol Yard-Pal is a portable 
tool cart that holds all garden tools 
and equipment in one place includ- 
ing long and short handled tools, 
sprays, clippers, and supplies. The 
removable bag can be used for 
hauling leaves, weeds, etc. When 


bag is removed, the unit can be 
used to haul cans, fertilizer and 
heavy items. Features all steel 
construction and large rubber 
wheels. Retails for about $14.95, 
slightly higher West of the Rock- 
ies.* Kol Inc., Dept. HA, 2323 Ellis 
Ave., St. Paul 14, Minn. 


ported plastic material. 


Item 60 
Wheel toy for children 


Children can have hours of fun 
riding and pulling this Rick-Shaw. 
The toy is 56 in. long, 31 in. wide, 
41 in. high. The 16 in. wheels are 


plated, equipped with semi-pneu- 
matic tires and_ self-lubricating 
bronze bearings. The fully-bolted, 
hardwood construction takes the 
roughest play. Large wheel size 
allows it to roll easily over most 
terrain. Retail price is $19.95. 
Goshen Mfg. Co., Dept. HA, Go- 
shen, Ind. 


Item 61 
Deluxe folding chaise 


This Deluxe Cushioned Folding 
Chaise, Model No. 1732, is part of 
the Aristo-Lite line of aluminum 
outdoor furniture. A concealed ad- 
justment mechanism with finger- 
tip control adjusts the chaise to five 
positions. The frame is made of 
square aluminum tubing, with 
double helical, flat band construc- 
tion.. The 2% in. wide, beveled, ex- 
truded aluminum arms have mold- 
ed plastic tips in front and back. 
Reversible cushions are 2 in. Poly- 
urethane foam covered with sup- 


Overall 
length is 73 in., width is 26% in. 
Salmanson & Co., Dept. HA, 1107 
Broadway, New York 10, N. Y. 
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DODHIL: irha HARDWARE WEEK 


cee “uAPpY HOME VALUES” 
One Tube FREE with every dozen 


DURO-PLASTIC ALUMINUM, Liquid STEEL and E-POX-E GLUE 


4) Eo ‘1D [ >zn 
and then some * 


CeO gives you a special recipe for extra profit! 


Here’s the best HARDWARE WEEK 
SPECIAL we've ever had for you. 
Not one, not two, BUT THREE 
SPECIALS on the fastest 
selling items . . . in the 
nation’s fastest selling fix- 
it line. All are backed by 
the biggest advertising pro- 
gram in DURO-PLASTIC 

history. 


Mother - in-law Approved Promotion 


EE 


PLUS- 
FREE 
Merchandising Aids Wis 





r You really get 14 tubes for the price of 12 


4 because in every Baker’s Dozen there is a 


"EXTRA SPECIAL! S, 


valuable coupon. 12 of these coupons earn q 


@ BD-SPA-1 DURO-PLASTIC ALUMINUM 
® BD-LS-1 Liquid STEEL 
® BD-EPX-1 DURO-PLASTIC E-POX-E GLUE 


Offer PLASTIC 69c item: LOCK-it, Darn, 
Expicce &, PLASTIC MENDER or WHITE 
April 30, 1961 Sy, SLUE. Complete details 


Se in each carton. ns - o 


THE WOODHILL CHEMICAL CORPORATION 


1390 East 34th Street + Cleveland 14, Ohio 


“Originators and World's Largest Manufacturers of PLASTIC ALUMINUM” 
Want more facts? Circle 155, p. 83 
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Hard-Point Bow Saw Blades 


PROVIDE 3 TO 12 TIMES MORE CUTTING WITHOUT REFILING 


The black, super hardened tooth tips on SANDVIK 
bow saw blades are the answer! They stay sharp, 
cut faster, last longér ... much longer...than ordi- 
nary blades and they never need resharpening. Users 
save re-filing costs and gain many more hours of use 
with each Dlade. When you sell Sandvik Hard-Point 
Bow Saw Blades you offer satisfaction and gain 
repeat business plus larger profits . Proof that 


YOU GET MORE WHEN YOU GIVE MORE! 


Sandvik sree, ine.2z2:° 


1702 Nevins Road, Fair Lawn, New isis 


CAUTION 


F- Beleh An @eal-Lae 
Point Blades are- 
fully covered by \ 
U. S. Patents 
They may be imi-. 
tated in appear- 
ance Dut never 
matched in per- 
formance! ii 

<3 


Want more facts? Circle 156, p. 83 
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you one dozen tubes FREE of any DURO- a 





How a “reel reel’ can 
boost fishing sales 


Arms turn independently on a 
reel display devised at Jim’s Hard- 
ware & Toys, Atchison, Kan. This 
helps customers compare reels 
without removing them from their 
perches. 


Jim Miller doesn’t know where 
the three-legged iron base came 


Eighteen reels be compared 


instantly. 


can 


from. The rest he made. Each 
trio of arms is three lengths of 
broomstick inserted into a large 
homemade wooden spool. Dowel 
pins hold the arms in place. 

Each spool rests on a floor flange. 
These flanges are screwed onto 
short lengths of pipe, making the 
mast around which the spools turn. 

Advantage of the individually 
turning arms is that reels on the 
lower arms may be moved out from 
under the ones above, for easier 
examination. 

The shopper can turn the han- 
dles and work the catches of sev- 
eral of them for comparison pur- 
poses without cluttering a counter 
top. 


A fresh idea for your 


Summer promotion file 

A Michigan dealer has found a 
way to boost sales in long, slow 
seasons, particularly in the sum- 
mer. This dealer has found that it 
takes more than an average pro- 
motion or contest to make much 
difference in traffic during a heat 
wave. 


Accordingly, this dealer gives 
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PUMP SALES 


Ment 


PUMP SALES 
& SERVICE 


& SERVICE 


ae 














CALLBACK or SALE? 


For the dealer or contractor who handles Deming 
pumps, it’s probably a sale. Callbacks on Deming are 
rare. There are other advantages, too, that put more 
productive hours in your day: 

Deming offers you a big, ‘‘one-source”’ line of de- 
pendable pumps and water systems—you can sell the 
right one for the job. All are competitively priced. And 
Deming Sales Engineers are there when you need them 


“DEMING” 


337 Broadway © Salem, Ohio 


with technical help. Result: more time for you to make 
more sales ... with the plus of customer satisfaction 
that leads to repeat sales. 

Deming’s complete line includes Submersible Pumps, 
Convertible Jet Water Systems for shallow and deep 
wells, Shallow Well Reciprocating, Deep Well Rod, Multi- 
Stage Centrifugals, and Turbine Pumps in a wide range 
of sizes and capacities. 


Please send me complete descriptive literature on Deming 
pumps and water systems. 


NAME 


ADDRESS 


ae! ie 


Want more facts? Circle 157, p. 83 
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STORAGE SPACE BECOMES 


Equip your store with attractive 
Bonderized Steel Revolvo Rotating 
Bins for nails, rivets, fittings and 
other similar items. 


HERE’S WHAT HAPPENS! 


You store, display and sell, in 
only a few square feet of floor 
space (without having to touch your 
stock). Your customers serve them- 
selves from the easily accessible 
bins that display every binable 
item in your inventory. 


YOU PROFIT FOUR WAYS! 

1. Floor space is made more pro- 
ductive and more profitable. Less 
floor space is required. 

2. Time required to handle stock 
and serve customers is reduced. 

3. Your sales increase because your 
customers see and help them- 
selves to more items. 

4. Better display in less space — 
better fixtures mean a better 
selling job. 


Soaks 64 


Write today or ask your Hardware 
Wholesaler for FREE Folder 320-A 
“MODERNIZE WITH REVOLVO.” Shows 
full range of sizes and models. The 
Frick-Gallagher Mfg. Co., 102 S$. Mich- 
igan Avenue, Wellston, Ohio. 


BONDERIZED 


REVOLVO 


COUNTER PARTS CASES 


REVOLVO 
NAIL BINS 


NAIL BIN 
COUNTERS 


DISPLAY 
COUNTERS 





es 
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away pure gold, worth $1100 in 
what is known as a Lucky Gold Bar 
contest. “Gold gets to the trade as 
no other sales gimmick could,” the 
dealer says. 

Since the prize represents a big 
investment, this dealer ran the 
contest over the length of the whole 
summer this year. It was used as 
a steady promotional device in ads 
and displays in the several stores 
the dealer owns. 

Customers were not obligated to 
buy, merely to come into the stores 
and fill an entry blank. There were 
no guesses or jingles to write. The 
few limitations: Customers had to 
be more than 16 years old; em- 
ployees and families and relatives 
were, of course, ineligible. 

The winner name was drawn by 
the mayor of the city, and pre- 
sented the prize by him. This 
meant extra free publicity. The 
winner was allowed to keep the 
gold bar or redeem it for cash. 

Silver, pearls, diamonds, or other 
precious metals and stones would 
probably work just as well for 
dealers who want a glamorous pro- 
motion to excite new interest in 
the trade. 

“Extra traffic can be visually 
measured each day of a promotion 
where the stakes are high... and 
unusual,” the dealer says. 





HARDWARE HUMOR 

















"Hellow Acme Hardware?, 
About that lawn food” 





Know your product ...and close more sales! 


TOASTMASTER 
Portable Plus” 





» 


“PORTABLE PLUS” MIXER ONLY 

Model 17A1 $] 995° 

Color selection below 

“PORTABLE PLUS” MIXER AND STAND 
with bowl. Model 17A1-A3 Pp 
(available in white only) $9995 


* Detachable 6-ft. cord 


* Convenient mixing 
guide on handle 


* Extra-capacity chrome- ie 
plated beaters 7 


* Exclusive "safety- 
ejector lock”’ 


* Dual thumb-tip control 


* Choice of 4 deco- 
rator colors: Yellow, 
Pink, Turquoise or white 





* Recommended retail prices. 


EASY TO HANDLE. Per- 
fectly balanced for easy 
handling during any mix- 


Featuring sensational new 
“quiet-power”’ mixing ac- 
tion and super-speed per- 
formance. Available as a 
hand mixer only, or as a 
stand mixer with revolu- 
tionary “foldaway” stand. 


* Super-powerful 3- 
speed motor 


* Mixer weighs only 
2 Ibs., 11 oz. 


VERTICAL ARM ON BASE 
LOCKS EASILY INTO POSI- 
TION. To use, simply lift arm 


to full height and chrome 
lever snaps down to lock, 





Mr. Retailer: GET THE COMPLETE 


“INSIDE STORY” 
ON THIS TOASTMASTER MIXER 


Just drop a postcard to Advertising Dept. 
Toastmaster Division, McGraw-Edison Com- 
pany, Dept. 33, Elgin, Ill., and ask for the 
Toastmaster Sales Training Kit. We'll also 
send you information on how you can get a 
Toastmaster Mixer for your own home. Write 
Today! Don’t miss this offer! 











Our famous hallmark . .. 
symbol of outstanding quality 


TOASTMASTER' 


‘*TOASTMASTER” is a registered trademark of McGraw-Edison Company, 
Elgin, Ill. and Oakville, Ont. © 1961 


DANS 
TOASTMASTER DIVISION ve 
McGRAW-EDISON COMPANY Huis 
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JET PUMPS 


The truly modern jet pump, as you knew it until today, was principally 
the result of completely new designs, construction, and features developed 
by Tait in the early 50’s. Tait was responsible for many notable “firsts” — 
most of which were soon studiously copied, although never quite equalled, 
by overzealous competitors. Examples: Tait built the first competitive 
convertible jet, the first completely packaged multi-stage jet, the first 
axial flow jet; developed the Quick-Connect flange; and pioneered inter- 
changeability of parts. 

But Tait did far more than produce many of the most outstanding 
features ever built into a jet. Tait put quality into the jet pump— through 


automated high-precision manufacturing methods, electronic testing, and 
the use of the finest materials. 


QUALITY THAT INSURES PROFIT 


Only a manufacturer with such a reputation and dedication to high per- 
formance and high quality could produce the remarkable new Rapidayton 
jet pump of 1961. Here, NEW in design and NEW in construction, is a 
pump which suddenly opens the door to a NEW ERA OF PROFIT. 
Here are features (see next page) which give NEW meaning to depend- 
ability, high performance (with greater capacity and pressure) and long, 
trouble-free life. Here is a pump whose every component reflects a supreme 
quality. Here is a pump that performs as only a quality pump CAN 
perform. Here is quality that will sell—in a competitive market, in any 
market! And the profit which you make on the new Rapidayton jets you 
can keep—because of complete customer satisfaction, a minimum of call- 
backs and service. For a NEW ERA in jet pump profit, stock and sell 
Rapidayton. Do business with your Rapidayton wholesaler. 


Want more facts? Circle 160, p. 83 





NEW DESIGN AND CONSTRUCTION 


Proof of Superior Features and Supreme Quality 


NEW STYLING—The Rapidayton jets 
of 1961 have NEW sculptured styl- 
ing and NEW decorator colors. 
Strikingly modern in appearance, 
they reflect the supreme quality 
which is built into each part. 


STANDARD NEMA MOTOR—Big, long- 
lasting heavy-duty 56-frame motor. 
Overload protected. NEMA standard, 
available locally. Shaft couples with 
impeller outside the pump body; 
never touches water. 


 < 
AM, 


division 


NEW SHELL CORED CASTINGS with 
micro-smooth water passages for 
optimum efficiency. Quad-Volute 
pump body (in single casting) has 
NEW streamlined circular volute pas- 
Sages designed for self-priming. 


BRONZE IMPELLER AND WEAR RING 
— Impeller “eye” revolves inside re- 
placeable clearance ring. When 
needed, inexpensive replacement of 
part will fully restore the maximum 
efficiency of the pump. 


e 
¢ 


The Tait Manufacturing Company, 


© i961 TAIT MFG. CO, 


NEW OPEN, SEPARATE MOTOR 
MOUNTING BRACKET—Bolts easily 
accessible, so motor or pump 

can be removed without disturbing 
tank or installation. Sand elimina- 
tion chamber and brass seal retainer. 


yg 


CHOICE OF FLANGES—Choice of im- 
proved patented Quick-Connect 
flange for easy convertibility or NEW 
threaded flange for those who pre- 
fer to screw pipe directly into pump 
(for deep wells only). 


FOUR PACKAGED 
MODELS AND 
PUMPS ONLY 

TO CHOOSE FROM 


VERTICAL (FHA*) TANK 
*Farmand Home Applications 


“TOPMOUNT” SYSTEM 





My 
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A Golden Opportunity 
to More Sales! 


“If you want turnover and profit 
MERCHANDISE 


VISE-GRIP 


on the self service display rack” 


Says MATT D. KIPPER 
Havelock Hdwe, Lincoin, Nebr. 


Yes, this little display rack is stimulating Vise-Grip 
sales all over the country. It’s compact and real 
attractive...takes up only 14 inches of space. All 
models are clearly displayed and easily identified. 
Ads in Look, Saturday Evening Post, Farm Journal, 
etc. will continue to feature this display rack dur- 
ing 1961. Order your free display rack now. Simply 
write direct (or ask our jobber) for your free 
Vise-Grip display. 





mum of space (only 
14” wide). 


ae) 1. Requires a mini- 
a 


2. Easy to put up. Fits 
on peg board or wall 
space. 


3. Features the com- 
plete Vise-Grip line. 


4. Prices and models 
are clearly indicated. 


5. Bright yellow and 


black with easy-to- 
read sales message. 


PETERSEN MFG. COMPANY 
Dept. HA-3 ° DeWitt, Nebraska 


Want more facts? Circle 165, p. 83 
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Work gloves: Put ’em where 
they are needed most to sell 


A dealer finds a portable display the best 
means to hypo turnover and volume in 
this basic line. 


Manager Mike Evans, Kellogg Hardware Co., 
Golden, Colo., has always had satisfactory sales of 
work and garden gloves. But he has tripled glove 
sales in recent years with a simple innovation. 

That innovation is display portability. 

One side of a 2x4 ft perforated board display is 
fixtured to hold gloves. This display is light enough 
to be picked up and moved at a moment’s notice. 

Where the display is needed most is where it is 
put. During a Spring garden sale, gloves are in the 
outdoor lines’ section. During a snowy spell, the dis- 
play is placed next to shovels and rock salt. 

The glove business can be terrific, Mr. Evans says, 
if gloves are wisely chosen in the first place. This 
means that you must know the kinds of construction, 
roadwork, and farm season that predominate locally. 
Dairy farmers need rubber gloves, while dirt farmers 
have other choices. 

An apartment neighborhood means gloves for house- 
work. A suburban area leans heavily toward gloves 
for green-thumbers. And so it goes. 

The right gloves for the right season and local con- 
ditions, and display mobility, and a basic staple de- 
partment picks up abnormal sales activity. 

“You can average a sale an hour if you handle 
things right,’ Mr. Evans says. 


One side of portable display island holds 100 pairs 
of gloves. 








SWING-A-WAY Standard Can Opener 


Here’s another outstanding promotion 


by the stand-out promotion leader! 
| The Swing-A-Way Standard Can Opener 


is the top value in the field at 


the regular price of $2.98... but 
what a buy it is for your Hardware- 


Housewares Week customers at $2.48. 


Best of all, you make your full 


Swing-A-Way mark-up. Order the 


No. 506 Deal now... offer is limited! 


NO. 506 HARDWARE - HOUSEWARES PROFIT PACK 
CONTAINS RETAIL EACH | TOTAL RETAIL 








CAT. NO. 











506 | 3-No. 507W White $2.48 $14.88 
2-No. 507Y Yellow 2.48 
1-No. 507S Sandalwood 2.48 























Shipping: 3 No. 506 Deals to Shipper. . . Weight: 26 Ibs. 


SWING-A-WAY MANUFACTURING COMPANY e¢ 4100 BECK AVENUE e¢ ST. LOUIS 16, MISSOURI 
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New Tubing Cutters 
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RIECSID Ne. 205 Tubing Cutter 
Time-Saving, Slide-to-Size Vs” to 244" O.D. Capacity 


Your customers will find these new lightweight 
but strong RiItaip Tubing Cutters extra-handy 
on every job. Slight push on handle of large-size- 
range RIGID No. 205 snugs cutter wheel against 
tubing . . . locks it in position until released. Feed 
screw fully protected and enclosed . . . always feeds 
into tube with easy handle turn .. . can’t jam with 
chips or dirt. Wheel gives quick, clean cuts of 
copper, brass, aluminum tubing and thin-wall con- 
duit . . . no burr. Grooved rollers give easy flare 
cut-offs without tubing waste. Tubing always 
turns freely on 2 of 4 Rollers. Rollers smooth tubing 
ready for soldering. Fold-in reamer always handy. 
Spare Cutter wheel in handle. Wheel for plastic and 
aluminum pipe available for No. 205 only. 


Conform to Fed. Spec. GGG-C-77 Ib Type I1—Class I—-enclosed feed mechanism 


RIFeID Neo. 105 Tubing Cutter 


Protected Feed Screw 
Always Easy-Turning 
Ye" to 1¥e” O.D. Capacity 


Get ready for sure sales! Order your supply of these new 
RILAID Tubing Cutters today! Your Wholesaler has them! 


Want more facts? Circle 163, p. 83 
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Garden club's office in Roach Hardware. 


Dealer donates space for 
earden club headquarters 


Store gains prestige as garden supply 


headquarters, plus store traffic and sales. 


With display space at a premium, Darrell E. Roach, 
Roach Hardware, decided to give away some of it. 
Why? 

This Topeka, Kan., dealer feels that he has made a 
good swap. 

Mr. Roach donates room for a desk, book rack, 
telephone, and chairs to the Topeka Council of Garden 
Clubs. In return, Mr. Roach gains the advantage of 
having his store as headquarters for the best of all 


lawn and garden customers: Active garden club 
members. 


These are the folks who study books on the subject. 
They are on the search constantly for newer and bet- 
ter ways to improve their lawns and gardens. They 
spend more money on this hobby than any other type 
of customer. 


The council supplies its own equipment and per- 
sonnel. Mr. Roach’s only obligation is to supply space. 


Other dealers may want to contact local garden 
clubs with an offer to use their stores as club head- 
quarters. To do this you need a little spare display 
area, a better than average lawn and garden depart- 
ment, and a central] store location. 





American self-serve ideas 
spread to British Isles 


Mass merchandising and perforated 
paneling make an impact in England. 


Self selection they call it in England, and they wel- 
come it with open arms. This is the term applied to 
self service and mass merchandising by British deal- 
ers who are modernizing along American lines. 

The basic ingredients are the same as we know 
them. That is, open displays on modern fixtures, 
bright lighting and indentification of departments, 
and heavy use of perforated paneling. 

A good example of the American revolution taking 
place in British hardware merchandising is Sharpe & 
Fisher, Ltd., builders’ hardware dealer, Cheltenham, 
England (see photograph). 

This large, old, two-floor store has been completely 
remodeled. It looks much like its American counter- 
part, except for differences in pricing and spellings. 
The Bulman Co. of Canada, subsidiary of Bulman Co., 
Grand Rapids, Mich., designed and built all fixtures. 

All closed cupboards have been replaced with open 
displays. Perforated paneling converts all bare wall 
area and display backs into display area. Lighting is 
new throughout. There are no stockrooms. The en- 
tire store is a showcase for goods. 

Results? ‘“Gratifying increase in multiple item 
purchases. Much greater store traffic.” 


British store, American display concepts. 
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Don’t take our word for it 
—try anew RIG&ID Flar- 
ing Tool! See if you don’t 
get smoother, stronger, 
more uniform flares .. . in 
less time and with less 
effort than ever before! 
Then, compare this new 
Ritaip Flaring Tool, 
feature-by-feature, with 
any flaring tool you’ve 
ever sold or owned: 
® Feed releases automati- 
cally when flare is fully 
formed. ® Reversing feed 
screw burnishes flare. ® 
Hardened steel die bars 
are precision-machined. ® 
Large, comfort-grip feed 


~ 


Bend New..and the Best Vet 


screw handle turns easily. 
® Precision-ground, hard- 
ened steel flaring cone, 
eccentrically mounted in 
precision bearings, pro- 
duces rolling action for 
even metal flow ... gives 
uniform flare walls with- 
out galling. ® Tubing hole 
sizes are clearly marked. 
® Easy sliding rugged 
malleable yoke serves as 
stop for tubing to give 
correct flare size. ® Yoke 
clamp screw fits into 
centering hole . locks 
bars, yoke and tubing into 
perfect alignment. ® Stop 
pins keep yoke on die bars 


at all times... yoke can’t 
slide off. 


3 MODELS: 
FeITe(D No. 457 for 45° flares, e"" to %’” O.D. (7 sizes) 
RICAID No. 459 for 45° flares, 4" to %”” O.D. (9 sizes) 
RICBID No. 376 for 37° flares, 6" to %’” O.D. (6 sizes) 


For sure sales, stock and sell these new RRITZAID Flaring Tools. You'll 
want one for your service department, too. Call your Wholesaler today! 


Want more facts? Circle 164, p. 83 
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School time for builders’ hardwaremen 


Builders’ Hardware Institute begins June 11. Basic, 


intermediate, advanced, management courses offered. 


The Seventh Annual Architec- 
tural Hardware Institute sponsored 
by the American Society of Archi- 
tectural Hardware Consultants will 


be held the week beginning June 11 
at Ohio State University, Colum- 
bus, Ohio. The associate sponsor 
is the Ohio Chapter of ASAHC. 








Self-Selling 
Clothesline 
Your 
Profit-Line 
For Spring! 
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—plus FREE $1.98 Aluminum 
Container, handsome and gleam- 
ing, it displays and sells your 
clothesline stock; you can sell it 
for added profits! 


and FREE hard-selling, colorful 
display card, sells your market 
right on the spot. One in every 
package! 


Just Unpack It and Let It 
Sell Itself! 


Order your sure-profit stock from 
this flexible assortment: 

SP-25 4 doz. 45’ hanks 

all cotton clothesline 

4 doz. 54’ hanks 

all plastic clothesline 

2 doz. 54’ plastic hanks 
and 2 doz. 45’ cotton 
hanks clothesline 


SP-50 


SP-75 


When new clotheslines dance 
in the spring time breeze, 
make sure they mean sales 
and profits for you! 


Your Distributor is Ready 
Right Now to Take 
Your Order! 
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Courses to be given at this 
year’s Institute include the basic, 
intermediate, advanced, and the 
department management course 
which was introduced last year. 

Some of the subjects covered 
in the courses have been revised 
and realigned so that students 
entering the basic course may fol- 
low in succeeding years in the 
intermediate and advanced courses 
and progress in usual scholastic 
sequence. 

The basic course is to supplement 
on-the-job training with broad 
product knowledge and _ general 
operational procedures. One-to- 
three years’ experience with a 
hardware distributor or manufac- 
turer is desirable. Those who enroll] 
should also have a basic knowledge 
of blueprint reading and builders’ 
hardware procedures. Subjects 
covered are product information, 
blueprint reading, scheduling, and 
general subjects. 

The intermediate course is de- 
signed to equip the student with 
an increased knowledge of builders’ 
hardware and a firm grasp of 
operational procedures. This course 
is equivalent to one year of on- 
the-job training. Completion of the 
basic course with one year under- 
study of an architectural hardware 
consultant, or two-to-four years’ 
experience in contract builders’ 
hardware are prerequisite to en- 
rollment. Subjects coverered are 
architectural procedures, product 
application, hardware for commer- 





cial buildings, and general subjects. 

The advanced course is for those 
who have completed the intermedi- 
ate course, and have three-to-five 
years’ experience in contract build- 
ers’ hardware. Subjects are hard- 
ware selection, scheduling and 
detailing architectural  specifica- 
tions, and general subjects. 

The management course is limit- 
ed to regular and apprentice 
members of the ASAHC and to 
those who have satisfactorily 
completed the advanced course. 
This five day course of 30 hours 
instruction on basic business or- 
ganization and administration was 
specially designed by Ohio State’s 
School of Business Organization 
for the student to prepare himself 
for a management position. And, 
for the established manager who 
wants to improve his knowledge of 
management concepts and prin- 
ciples. 

The Institute begins on June 11 
with a buffet supper and get ac- 
quainted party at 6:30 p.m. 

A banquet and presentation of 
certificates will close the Institute 
on Friday evening, June 16. 

Students live in dormitories and 
take their meals on the campus. 
Daily attendance at dinner is a 
course requirement for basic, in- 
termediate and advanced course 
students. 

Seminar sessions follow dinner 


Class room work is on the daytime 
schedule of the Institute. 
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FROM 
_ CAMPBELL 


Now—a silk-smooth, lustrous new finish to increase sales! 
~Blu-Krome’ finish prevents rust, resists corrosion and tar- 
nish, wont chip, peel, crack or flake. Available in Proof 
olale Ml >)>)oMm @tol] mm Qi atoll ania Mael @telai0d ol] Man al ola-Mio lalla: imelale Mela 
Relded and 
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“ BLU-KROME” Cs. 















—— apes 








Get Complete Information from Your Campbell Wholesaler, or- Write Direct 


CAMPBELL CHAIN COMPANY 


3 FACTORIES: York, Pa. ¢ West Burlington, lowa © Union City, Calif. 


WAREHOUSES: Medford, Mass. 
Chicago, Ill. - Portland, Ore. - 


PS itelatic Ma Cls R 
Seattle, Wash. - 


Dallas, Texas 
Los Angeles, Calif. 





School time for builders’ hardwaremen 


(Continued from page 117) 


on Monday, Tuesday and Thursday 
evenings. Dinner attendance is not 
a requirement for management 
course students, but attendance is 
requested. 

All during the Institute, those 
taking the various courses live in 
dormitories on Ohio State Univer- 
sity’s campus. All meals, also, are 
taken on the campus. This arrange- 
ment provides adequate housing 
and eating facilities, and enables 
students to know each other. 

On Wednesday evening there 
will not be a dinner or seminar. 
Students have an open evening, 
and may leave the campus. 

The Institute staff consists of 
Dr. William B. Logan, director, 
distributive education service, Ohio 
State; and George P. Merrill, ex- 
ecutive director of the American 
Society of Architectural Hardware 
Consultants. 

The Ohio chapter of ASAHC 
arrangements committee consist of 
Stanley O. Hooghkirk, chairman; 


Francis E. Traver, and Adrian R. 
Page. 


Instructors for the management 





course will be seven professors of 
the school of business organization, 
O.8.U. 

Full details about the Institute, 
and registration forms, can be 
obtained from ASAHC, 220 E St., 
Santa Rosa, Calif. 


After the day's program is over, Institute students get on the books in their 
dormitory rooms. 


Turmer HARDWARE DEALER'S VACATION CONTEST 


A big contest for hardware dealers and their wives. All you do is mail 
this ad with your name and address. Include the name of your jobber 
salesman because duplicate first and second prizes will be awarded to 
the winning dealer's jobber salesman. 


Entry bianks may also be obtained from Turner salesmen or in any of 
the merchandise shown below 


Vi 


* 


LP70 


Buy 3 regular Turner Torches 


and 4 Tanks 
FREE 


LP175-6 


GET 2 


6-Pack of Turner super capacity 
fuel tanks with 17'2°% more fuel 
fits all standard torches, stoves, 


rjale mer. taba. gat 


LP80 


includes 3 Hot Blast Paint 
Scrapers—l FREE FUEL TANK. 


DEALER ENTRY BLANKS IN EACH OF 
THE PACKAGES SHOWN BELOW 


Dealer 
COST 


TANKS $19.27 


Dealer 
COST 


$7.98 


Dealer 
COST 


$19.95 


This contest Subject to Federal, State and local laws. 


EXTRA! Ail Turner Tanks have 14.1 


10 


ounces or 26.7 fluid ounces of fuel. 


mel details, write 


or ACAPULCO 


If you live West of the 


FIRST PRIZE 


in NASSAU 


River 


Mississipp; River 


2 SECOND PRIZES 
9 ZENITH PORTABLE 
TELEVISION SETS 


5 3rd PRIZES 


> CASCO 
ELECTRIC BLANKETS 


Ath PRIZES 
10 TURNER PORTABLE CAM 


p STOVES 


20 Sth PRIZES 
20 TURNER TORCH KITS 


Turner Corporation sycamore, wunois 
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Sales 
methods 
get 
outdated, 
too! 


If you want to “clean up” in ‘6l... 
want to increase your water system 
volume...the place to start is with 
your sales methods. For instance, 
how do they compare with the hara- 
hitting, modern program of the FLINT 
AND WALLING Dealer? FLINT AND 
WALLING DEALERS (co not waste time 
trying to grind out their own sales 


promotion ideas. Instead, they are 


handed a neat, easy-to-use package Se|| thee 
of them. 4 
This professionally planned material packa Pe by 


— plus a complete line of pumps, 
tanks, and water conditioners 
properly engineered and com- 


petitively priced —is backed | a a WALLING 


by a penetrating national | KENDALLVILLE, INDIANA 
advertising program that really gets 
results. The whole thing is known as 
the FLINT AND WALLING ‘PROFIT 


=| 
PACKAGE,” and we'd like to tell you 
a pump. 


more about it soon. Write us today. for every purpose 
Want more facts? Circle 168, p. 83 
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SYLVANIA LIGHTS YOUR WAY TO BIGGER PROFITS! 


Hook up to this new 
Sylvania deal... 88¢ 
pure gravy from each 


PANELESCENT 
NITE LITE 
SWITCH PLATE 


Here’s another can't-miss profit oppor- 
tunity for you from Sylvania! It’s the 
hook-’em-up PANELESCENT® Nite Lite 
Switch Plate in a self-selling blister 
pack. Just put up a hook, swing on your 
supply of blister packs, let them sell 
themselves for $2.497 each, and rake in 
88¢ profit on every sale.* And that’s 
handsome profit from space you haven’t 
even used before! 


Ready for more? Coming up! Sylvania 
gives these switch plates the big push— 
in The Saturday Evening Post and 
Popular Mechanics — Arthur Godfrey 


NEW 


SAFE 
LIGHT 


over CBS—and Don McNeill’s Break- 
fast Club on ABC. 


Get your electroluminescent 
PANELESCENT Nite Lite Switch 
Plates today. And ask about 
your new high-powered 
PANELESCENT Nite Lite dis- 

play, too! See your Sylvania distributor. 

Or write Lighting Division, Sylvania 

Electric Products Inc., 

Dept. 89, 60 Boston St., 

Salem, Mass. In Canada: 

Sylvania Electric (Can- 

ada) Ltd., Montreal. 


wee SY LVANIA 


re SWITCH 


PLATE 


tManufacturer’s suggested price 
*Based on typical industry discounts 


SYLVANIA COLOR PACKS INCREASE 
LIGHT BULB SALES AS MUCH AS 66% 











Subsidiary of GENERAL TELEPHONE & ELECTRONICS \sx3) 
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DRAMATIC 
3-DIMENSIONAL 
MERCHANDISING 
DISPLAY 
and 
S TUBE TABLE RADIO 


° EF WITH TIPON 
No. 7 ASSORTMENT 
Display rack measures 16” wide, 19” high and 
7” deep. Can be set on counter or hung on wall. 


TIPON 


peo} tlod Fae lo. 


No. 7 Assortment Contains: 

2 doz. Appliance White 

1 doz. Mahogany « 1 doz. Walnut * 14 doz. Maple 
1/7, doz. Blonde « 1% doz. Black * 14 doz. Gold 


Retail value $72.00 
Dealer profit 40% 


PLUS FREE Display 
PLUS FREE Radio 


Beautiful black and ivory table radio. 
Printed circuit... built-in antenna 
...non-breakable plastic case. 


TIPON, the new instant touch-up for 
furniture and appliances, now makes 
you the biggest offer ever! Order the 
No. 7 assortment (and you get a free 
display rack) or any TIPON assortment 
of 6 dozen. Either way you are entitled 
to a FREE 5 tube Deluxe Table Model 
Radio. Order TIPON today! 


TIPON CORPORATION 
Los Angeles 6, Calif. 


Over 30 Million TIPON Sold! 





Selfix picturesque 
plastic DOILIES 


Another First.... 
Another Big Profit-Maker! 


It’s another distinctive new doily design to 
complement America’s most complete 
line of plastic doilies and place mats. 
The pretty-as-a-Picturesque doily 
centers are full-color rose and fruit 
designs, enhanced by graceful 

outer lacing similar to fine hand 
crocheting. Luxurious and practical 
as table settings and interior 
decorations, the Selfix Picturesque 
Doilies are now available in... 


2 New Sizes in Lovely 
Rose or Fruit Patterns! 


No. 838 (8%) Pre-priced, 2 for 49¢ 
No. 839 (9%) Pre-priced, 2 for 59¢ 


Attractive, full- view, 
self-selling package 

with 

punched header card 

No printing on poly bag to hide 
merchandise. A punched Header 
Card provides easy racking 


for greater impulse sales. Two 
doilies per polyethylene package. 
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CONTOUR DOILIES : RUFFLED DOILIES 


: REGULAR DOILIES PLACE MATS 
No. 825, 10” size, 2 for 49¢ No. 820, 9” size, 4 for 69¢ 


2 ses Five different sizes e No. 802, 10” x 14” size 
No. 826, 13” size, 2 for 69¢ ie No. 823, 13” size, 2 for 69¢ ee 4V9" to 12” be A for 98¢ 


: | 4 for 29¢ and u 
© rR EE: BES ee ee. oe EES ike YD ty CORONER La! ee ee Soren LEE OEE BEG A TE 
<p Selfix...originator of the AT I. ~' 
or RR a a @GmizZiIxXK PRODUCTS COMPANY 


piastic household aids. 223 W. ERIE STREET, CHICAGO 10, ILLINOIS 
Want more facts? Circle 171, p. 83 
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S-K /Lectrolite .. . America’s quality line of wrenches. 
A complete selection of sockets, handles and wrenches... . 
sold in sets to give you 4 to 6 time turnover. 


See reverse side for illustrations of a few S-K /Lectrolite Sets 





that 
extra quality 
your customers¢ 
can feel 


Once a customer handles an 
S-K/Lectrolite Wrench, your sale 


is two-thirds made. He sees... 


he feels ..: and he buys! 



















Set No. 4520 


...and S-K/Lectrolite 


combines top quality with 


New! Set No. 330-RH 


~< top profitability 


Simplified line includes most popular tools 


...covers over 90% of all wrench demand 


Set No. 580-B 


4 to 6 time turnover proved by actual 
sales records in all types of outlets 


Established acceptance among tool users 
everywhere 


Protected profit—S-K/Lectrolite tools are 
available only through established, rep- 
utable outlets 


Every S-K/Lectrolite tool is fully guaran- 
teed against defects in material or work- 
manship 


Nationally advertised in outstanding 
trade and consumer publications 


YOU GET TOP MERCHANDISING, TOO, WITH 
FREE SpaSaver* DISPLAYS 


Famous S-K/Lectrolite Merchandising aids make it doubly easy 
to convert “‘shoppers’”’ into buyers. You have more than a dozen 
SpaSaver* Displays to choose from...each designed for maxi- 
mum sales impact in a minimum amount of space. And remember: 
each display is yours FREE with purchase of tool inventory. 


FREE: Send today for new S-K/Lectrolite 
brochure of FREE SpaSaver* Displays. 





*Trademark 


| CHICAGO 32. ILLINOIS 
Nil (/] > 
DEFIANCE. OHIO 


Designers and manufacturers of quality wrenches since 1923 


Set No. 4189 


For more details, circle No. 101 on your Information Card 


Printed in U.S. A. 





W7ELLSAW 400 


ELECTRIC HAND SAW 


Sell the WELLSAW 400 Every once in awhile a product comes along that 
for jobs like these... catches the imagination because it’s practical 
| and it’s different. That’s what is happening with 
\ ws a NYY the Wellsaw 400. 

yee) ag 4 The Wellsaw 400 is a simple but tremendously 
: effective idea in sawing. The user can quickly learn 
to do anything with it that he can do with a hand- 
saw. The Wellsaw 400 is well built. It features a 
husky 7 amp. motor, precision ball and needle 
bearings, heat treated helical gears—you can sell 
it with confidence. The Wellsaw 400 performs re- 
markably. 8” blade is all usable, cuts on in and 

out strokes with no whip, no kick, no pull. 


Start cashing in on the profit potential of the 
Wellsaw 400 right away. Write for full informa- 
tion or ask your wholesaler to place an order 
for you. 





WELLS MANUFACTURING CORPORATION 
IALISTS SINCE 19255 
THREE RIVERS, MICHIGAN 
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BETTER THINGS FOR BETTER LIVING. 


Du Pont announces— 


8 New Sales Winners 


—_—__ Dj Pont 
aD | ROSE FOOD 


ROSE FOOD 

6-8-6 Special blend of organic 
and inorganic nutrients. All 
the food needed to grow 
lovely roses. Contains long- 
feeding Uramite®. 


Du Pont SULFORON X 
Wettable Sulfur 


Controls powdery mildew 
on roses and ornamentals, 
peach and apple scab, 
brown rot on stone fruits. 


SULEORON * | 


We, table Sul’ 


Du Pont 
ROSE CANE SEALER 


Protects pruning cuts on 
roses, small wounds on 
trees and shrubs. Handy 
dauber in the cap. 


Du Pont AZALEA and 
EVERGREEN FOOD 


Complete formula for acid- 
loving plants. One applica- 
tion feeds for an entire sea- 
son. Contains long-feeding 
Uramite® fertilizer com- 
pound. 


+ 4 Big Traffic-Building Specials 


New special combination deals sure to build 
traffic. Your customers get a break—you 
get extra profits! 


Generous Co-op Ad Allowance 


Every case you buy get’s you a buck for your 
own advertising campaign. Free mats and 
scripts—just ask! 


Du Pont TREE BANDER 
Insect Barrier 


Handy aerosol forms sticky 
band on trees, shrubs and 
vines to keep crawling in- 
sects off flowers and leaves. 


Du Pont 
1% ROTENONE 


Powerful— but safe —con- 
trols insects on a wide vari- 
ety of vegetables and 
flowers. 


Du Pont DORMANT 
and SUMMER Spray 


New—for use in growing 
season as well as in dor- 
mancy.Contains malathion. 
Even controls scale insects. 


i 





Du Pont 
PROFESSIONAL SPRAYER 


Hose sprayer with special 
nozzie that can spray up- 
wards for underside of foli- 
age. Easily converts to mist 
spraying. 


Bigger and better than ever! 
Now —14 full-color pages 
packed with vital and basic 
information on disease and 
insect control. Real traffic 
builders— because garden- 
erscan getthem only through 
Du Pont Dealers. 


GARDEN CHEMICALS 


RE6.u.s. pat OFF 


« « « THROUGH CHEMISTRY 


(See page 149 for more exciting Du Pont news) 
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How to sell power tools 
against price competition 
(Continued from page 73) 


actual working conditions. 

Commercial Hardware has a lib- 
eral advertising budget. Most pro- 
motion for power tools consists of 
large newspaper ads and television 
spots. The store uses short spots 
on TV to give actual demonstra- 
tions of various tools. These spots 
get high audience ratings. 

The company encourages credit 
buying and uses various plans. 
Some items are sold on open ac- 
counts, others by the instalment 
plan, providing a good credit rat- 
ing has been established. 

On all accounts over 30 days 
there is an interest charge amount- 
ing to 144 percent per month on the 
unpaid balance. 

“To make a profit on power tools, 
the store owner or some key em- 
ployee should be keenly interested 
in them,” says Mr. Horgan. 

“We find this knowledge and en- 
thusiasm can be passed on to a 
hesitant customer. Also there are 
many questions from new custom- 
ers, while regular customers want 
to keep up with new products and 
attachments. 

“There is a lot of personal sell- 
ing in this field, so the salesman 
must know and love the business. 

“These things don’t sell them- 
selves. Hardly anyone ever comes 
in and buys a $350 power tool un- 
less someone gives him some per- 
sonal help on it.” —End 


HARDWARE HUMOR 
DWARE 
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TWO WAYS 10 MAKE HUET 
MORE MONEY ON 
WATER-SOFTENER SALT 





STEER 


ELECTRONIC WATER SOFTI 


Here’s a business opportunity no one should 
overlook! The market for water-softener salt is 
profitable . . . it’s equally strong winter and 
summer ... and it’s growing by leaps and bounds 
in hard-water areas everywhere. 


The best way to get your share of this booming 
market is to sell the salt that does the best job of 
regenerating all types of home water softeners— 
Sterling Water-Softener Salt. Either of the methods 
described below will help you make extra money on 
this fast-moving product. The method you choose will 
depend on the number of softeners in your area. 


I. Delivery. Where many of the homes in your area 
have water softeners, you can profit by setting up a 
“milk route” for salt. With a definite number of homes 
needing salt week after week throughout the year, you 
can sell a lot of Sterling Salt on a regular basis. This 
home-delivery system, by enabling you to visit cus- 
tomers at regular intervals, will also help you sell 
many other items. 


(Note: Sterling Water-Softener Salt products for home 
delivery are available in tough, multi-wall 100-, 50- and 
25-lb. bags. All can take a lot of punishment .. . all 
are easy to store and handle.) 


II. Display. In areas where the water-softener market 
is less developed, you can make a good profit by 
establishing your store as the community headquarters 
for softener salt and service. How to accomplish this? 
Here are a number of merchandising ideas that have 
proved successful many times. : 


First, use the selling power of the colorful bags 
themselves by arranging a Sterling Water-Softener 


Service and research are the extras in 


STERLING .2:-.<- SALT 


INTERNATIONAL SALT COMPANY 


STERLIP 


SRINE BUTTOR 


Salt display in your store. Then, choose from the 
variety of free sales aids available from International 
Salt Company. You can brighten your display with 
compelling posters, tags and counter pieces .. . tell 
passing motorists that you stock this popular product 
by posting an “Authorized Dealer” sign outside your 
store... place Sterling Salt ads in your local newspaper 
...orsend mailing pieces to key customers in your area. 


What Sterling Salt product should you carry? 


Different softener manufacturers sometimes recom- 
mend particular types of salt to regenerate their units. 
You don’t have to carry all these types! The Sterling 
representative in your area can advise you on which 
Sterling Salt product will do the best job of regenerat- 
ing the particular softener units in your area. This man 
can also supply you with the one or two products you 
need—from the full line of quality Sterling Water- 
Softener Salt products. Clip the coupon for more 
information. 


25-ib. bag of Brine Buttons, with its own 
carrying handle, is a fast-moving item! 


International Salt Company 
Department HA-361 
Clarks Summit, Pennsylvania 


|_| Havea Sterling representative contact me with 
further profit data. 


Name 





C ompany 
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‘SPACE- 
SAVING 























Don’t fool yourself... your stocking space costs money, especially 
when it can be more profitably used for seasonals. 

Our phenomenal (really!) delivery has enabled some wholesalers to turn 
their heavy hand tool stock 7 and 8 times, compared to their previous 3 or 4. 

If you wouldn’t mind saving some cold, hard cash (and keep your 
customers happy, too) why not give us a call, or better still, send an order 
then sit back and count the hours it takes us to deliver. 


WARREN TOOL CORP., WARREN, OHIO 
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Bookt 


for a dealer's library 





“How to Choose and Use Power 
Tools” has three values to dealers. 
First, the book serves as a training 
manual for new employees in the 
tool section. The book is written 
simply and is packed with illus- 
trations. Second, the book pro- 
vides an interesting centerpiece for 
store or window display of power 
equipment. Third, the book has 
resale possibilities, or use as a pre- 
mium to heighten interest in a 
power tool promotion. Special em- 
phasis is placed on new uses for 
modern tools, importance of acces- 
sories, how to plan a workshop, 
shop safety, and a glossary of man- 
ufacturers. Available from Arco 
Publishing Co., 480 Lexington 
Ave., New York 17, N. Y. Price: 
$2.50. 


“Small Business Administration 
Reporter, No. 739,” is a_ booklet 
helpful to dealers interested in 
forming local development compa- 
nies. These companies serve as 
independent financing agencies for 
local business. Specifically, Reporter 
No. 739 tells how development com- 
panies can obtain funds to provide 
shopping center space for small 
business firms. It also goes into 
lease requirements and leasing pro- 
tection for the small business man. 
The Reporter is a periodical. It’s 
available to dealers who request to 
be placed on a mailing list. Write: 
Small Business Administration, La- 
fayette Building, Washington 25, 
D. C. 


“Fifty-Five Colorful Years” will 
interest dealers who want to study 
the histories of products they sell. 
It is the story of paint and paint 
merchandising in America. The 
book, based on progress through co- 
operation without collusion, treats 
many aspects of the paint world as 
seen by Ernest T. Trigg. Mr. Trigg 
is considered one of the giants of 
the early days of paint manufac- 
ture. From early research through 
modern sales promotions, this book 
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A complete saw blade sales center, at a low dealer cost and a high 
dealer mark-up. Everything you need to take care of the hobbyist, 
do-it-yourselfer and professional. And this unit is only 114” deep, 
less than 15” wide and only 8” high. Easel back for standup 
counter merchandiser, eye punched for wall or peg board display. 


Blades are packaged in individual plastic sleeves, each sleeve-pak 
regardless of type of blade is priced the same...perfect for self- 
service. Wide assortment of blade types, sizes, ends and teeth 
insures you'll have what your customers want. 


No. 50 Merchandiser contains 
5 packefs each of the following 











No. of 


Part No. 


Type 


- 


Style 


Length 


Teeth 


Width 


Blades 





5110 


or. Jig 


Pin 


5” 


10T™ 


8 





5015 


Jig 


5” 


15T 





6110 


6” 


10T 





6015 


Jig 


6” 


15T 





6118 


Jig 


6” 


18T 





6208 


Sabre 


8T 





6016 


Coping 





6516 


Coping 





6506 


Coping 


.093 





6502 








Coping 





Pin 








22T 





.093 





7 





Since 1880 Better Hand Hack Saw Blades, Power Hack Saw 
Blades, Band Saw Blades, Jig and Coping Saw Blades. 
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new reasons why 





Lon-Tact’ 


the ORIGINAL self-adhesive VINYL 


means more dollar volume per square 
foot of selling space than ever before! 


§ This Spring, your customers — professional and do-it-your- 
selfers will be shopping for ideas to stir their imagination... . 
The six new CON-TACT patterns for Spring give your customers 
Sales Stimulating Ideas in a variety of exciting colors and de- 
signs that have Customer Eye-Appeal and Buy-Appeal. 


ii Make springtime “profit time” by featuring and selling the 
New C-20 Assortment which contains: (a) TERRAZZO — Grey 
(b) FANTASIA — White (c) FANTASIA — Black (d) ROSEBUD — 
Red (e) COLONIAL — Biue (f) TERRAZZO — Tan. .. . And a com- 
plete Advertising-Promotion Program to sell it with —insures 
rapid turnover and big profits on high mark-up CON-TACT. Retail 
value — $73.50. 


888 Your C-20 Assortment is pre-sold with big-bold-hard hitting 
CON-TACT ads that promote our new consumer theme “CON- 
TACT COVERS EVERYTHING INCLUDING THE KITCHEN SINK” 
and features the six new patterns for Spring 1961. ... The most 
powerful and widely read Sunday newspapers will be used in 
all major markets. .. . CON-TACT ads will be seen by over 14 
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million Families — the very people who will shop and buy in your 
store. 


iv CON-TACT not only has brand-name acceptance, but is the 
only self-adhesive plastic SANITIZED treated for soe pro- 
tection. Another plus selling feature exclusive with CON-TACT. 


VY To back you up at the point-of-purchase, CON-TACT’s com- 
plete merchandising program affords you effective display ma- 
terial available from CON-TACT distributors. ... All this plus a 
continuous program of sales building promotions. 


Vi Truly a great opportunity to trade up your customer. ... 
Every consumer who purchases one or more of the six new 
CON-TACT patterns will mean not only more satisfied customers 
— also more repeat sales and greater profits for you with any 
one of the other CON-TACT family of products. ... SCULPTURE 
CON-TACT and CON-TACT TOP. 

Write for name of your distributor to 


COHN-HALL-MARX CO., Dept. 18, 1407 Broadway, New York 18, New York 
DIVISION OF UNITED MERCHANTS AND MANUFACTURERS, INC. 
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provides an insight into the prob- 
lems and decisions that led to do- 
mestic paint’s becoming the stand- 
ard of the world. Available from the 
National Paint, Varnish and Lac- 
quer Assn., 1500 Rhode Island Ave., 
N. W., Washington 5, D. C. Price: 
$3.50. 


“Don’t hide shaker, it 
builds your traffic” 


“Tf you’re hiding your paint mix- 
ing machine in a back area, you 
are making a mistake. There are 
two reasons,” says Ben Bean, of 
the store that bears his name at 
Seattle, Wash. 


“First, you lose a lot of time 
running back and forth to the 
stockroom on busy days. You could 
be chatting with or helping cus- 
tomers. At the least, you can be 
out front watching the store, when 
the machine is part of front dis- 
play. 

“Second, a paint mixer can be a 
dandy traffic device.”’ 


This dealer’s machine is on top 
of his paint counter, next to the 
front window. -Passersby seem 
strangely attracted to it. 

“Perhaps they expect to see it 
hurl a can across the store. I don’t 
know why they are so intrigued. 
But the fact is, they are, and I 
consider this a worthwhile traffic 
lure.” 


Ben Bean's shaker is next to front 
window. 








GOSTS LESS 
THAN IMPORTS 


AND GUARANTEED BETTER 


. . . because they’re precision made, hardened and tempered 
throughout, under rigid atmospheric and electronic control. 
Upland engineered-automation entirely offsets low Japanese 
and European starvation wages. 


... assures you lowest price plus highest uniform quality, and 
full employment for American workers. 


Say “NO” to imports and “YES” to “UPLAND”. 


Make Upland your headquarters for pliers, hex keys and 
wrench sets. Call your jobber today. 


New improved 61,” slip joint 
plier. Available also in 8” and 
10” in all grades and finishes. 
Lists from $.45 to $1.00. 
Complete line of hex keys and 
hex key sets from 7 pcs. to 18 
pes., packaged in plastic and 
pilfer-proof pouches. Lists 
from $.19 to $1.39. 
Four and five piece open end 
wrench sets; clip and skin 
packaged. Can retail as low 
as $.99. 
NEW! Metric hex key sets for 
foreign cars and machinery. 
Lists from $.75 to $3.50. Open 
stock available. 

WRITE FOR NEW CATALOG #11 
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vaeur 1260 UPLAND INDUSTRIES. INC., UPLAND (Suburb of Chester) PA. 
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“a” CHEVROLET CORVAN 
MADE TO MEASURE 

FOR MORE EFFICIENT 
DELIVERY DUTY! 


Measurably more load space than conventional half-tonners! Cargo area is almost 





10 feet long, thanks to rear-engine design which eliminates the hood. 


Size up a new Chevy Corvair 95 Corvan and 
you'll see scores of features and dimensions that 
measure up to a new standard of profit-producing 
performance. Look at the whopping-big load space, 
for instance, made possible by the efficient rear- 
engine no-hood design. Or check the nearly even 
weight distribution, front and rear, that enables a 
Corvan to carry up to 1,700 lbs. of payload with a 
4,600-lb. GVW. 

Note, too, the short 95-inch wheelbase that pays 
off in nimble maneuvering and easy parking. And, 
while youre at it, try Chevrolet’s newest engine, Cor- 
vans rear-mounted aluminum Turbo-Air 6. Feel its 
fleet power and don't forget that it never needs anti- 
freeze or radiator repairs! (Tucked between the rear 
wheels, it stays out of the way and stays on top of 
fuel costs, too. ) 

But above all, don't miss the quality that’s been 
engineered into this new panel. It shows up every- 
where, but particularly in the chassis and body con- 
struction. In the tough integral floor-frame assembly, 
in the smooth independent 4-wheel suspension, and 
in built-to-last features like the two-position metal 


NEW SPACE AND SPUNK AT LESS EXPENSE! 














Corvan’s rear-mounted “pancake” 6 measures only 17” high, top to 
bottom; it allows maximum load space in truck interior and lower load- 
ing height; and it packs plenty of power to boot! 





door checks and sturdy double-walled doors. 

For eye-opening evidence of Corvan’s unmatched 
utility, take a tape with you when you visit your 
Chevrolet dealer’s and measure these advantages 
for yourself: 


SPACIOUS DRIVER COMPARTMENT. Wide, unobstructed 
floor, plenty of leg room and head room. Full-width 
seat, 5914” wide, is optional at extra cost. 

BIG SIDE DOUBLE DOORS. They open so wide that you 
can load a 4’ x 4’ crate with ease! ( Right-side doors 
standard; left-side doors optional at extra cost. ) 


EASY-LOADING REAR DOORS. These double doors are 
big enough (and open wide enough!) to make rear- 
end loading a breeze! 

LOW LOADING HEIGHT. Only 1614” at the side, only 
29” at the rear (unloaded). Saves you work! 


HIGH INTERIOR. Interior height is a full 44% feet; that 
means more convenient cargo handling. 

Your Chevrolet dealer can brief you fully on this 
new answer to more profitable deliveries, so see him 
soon. . . . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


1961 CHEVROLET STURDI-BILT TRUCKS £zzumestaa” 
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The TOP QUALITY BIT 
for PROFESSIONAL USERS 


and those who 


WANT THE BEST!... 


faith 


Carbide-Tipped 


MASONRY 
BITS 


For drilling in ANY MASONRY from 
PLASTER to TILE. Sizes %,” to 1%” 
diameter. 


Drill holes faster, easier, and at a 
lower cost than by using outmoded 
steel star bits. The reasons are in 
these features found only in Cyclo- 
twist Bits: — 


GROUND CARBIDE CUTTING EDGES 
NO CARBIDE HANGOVER 

CARBIDE TOP iS COPPER BRAZED 
FOR LONGER BIT LIFE. 

SPIRAL FLUTES ASSURE POSITIVE 
DUST REMOVAL FROM 

CUTTING ZONE 

HEAT TREATED, HIGH QUALITY 
ALLOY STEEL 


For use in any rotary electric drill. 








. asp beg eae cae gaat 
@ 
yclote'* MASONRY BITS 


Display the 


NEW! 


PB-59 
PEG BOARD 
MERCHANDISER 


Here's a ‘*STOP-LOOK. 
BUY’ disploy that 
gives you a ‘balanced 
stock’’ of fast moving 
Cyclo-twist Bits at oa 
minimum investment. 

Display Contains ee % 4 each Hie” —_— YU” — Hy” 

yy” — 2” 

RETAIL VALUE ace Subject to your discount 

The product — the national advertising — and this 

great display will bring you sales and re-sales. 


— for the “DO-IT- YOURSELF” Market 


No other low-priced bits ore as 
satisfactory when drilling in or- 
dinary masonry. Each bit is indi- 
vidvally carded for quick sale. 


_ THERE'S REAL EXTRA PROFIT FOR 

YOU WHEN YOU SELL THE COM- 

cue «6 PLETE NEW ENGLAND CARBIDE 

, m@ LINE — with a policy that pro- 
tects you. 


ORDER FROM YOUR WHOLESALER 
TODAY or write us for name of your 
neorest wholesaler. 


NEW ENGLAND CARBIDE TOOL CO., INC. 
55A Commercial Street, Medford 55, Mass. 
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MASONRY 
DRILL BIT 





| 85¢ 


W. C. Miller Hardware 





| casually: 


Lotter 





from Hardware Age Readers | 


Dropping lines 
Dear Editor: 
I have had unhappy experiences 


with a company that will not do | 
anything to help halt the price cut- | 


ting on their winter specialty. I 


had to pay $1.22 each for this item | 
from my hardware wholesaler. A | 
| nearby department store sells it for | 
$1 and a supermarket sells it for | 
manufacturer’s | 
salesman said the supermarket will | 
raise its price to $1.19, which is | 
still 3¢ less than I pay for it. So | 
I think I will drop the remaining | 


each. The 


lines that I carry that are manu- 
factured by this company. 


This I did with another line of | 
housewares products 10 | 
years ago and now have products | 
good and make a better | 


national 


that are as 
profit from them than I did from 
the line I dropped. 

Yours truly, 
W. Miller 


1712 Butler St. 
Easton, Pa. 


Customers are human 
_ Dear Editor: 


When we’re showing and dem- 
onstrating a big-dollar item like a 
piece of power equipment to a cus- 
tomer, we invariably, and casually, 
also trundle out a better and more 
expensive unit. 

If the customer goes over to it 
or shows interest, we remark 


it also costs more than you wanted 
to pay.” 

You should see such a customer 
bridle and swell up like a pouter 
pigeon, especially if he’s been shop- 
ping the discounters. You can al- 
most hear him think: 


“Oh, sure that’s a better | 
_ job than the one you asked for, but 


“How does | 


this jerk know how much I can | 


afford to pay?” 
The reaction 


is nearly always | 


i 


Surgeon Selects 
New i Power Saw 





**Pre- operative’ 

care,”’ says ~. = 

this i eoanabiihiell® —s 

surgeon, “led me to 

a store stocking the new 

Shopmate SC-7100BM Power Saw. Its combi- 
nation blade assures smooth operation of my 
hobby—woodworking.” 


e SC-7100BM cuts a full 2%” at 90°; adjusts 
smoothly for depth of cut and bevels up 
to 45°. Safety clutch ends kick-back, in- 
creases motor life.115 volt AC $A 98 


motor, 5000 rpm. Suggested 
Retail Price 
SEE OTHER PROFIT-PROVED 
Portable Electric Tool Values 
ON PAGE 17 
Want more facts? Circle 181, p. 83 


rol-O-valve 


TOILET TANK BALL 
GUARANTEED TO 


STOP 
TOILET TAN} 
LEAKS 


@SEATS IN DIFFERENT 
POSITION EACH TIME 


@®NO TOOLS REQUIRED 
@SELF THREADING 
@ACID RESISTANT 


@ GUARANTEED 
5 YEARS 





Rol-O-Valve is a vinyl plastic device 
guaranteed to stop tank leaks. 
It's New—It's Different—It Works 
and It Sells. Returns good profit at 
a suggested retail of $1.00. 

Sold through leading distributors, 
If your present source cannot sup. 
ply write or wire — 
ROL-O-VALVE SALES 
BOX 167 AMERICUS, GA, 
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ee 


Stock...Display...Sell 


(E # 
the same. The customer then wants | ? \ 
t 
FAST SELLING: to prove he can afford the higher , a fe 
QUICK TURNOVER! priced and better machine, so we | | . 
\ 3 


stand back and let him talk him- 


self into buying. It’s a simple gim- | | 
RAIN DRAIN mick, but very effective with some | America’s most complete 


people in urging them on to a ma- | 7 
chine you know they’ll be better line of 


| satisfied with later. lj ; G 
| TrohihA Ame a-Jcloliamelacioliias 
Yours truly, q Y P P 


Henry Josephs, Sr. ee 
Joseph’s Hardwares a sanented eT as seen in 


rss Pa. O Betier homes 
FOR 


© Eliminates need for Want a line that sells fast 12 months 
LEADER PIPES expensive dry wells | | | 
DRAIN SPOUTS e Unbreakable | a year? Then, Magic Home Repair Prod- 


e Weather Resistant | . : ucts are for you! Colorful bubble cards 
% FAUCETS e Fastens into ground | Zenith repair parts sell on sight to a market that expands 


e Fully Guaranteed 
| Dear Editor: at least 10% each year. 


Aho vi ddr MULTIPLE SALES | Where may we obtain parts for 


Grey or $998 | Zenith Disposal Model Z 53, dis- 
you Gree RETAIL _tributed by Marshall-Wells C 
SOIL EROSION | y rshall-Wells Co. 
and Write for full details on | who is no longer in business? 


FOUNDATION other Big Profit Making Yours truly, 


Commonwealth products : , 
DAMPNESS w” Flexi-Spray, Whirling H. Prichard 


Dervish and Fenstix. Prichard Hardware : | 
r 720-722 K St. "il ic 7 | sS 
( . COMMONWEALTH 4.2: CORP Hoquiam, Wash. plas i : 4 ang 


LEOMINSTER, MASS. 





Want more facts? Circle 183, p. 83 Editor’s note: Investigation in- 
| dicates these units were manufac- 
tured for M-W by In-Sink-Erator 


| Mfg. Co., Racine, Wis. Inquiries 
Ble t t B) 5 | for repair parts can be addressed 
| to S. R. Fornes, service depart- 
WRENCH ment, 
Loosens Rusted Bolts, 
nuts, 


screws, 
parts! 














Specialty stores? 


Dear Sir: 


AMALING 


I would like to comment on the ‘ (m=) pee |anknry |. 
editorial of Jan. 12, p. 7. | | 
It is our belief that a hardware 
store should sell: 
(a) Tools, drills, power tools, 
taps and dies, precision tools, etc. | Magic pre-sells your customers with ads in 
(b) Cutlery, dishes, and all SATURDAY EVENING POST 
household items. BETTER HOMES & GARDENS 
HOUSE BEAUTIFUL, HOUSE & GARDEN 
MECHANIX ILLUSTRATED 
POPULAR MECHANICS and SUNSET 


(c) Sporting goods for all year 
round sales. 
In short, there should be more 
specialty stores. Each store should 
—< go after a certain segment of the 


; 


_ country’s industry. Each store ou a= a = ad FREE Mecic 
OVER 22 MILLION @& agic 


_could order more of an item from 3" Home Repair Center 


NATIONAL MONTHLY the wholesaler, and the wholesaler )\ <> map 4=counter rack dis- 


| > “Ng = S plays complete stock 
ADS PRE-SELL IT could concentrate better. pal? ‘ps wee §6of 12 different 
| Both would be in a better posi- hese See 20 Magicbubblecards 
FOR YOU! P DS 2 re in less than 2 sq. ft. 
tion to influence the sales of the BZ oe 7 eee 
At Wholesalers Everywhere ! manufacturer. The bulb manufac- = A-3769A 


——— 


RADIATOR SPECIALTY CO. turer, for example, would not be in- See your jobber today! 


CHARLOTTE, NORTH CAROLINA clined to allow his products to be | 


Want more facts? Circle 184, p. 83 4 Want more facts? Circle 185, p. 83 > (G ESL lron Cement Co., Inc. 





take it from the men who know... 


LINE piastic PIPE 


R 


makes you money... 
keeps customers happy! 


“fastest moving pipe 
| ever handled,” 


says Oscar Rush, Van Camps 
Hardware and Supply Company, 
Indianapolis, Ind., about CresLINE- 


L ottore 





(Continued ) 


sold in variety stores, drug stores 
and supermarkets. 

Hardware stores have become, in 
many instances, variety stores. 
They’ve spread their strength thin, 
so that now they’ve become jack-of- 
all-trades and master of none. The 
dealer is the most important cog in 
our set-up, he makes the final sale. 
Yet, as an individual, he has the 
least influence. 

Such changes, of course, take 
years, but we hope that these com- 
ments will be food for thought. 

Yours truly, 
H. Ross 


Ross Tool Co. 


257 Queen St. West 
Toronto 2B, Ontario 


HD Flexible Plastic Pipe. “This 
pipe is a must on farm water sup- 
ply lines,” he says. ; 
Editor’s note: We’re not so sure 
this would work except in metro- 
politan areas. Specialty stores must 
have high density population loca- 
tions to be profitable. The basic 
strength of hardware stores, it 
seems to us, is the breadth of ap- 
peal of its merchandise. If this 
appeal is shortened, it could have 
disastrous consequences. 


You can be sure of customer satisfaction, too. More than 
five million feet of CresLINE-HD have been sold with- 
out a single failure in service reported. 


“in three years, 
never any trouble,” 


says E. G. Little, Evansville, Ind., 
well driller. Mr. Little started us- 
ing CresLINE-KL Semi-Rigid Pipe 
three years ago. In hundreds of in- 
stallations, he has never had the 
first bit of trouble. 


Hot Spring promotion: 
Old broom roundup ad 


A Vermont dealer has found an 
offbeat but effective way to sell 
more brooms. He takes old brooms 
in trade for new ones by way of an 


“Old broom roundup” newspaper 
| STOCK THE PLASTIC PIPE YOU CAN | ad. 


3 BE SURE OF... .( he A LINE It works like this. This ad in- 


vites the trade to bring in old 
brooms regardless of condition. 
Customers are offered 25¢ off the 
price of the broom being promoted 
in exchange for the old broom, 
limit: one trade per customer. 
The discount lowers the dealer’s 
margin, but he figures to make it 
up by whopping increase in turn- 
PIONEER MEMBER OF BG over. 
s What does he do with the old 
brooms? “I saw off the handles, 
they’re usually too bad for any- 
bAamoncart thing else. They make wonderful 
a a ne Oe tomato plant stakes.” 
Want more facts 
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Take it from the ones who know — the men who sell plastic pipe 
and those who use it. CresLINE will make you money and give your 
customers years of trouble-free service. It’s the plastic pipe you can 
depend on! 


CALL YOUR WHOLESALER TODAY NSF 


approved 
NOTE TO WHOLESALERS: CresLINE is sold only ore 
through authorized wholesalers — never direct 
to dealers. Write for prices and full information. 


CRESCENT PLASTICS, INC. 


Dept. A-1 
955 Diamond Ave. * Evansville 7, Indiana 
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For your own in-store promotion... your first order 
brings you: = z 


The Butcher Polish Co. 
183 Commercial Street 
Malden 48, Mass. 


Please send me full details on how I can participate in Butcher’s 
White Stripe Wax Introductory Deal. 


YOUR NAME 
STORE 
ADDRESS 
CITY ZONE STATE 


OF NEW BUTCHER’S WHITE 
STRIPE WAX FOR YOUR STORE 
AND YOUR CLERKS! 

OFFER EXPIRES MAR. 31, 1961. 
SEND COUPON TODAY! 
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DISPLAY FREE 
WITH ASSORTMENT 


No. 700 

“Master” 
Assortment 

80 screwdrivers. 

Balanced stock of 32 styles and 
sizes on 2 attractive 4 color 
dispenser boards for wall, coun- 


ter, peg-board. Each section 
24” x 15”. 


al Nurateoy 
Se 
vg 


(Z 


5 9 


‘DOLLAR SAVING a \ ¥ 


7c 


aie Speci >) 


7 


INS 


AT SPECIAL DISCOUNTS! 
é, ‘ SEE YOUR JOBBER 


FOR DETAILS 
No. 600(S5 it 

“Junior” 

Assortment 


43 screwdrivers. 
Balanced stock of 17 
best selling styles 
and sizes on one dis- 
play panel 24” x 15” 
similar to +700. 


DISPLAY FREE 
WITH 


ASSORTMENT 


Here’s your chance to stock up on fast moving, top quality Bridgeport 
RHINO Screwdrivers at an extra low price! Sell them at the regular 
retail prices and make an extra big profit! 

Put an eye-catching Rhino display in your store and watch your screw- 
drivers sales increase. Already proved successful by thousands of 
dealers. 

All Rhino screwdrivers have hammer-proof shockproof handles of 
non-flammable bar amber and full tempered polished alloy steel blades. 
You can’t go wrong — they're staple, year ‘round sellers. 

Offer is limited — order now from your jobber! 


THE BRIDGEPORT HARDWARE MFG. CORP. 
=Jalele|-jelola ao mn Orelalar 
Sltlolticilela moh ae atlet Ora Relic) al acelelt iat wm lila 


. 
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Convention 
Calendar 


—— Convention Check List 


For complete details about the con- 
ventions listed by dates below use the 
alphabetical listing following this quick 
check list. 


March 

12-17 International Toy & Trade Fair, 
New York. 

13-22 American Toy Fair, New York. 

18-19 Builders’ Hardware & Supply 
Co., Dealers’ Spring Market & 
Open House, Tulsa, Okla. 

26-28 Georgia-Florida Hardware 
Assn. Inc., Jacksonville, Fla. 

April 

16-19 Southern Hardware Convention, 
Miami Beach, Fla. 

19-21 National Assn. of Sheet Metal 
Distributors, Spring Meeting, 
Cleveland, Ohio. 

May 

23-25 Industrial Supply Convention, 

Atlantic City. 


June 


5-16 Cotter & Co., Semi-annual Con- 
vention & Fall Toy & Gift Show, 
Chicago. 

6- 8 Piedmont Hardware Co., An- 
nual Toy Show, Danville, Va. 

11-12 S & M Co., Dealer Show, Min- 
neapolis, Minn. 

18-21 The Lawn Mower Institute, Inc., 
Annual Convention, Asheville, 


N. C. 











National Events 


American Toy Fair, March 13-22, at 


Hotel New Yorker, Sheraton-Mc- 
Alpin, 5th Ave. Bldg., and 1107 
Broadway, New York, N. Y. Spon- 
sored by Toy Manufacturers of the 
U. S. A., Ine., 200 Fifth Ave., New 
York, N. Y. 


| Industrial Supply Convention, May 23- 


25, Hotel Traymore, Atlantic City. 
Sponsored by American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Thomas-Hunter Associ- 
ates, 2130 Keith Bldg., Cleveland 15, 
business manager; National Indus- 
trial Distributors’ Assn., 1900 Arch 
St., Philadelphia 3, Robert C. Fern- 
ley, executive secretary; Southern 
Industrial Distributors’ Assn., 712 
Volunteer Bldg., Atlanta, Ga., E. L. 
Pugh, secretary-treasurer. 


International Toy & Trade Fair, 
March 12-17, at Statler Hilton 
Hotel, New York, N. Y. Sponsored 
by International Trade Shows, 545 
Fifth Ave., New York, N. Y. 


National Assn. of Sheet Metal Dis- 
tributors, Spring Meeting, April 


(Continued on page 142) 





SELLS 
FASTER! & 


BUILT 
BETTER! 


COSTS 
LESS! 


THAT'S WHY...MORE CUSTOMERS 
ARE SWITCHING TO ROSS! 


BICYCLES 
) LAWN MOWERS 


Write today 
You never bought products like \ or Catalogues 


and Price Lists 
these—because you never had the 
choice and values like these! 





Complete range of sizes and models 
in both Bicycles and Lawn Mowers. 





Ask about ARMSTRONG English 
Bicycles and PHILLIPS Roller Skates. 








PRECISION MADE TO HIGHEST STANDARDS 
Manufactured by: CHAIN BIKE CORPORATION 350 Beach 79th Street, Rockaway Beach, L. I. 
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| lasting satisfaction. 


‘ 


P-5005, Standard 2-cup size 
with flat bottoms to make din- 


P-5025S, Jumbo 8-cup size. 
Holds a full meal for all big dogs. 
ing easier for the feline trade. Matching water bow! lets ‘em drink 
Size 13% x 6% x 2% high. their fill, 17% x8%x3% high. 


COLUMBUS PLASTIC PRODUCTS, INC., 


FEEDER LEADER 


FOR YOUR PET DEPARTMENT 
BOIL-PROOF POLYETHYLENE 


Gay “food ‘n water” bowls in 3 popular sizes to 
interest a pet-minded public. 
quality, too, for top sales appeal and guaranteed 
Bowls nest in indestruc- 
tible steel stand, remove easily for cleaning. 
Cushioned tips on stand protect the floor, 
prevent “pushing around” by eager eaters. 
All units with attractive prepriced tag. 


P-5015S, Large 3-cup bow! size. 
Just right for the average pooch. 
Size 13% x6%x3% high. 





Columbus 23, Ohio 









Famous Lustro-Ware 
























Compact PET FEEDER selling unit in 
eye-catching brown and turquoise, packed 
with 12 standard, 14 large, 6 jumbo 
feeders. Display carton takes less 

than 2 square feet of counter space. 
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products that carry the most important 


name in gracious living... 





ay What other name gives so much pres- 
ee tige to the products it identifies? To 
Spe millions of Americans, the Duncan 
Hines name is synonymous with the 
best...in dining, lodging, vacation 
resorts. 

All Duncan Hines products for the 
home carry this same built-in prestige. 


+ 





They are as appealing to your cus- 
tomers at the point of purchase as the 
Duncan Hines “recommended” places 
are to discriminating travelers. 

Share in the advantages of carrying 
this famous symbol of gracious living 
by letting the Duncan Hines products 
go to work for you! 
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MULTI-STAGE 


* Deep Well Jet Pump 


Multi-stage means More Pressure, and to meet the 
need for plenty of water at greater-than-average 
pressure for today’s modern living, Universal has 
developed the multi-stage Series JR, deep well jet 
pump. The Universal Series JR is designed 
especially for folks desiring the 

advantages of a quality multi- 

stage pump without having to 

pay a premium price. The higher 

pressure, multi-stage Series JR is 

comparable in price to ordinary 

single stage jet pumps — but 

what a difference in perform- 

ance! Recommend a Universal 

Series JR pump. The Series JR 

is a member of the premium qual- 

ity STARIine, rugged pumps for rugged jobs. 








UNIVERSAL 





Construction 


Features 











Miaulti-stage Universal Series JR deep well jet pumps are 
simply designed to provide outstanding performance for 
many years without efficiency loss. Only highest quality 
materials are used in construction — close-grain cast iron, 
finest bronze and stainless steel. Every Universal pump is 
factory-tested before shipment—your assurance of complete 


customer satisfaction. 


Series JR Multi-Stage pumps are available for deep well 


service to 160 feet. 


Premium Feature... 
Fianged piping connections 


Piping to the well is threaded into a cast iron flange 
which is bolted to the pump base. Five bolts hold the 
flange in place and a gasket prevents leakage. The distinct 
advantage of this feature is that the pump will be easier 
to install initially and well piping need never be disturbed 
should it ever be necessary to remove the pump from the 
well location for amy reason thereafter. Loosening five 
bolts will free the pump, leaving all pipe connections 
intact. 


Oniginal 
UNIVERSAL INJECTOR 


foot valve combination 
installed below water 
level in the well 





Premium 
Feature. 


Threaded taii bearing 


The tail bearing, located in the bottom casting 
of the pump, takes the greatest abuse and is 
usually the first part to show wear. The tail 
bearing of the Universal Multi-Stage is over- 
size and of all bronze construction. It is pro- 
tected by a sandcap to prevent entrance of 
foreign matter and lessen wear. This oversize 
bronze tail bearing, however, is threaded into 
the pump base from the outside so that re- 
placement is quickly and easily accomplished 
without disassembly of the pump. 





FOR MORE 
INFORMATION 


UNIVERSAL 


5 STO FR ot te 


PUMPS 


phone, write or visit the 
Universal Mfg. Co. factory 
branch office nearest you. 


G80 Murphy Ave. Sm _— 
Seat ar aed 

perry Rag 

1644 Ave. 


Downers Grove, Illinois 
Phone: WOodland 9-6610 


DALLAS, Tex. 

. 183 & Loop 12, Irving, T 

By —=iu«_8 
Cole. 

5065 Bivd. 

Phone: DUdiey 8-4107 


FRESNO, Cal. 
1949 So. Van Ness Ave. 
Phone: AMherst 8-6377 


HACKENSACK, WN. J. 
301 Lodi Street 
Phone: HUbbard 39-0300 


eas 
15 Texas Ave. 
CApito! 2-9491 


Ty gt yy Pong 


Phone: Victor 2-6462 


reat 
1 


2114 So, 41st Street 


Phone: SPring 2-3656 


MINNEAPOLIS, Minn. 
Phones Canary 5-5606 

Fla. 
G7as tn, Drones Olocnem Tr. 
Phone: GArden 5-9059 


PORTLAND, Ore. 
9510 S. E. Bivd. 
Phone: Gine aaa 


Other Factories in 
BRAZIL: Sao Palo 
do Brasil 


Jacuzzi-Universal 
Caixa Postal No. 400 
Scueis Gr too Pocda: Gras, S. A. 


Phone: 
Sao Bernardo do Campo 42-7073 


in aioe 


Phone: Cherry 6.7104 


(Branches in principal cities) 
pre amg ie a 
Jacuzzi-Universal, S. A. 


Phone: 6-30-00 
(Branches in principal cities) 





You'll sell a lot more Green Jute 
Garden Twine if it’s displayed in 
the handy KING COTTON SNAP 
SACK*. Perfect for display, easy to 
get at, easy to stock, easy to sell. 
n- 2 lb. balls. Ask your jobber for 
KING COTTON in the SNAP SACK. 


Kine 


—_ 


HOM CORDAGE 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET, NEW YORK &, N. Y., 
Want more facts? Circle 193, p. 83 








CHAIR-LOC 


pow Bp New Liquid 
S-W-E Wood 
e Penetrates woed fibre— 
makes them ¢-x-p-a-n-d 
permanently. 
* Quickest and sasiest way 
ngs, 


A Fast-Selling impulse item 


Write for Free Samples and 
Literature 


CHAIR-LOC CO. 
Lakehurst 3, N. J. 





* 1,000 SPRINGS (#1 te #100) 
* METAL DISPLAY with SPRINGS 


Want more facts? Circle 195, p. 83 











( WRITE FOR YOUR FREE: :) 


v¥ Complete Newest Set 
of Key Boord Tags 
vyColorful Streamers 


Thot Will Brighten Up \ 
Your Store \\ 

v New Edition of ma\ 
Blank Comporotive List 
STAR Key & Lock 


Manufacturing Co. 


51 South First Street @ 
Brooklyn, N. Y. 
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Convention Calendar 
(Continued from page 138) 


19-21, Sheraton-Cleveland Hotel, 
Cleveland, Ohio. Thomas A. Fern- 
ley, Jr., executive secretary, 1900 
Arch St., Philadelphia. 


Regional—State 


Builders’ Hardware & Supply Co., 


Dealers’ Spring Market and Open | 


House, March 18-19, at company’s 
warehouse, 2005 E. 
Tulsa, Okla. 


Cotter & Co., 
tion & Fall Toy & Gift Show, June 


5-16, at company offices, 2740 Cly- | 


bourn Ave., Chicago 14, Ill. 


Georgia-Florida Hardware Assn. Con- 
vention and Trade Show. Mar. 26-28. 
Hotel Headquarters at Hotel George 
Washington, Jacksonville, Fla. Ex- 
hibits at Jacksonville Coliseum. 
R. L. Ricker, secretary-treasurer. 


The Lawn Mower Institute, 
Washington, D. C., Annual Conven- 
tion, 
Inn, Asheville, N. C. 


Piedmont Hardware Co., Annual Toy 
Show, June 6-8, at company offices, 
554 Craghead St., Danville, Va. 


S & M Co., Dealer Show, June 11-12, 
at company offices, Arthur & Ken- 
nedy Sts., N. E., Minneapolis, Minn. 


Southern Hardware Convention of the 
Southern Wholesale Hardware 
Assn. & the American Hardware 
Mfrs. Assn., April 16-19. Hotel 
headquarters at The Americana 
Hotel, Miami Beach, Fla. SWHA 
managing director, Ralph E. Kirby, 
806 Peachtree St., N.E., Atlanta 8, 
Ga. AHMA secretary, Arthur L. 
Faubel, 342 Madison Ave., New 
York 17. 





7th Place, | 


Semi-Annual Conven- | 





Inc., | 


June 18-21, at Grove Park | 
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Stock the one 
all purpose 
water seal 





Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 
Wood «+ Tile « Stucco + Masonry 
Concrete « Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains - Retards dampness 
in basements + Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 


nent display fixture to speed up sales, 
save inventory. 


Write for contests information and name of 
dis nearest you. eoee 


Thompdond 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 
E. A. Thompson Co., Inc., 


Merchandise Mart 
San Francisco 3, California 


San Francisco * Los A ngeles © San Diego * 
Portland * Chicago * Seat tle * Denver . Dallas 
Houston * St. Louis ¢ St. Paul Detroit 
Philadelphia * New York City * ‘See . 
Cleveland * Factory: King City, California 


Want more facts? Circle 197, p. 83 
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LOCK-ON 


TO EXTRA PROFITS 


: WITH THE NEW 
r es q HEAVY 


DUTY 


LOCK-0 
EXTENSION 
CORD 


Cat. No. 51 


Automatically 
sheik Any 


St A I | Cap 


Banishes power interruptions, poor 
connections, inconvenience. Elim- 
inates expensive locking connec- 
tors and caps. 

Coiled on colorful discs for profit- 
able self-testing promotions. Dis- 
play your LOCK-ON Extension 
Cords in window, on counter or 
peg, or in a stack display and en- 
joy fast sales ac- 

tion, at full profit. 

And for a bigger 

sales boost, in- 

clude the LOCK- 

ON Connector 

itself, individ- 

ually carded. 


Send for Free Literature 
Sold Through Wholesalers Only 


"Perfection is not an Accident” 


EAGLE ELECTRIC 
_ MFG. CO., INC. 


Want more facts? Circle 198, p. 83 
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How’s the Hardware Business? 





Increase in wholesalers’ plans seen affecting 
store of future; factories wonder about costs 


Is the form of tomorrow’s hard- 
ware store being shaped by the 
many wholesaler-sponsored mer- 
chandising plans appearing on the 
scene? 

This question is being asked by 
many manufacturers, as well as 
dealers and wholesalers, in view of 
the sharp increase over the past 
year in the number of formal 
dealer-wholesaler merchandising 
programs in operation. 

These merchandising programs 
pose some new and sticky problems 
for manufacturers, since many of 
them are keyed to financial support 
from suppliers. The number and 
size of requests being received by 
manufacturers for support of these 
programs is mounting almost daily. 

Most of these programs involve 
a substantial expense by the whole- 
saler, and the dealer is also as- 
sessed a fee, but the chief financial 
support appears to come from the 
manufacturer. 

The effectiveness of these plans, 
from a dealer viewpoint, varies 
from case to case. Some have re- 
sulted in dramatic increases in 
sales. Others have flopped. In 
many instances the failure of a 
promotion can be traced back to 
the attitude of the dealer. Half- 
hearted support by a dealer, who 
perhaps felt that the program 
should work without effort on his 
part, has killed many promotions. 

From the overall viewpoint, the 
general opinion is that these pro- 
motions will help a dealer build 
sales, with most of the gain being 
drawn from non-hardware outlets. 

Basic philosophy behind growth 
of these merchandising plans is 
the belief that the average hard- 
ware dealer can meet competition, 
if he can back his efforts with a 
promotion program of the calibre 
and intensity used by his chief 
competitors. 

Such a program is usually be- 
yond the means of the average 
dealer. But by pooling his efforts 
with other stores, through a whole- 
saler-sponsored plan, he can get ac- 
cess to a high quality promotion 


at a very low unit cost. 

From a wholesaler’s viewpoint, 
these promotions are especially 
helpful in two areas; One, increas- 
ing the volume per store, and two, 
increasing the size of individual or- 
ders. Any improvement in these 
two situations has a beneficial lev- 
erage effect on a_  distributor’s 
profits. 

These programs take many 
forms. Some are simply quarterly 
broadsides, back by a store trim 
kit. Others include TV programs, 
professional window decorators, 
monthly and weekly specials, etc. 

It is estimated that probably 50 
percent of the hardware stores in 
the United States are associated 
with at least one of these promo- 
tion programs. 

Obviously there is considerable 
competition among wholesalers in 
getting bigger volume dealers to 
use a_ specific promotion. This 
competition will likely get rougher 
as time goes on. It will also mean 
new headaches for manufacturers. 

The demand for specials for 
these promotions is taxing the in- 
genuity of manufacturers. As one 
sales manager expressed it, “There 
is a limit to the number of differ- 
ent colors we can paint a handle to 
give each broadside sponsor a dif- 
ferent item.” 

These new promotions are, of 
course, in addition to the merchan- 
dising efforts conducted over many 
years by the formal voluntary 
chains and the dealer-owned whole- 
sale firms. 

The final result of this new trend 
is uncertain. But to many it is 
looked upon as a favorable develop- 
ment, of definite value to dealers 
in meeting today’s competition. 


Business failures down 


Commercial and industrial fail- 
ures dipped to 374 in the week 
ended Feb. 16, from 376 the pre- 
ceding week, reports Dun & Brad- 
street. Total was still 85 higher 
than during the comparable week 
a year ago. 








I 
|| Industrial Supplies & Machinery 
_| New Order Index—July 1948-100 


Seasonally Adjusted 
Source: American Supply & Machinery Mfrs.’ Assn. 
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Orders down 2.8% in Dec. 
for industrial suppliers 


New orders for industrial sup- 
plies dropped in December, reports 
the American Supply & Machinery 
Mfrs. Assn. 

The New Order Index dropped 
5 points to 176 (July 1948 = 100), 
a decline of 2.8 percent. 


Gross national product 
up $21 billion in 1960 


The gross national product hit 
a record of $503 billion in 1960, 
an increase of $21 billion over 1959, 
reports the Dept. of Commerce. 

Output during 1960 was 4.5 
percent higher in value than the 
1959 output, but was only 3 per- 
cent higher in volume. The differ- 
ence is due to increase in prices 
from year to year. 

The GNP hit a peak of $505 
billion at midyear, but fell back 
largely because of the fluctuating 
business inventory policy. The set- 
back was sharpest in the manufac- 
turing industries which were most 
directly affected by reduction in 
industrial buying. Otherwise, in- 
dustrial activity continued at a 
high rate, especially in service 
areas. 

National income was $418 billion 
for 1960, compared to $402 billion 
in 1959. Income increased quickly 
in the first half of the year. It 
leveled off as the tendency to 
reduce inventories and unemploy- 
ment increased. 

However, the shifting did not 
adversely affect consumer spending. 
A rise of $17 billion during 1960 
of disposable income was about 
matched by increased spending 
which totaled $328 billion. 


7 : se 


7 SELECT-0-LOCK 


the fool-proof 
self-locking wrench! 


Select-O-Lock is the new perfected 
Utica-quality wrench that locks in any 
position. All it takes is a flip of the 
thumb. Simple! Handy! Positive! Noth- 
ing to go wrong and affect use of the 
tool! And it is quality backed by famous 
full guarantee. Sizes range from 4” 
through 12”. Parts are interchangeable 
with same size regular wrenches. For 
full information contact your Utica dis- 
tributor or write for our new tool 
catalog. 














Utica Drop Forge & Tool Division, 
Kelsey-Hayes Company, Utica 4, N. Y. 





tools the experts use! 
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FOR THE 


o 


Serres. 


ATHENA 
WEIGHMASTER 
Choice of 4 colors 
with gold handle and 
trim. 3 inch magnifying 
glass, wall bracket 
available. Model 688 

> illustrated. 








VENUS WEIGHMASTER 
Light-up dial. 
Folding handle. 
DuPont Mylar Mat. 
Choice of chrome, gold, 
or 6 colors. Model 244 
gold 
illustrated. 


NO. 60 DAIRY SCALE 
ideal for farms to 

check milk yield. Extra 
pointer for calculating 
pail weight. Capacity: 
60 Ibs. x 1/10 Ibs. 


o 
HOUSEHOLD MODEL 
Capacity: 25 Ibs. x 1 oz. 
Precision springs. 
Removable platform § \- 
for easy cleaning. \ ° 


NO. 8920 VIKING 
Heavy duty spring 
balance. For industry, 
farms, warehouses, etc. 
Reliabile accuracy. 





Capacity: 200 Ibs. x 2 Ibs. 








+ 


Write for full line FREE catalog 
of 24 different models and types 
of precision weighing equipment. 


HANSON SCALE COMPANY 
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Sales in hardware stores 
up 3/2 percent in 1960 


Hardware store sales were up 
last year, new construction was 
down slightly, wholesaler sales of 
durable goods were down, total re- 
tail store sales were up. -That’s 
how 1960 stacked up, now that De- 
cember figures are in. 

Hardware store sales last year 
were up 3% percent. December 
sales reported by the Department 
of Commerce were $305 million, 
$16 million more than in December, 
1959, or a gain of 5% percent. Tol- 
tal 1960 sales were $2,846,000,000 
against 1959 sales of $2,751,000,000. 

Total retail store sales for 1960 
were $219.8 billion against $215.4 
billion in 1959. 

New construction last year was 
$55.2 billion, compared to $56.2 bil- 
lion for 1959. In January total con- 
struction turned upwards, up $3.8 
million over January, 1960. 

Durable goods sales by wholesal- 
ers last year were off 3 percent. 
Wholesalers in the hardware, 
plumbing, heating goods category 
were off 3 percent also. 

Following are the U. S. Dept. of 
Commerce estimates of retail hard- 
ware store sales for the last three 
years. 

(Millions of Dollars) 
1960 1959 1958 
January .. 175 174 172 
February . 178 167 154 
March .... 201 193 178 
ee ex 264 245 224 
266 263 257 
271 262 238 
251 240 227 
237 229 227 
September. 239 227 225 
October 237 243 242 
November . 222* 219 225 
December . 305 289 288 





TOTAL.. $2,846 $2,751 $2,653 
* Corrected November estimate; 
was $221 million. 


Gas water heater sales 
drop 9.9 percent in "60 


Shipments of gas-fired automatic 
storage water heaters during 1960 
were 9.9 percent less than a year 
ago, reports the Gas Appliance 
Manufacturers Assn. Nearly 2.7 
million units were shipped in 1960, 
compared to nearly 3 million in 
1959. 


New Jig Saw Choice 
of Plastic Surgeon 











“Ugly, angular features become graceful, 
flowing curves when I operate,” says this fa- 
cetious face-lifter, “and I always use a Shop- 
mate SJ-581M Jig Saw to aid in my furniture 
remodeling hobby.”’ 

Model SJ-581M makes its own starting 
hole, circles up to 17”, cuts delicate scroll 
work or a full 2 x 4. 115 volt AC motor, 2.1 


amperes. Air Jet. Die-cast alu- 

minum housing, mirror finish. $9 738 

Suggested Retail Price P 

»SEE OTHER SPRING FESTI-VALUES FROM 

Portable Electric Tools, Inc. 
ON PAGE 17 
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How to make 
Merchandise 
Disappear — 


and Profits 


pNelel-Yols 


Flexible-View Displays by HELLER 
increase store-wide sales by an 
average of 36%. Yet the cost is 
surprisingly low. 

HELLER provides in-store engi- 
neering and merchandising assist- 
ance. 

Why not check with us today for 
complete information. 


THE 


ELLER 


COMPANY 


MONTPELIER, GHIO 


WCH 4 





Se 
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Fast, POSITIVE LOCKING 


preferred by users. 


Opens or closes with one 
hand ...a flip of these 
special Lustro-Ware 
handles does the trick. 


Easier to pick up, too! 
One hand or two! 











FEATURE ¢ ¢ ¢ 


You'll make more sales with this line up 

of 6—8—12—24 gallon Lustro-Ware 
polyethylene REFUSE-TAINERS. Especially 
since the “word is around” that these are 


the easier-to-handle cans with “flip 





action” positive closure . . . look better 





Everyone wants ‘em... better get your 


stock now for the big season ahead. 











— EIGHT gallon 
C-124C — TWENTY-FOUR gallon 























C-112C — TWELVE gallon 


C-106C — SIX gallon 


RUST-PROOF « DENT-PROOF ¢ NOISE-FREE « PERMANENT “SHOW OFF” COLORS 
WEATHER-PROOF e EASY TO KEEP SANITARY Guaranteed 


—— < GE | a SSSSSSSE CYysTOMER SATISFACTION ====S 


C-108 


You'll want to profit, too, from the EXTRA TRAFFIC attraction 
of a complete Lustro-Ware housewares department. Choice 
of over 200 color-styled, timesaving housekeeping 
necessities . . . all at thrifty, advertised values. There’s a 
supplier near you for prompt service on sales-proven staples, 
ie new Lustro-Ware offerings . . . free merchandising aids, 
He eS ane traffic specials, etc. 


s COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio 


7 « 
/ Guaranteed by 
\ Good Housekeepin 
so . Sales offices in principal cities of U.S.A. and Canada 


mF Or « 
“ nS Advreristo ™* 





DOUBLE YOUR SALES... 
DOUBLE YOUR PROFIT 


= el MOUSE TRAPS 
Ta racs 


- 
1 = 


Victor Twin-Pac a0 
(also for Holdfast Traps) 


There’ll be no more “one-trap-at-a-time”’ sales 
when you display Victor mouse traps in pacs. 
**Dressed-up”’ to sell, these eye-appealing Victor 
pacs actually sell themselves when stacked on 
the counter or hung from a rack. All pacs are pre- 
priced, carry baiting and setting instructions. 

Victor mouse traps in pacs are a winning 
combination... top quality product, well-known 
brand name, attractive package and a big 


(also for sok 
Holdfast Traps) ~~ margin! 


Victor 4-Pac 


Order Victor mouse and rat traps 
from your wholesaler, today! 


OF AMERICA 


Lititz, Pa. © Pascagoula, Miss. 
Niagara Falis, Ont. 


Victor Easy-Set 
Victor 2- 2-Pac Card 
{also for Holdfast Traps) 
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NEW, LOW PRICES 
KLAMPON 


Re-usable Menders & Couplings for Plastic or Rubber Hose 


PATENT NO. 2,725,246 


Revolutionary, new KLAMPONS are now in the same 
price range as old-fashioned menders and couplings 


@ KLAMPON MENDER-COUPLINGS mend plastic or rubber hose instantly, 


or couple two pieces of plain-end hose. Just insert hose ends and press 
the lever down. 


@ KLAMPON FEMALE COUPLINGS replace worn, bent female couplings. 
@ KLAMPON MALE COUPLINGS replace bent, leaky male couplings. 


@ Made in the popular hose sizes—7/16, 1/2 and 5/8”, and individually 
visual-packed for self-service. 


@ Made of solid, rust-resistant metal, with tempered steel spring. 
Ask your jobber or write us for name of nearest supplier 
WRITE FOR 1961 GARDEN CATALOG ° 
Want more facts? Circle 203, p. 83 
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FRANKLIN METAL & RUBBER CO., HATBORO, PA. 


1960 construction breaks 
record 14th year in row 


A burst of strength in the final 
months of 1960 sent construction 
contracts to a higher level for the 
14th year in a row, according to 
F. W. Dodge Corp., construction 
news and marketing specialists. 

The $36.3 billion total in con- 
struction contracts during 1960 was 
just a fraction higher than the 
previous year’s total. Significant 
elements in the record year in- 
cluded an increase in apartment 
building against a decline in sin- 
gle residence, a 13 percent in- 
crease in school construction, a 7 
percent gain in commercial build- 
ing over 1959. 

The greatest dollar gain was in 
contracts for highways. However, 
the highway contract .increase of 
nearly $750 million was not enough 
to beat the record total set in 1958. 

“It is significant to note that the 
1960 gain in contracts was largely 
accounted for by highways and 
schools, which are largely govern- 
ment-owned; while the principal 
decline was in housing—primarily 
private ownership. As a _ result, 
government-owned projects ac- 
counted for 35 percent of all con- 
tracts in 1960, as compared to 31 
percent in 1959,” according to 
Dodge economists. 

“Without doubt, the brightest 
spot in the 1961 outlook is the con- 
struction industry. In the past 
three recessions, it has been instru- 
mental in reversing the declines 
and it appears that the industry 
will again play that role in 1961. 
There will, however, be some sig- 
nificant differences in the way the 
rescue is effected. In particular, 
government-owned projects’ will 
play a larger part, and housing a 
somewhat lesser role, in reversing 
this recession.” 


January housing starts 
down 18% from year ago 


Housing starts in January total- 
ed 72,000 units, reports the Dept. 
of Commerce. That’s about 18 per- 
cent below last January’s total 
total of 88,400 units. 

Privately owned housing starts 
totaled 69,400 units, representing 
an annual rate of 1.1 million, or 
20 percent below the annual rate 
of about 1.4 million a year ago. 





January personal income 
rate continues decline 


Personal income continued to 
decline in January, reflecting a 
further decline in the durable 
goods industries. 

Total personal income in Janu- 
ary was at an annual rate of $406.3 
billion, reports the Dept. of Com- 
merce. This compares to $406.9 bil- 
lion in December 1960, or a drop 
of $600 million. 

However, the personal income an- 
nual rate level was still $10.6 bil- 








lion higher than a year ago. 

The drop was centered primarily 
in manufacturing payrolls. The an- 
nual rate went from $84.6 billion 
to $84.2 billion, a loss of $400 mil- 
lion. Distributive industries also 
showed a decline of $300 million, 
while service industries and govern- 
ment payrolls continued to rise. 

Agricultural income, annual rate 
estimated at $16.8 billion, remained 
steady in January. This is in line 
with increased demand for nondur- 
able goods and materials. 


industrial wholesalers’ 
sales dip 2.5% in 1960 


Wholesalers’ sales of industrial 
supplies and equipment during 
1960 were 2.5 percent less than 
during 1959, reports the National 
Industrial Distributors’ Assn. 

December sales were 19.2 per- 
cent less than December 1959. 

Accounts receivable as of Dec. 
31 were 11.4 percent less than a 
year ago. Over the same period, 
inventories were down 1.9 percent. 





Du Pont traffic-huilding specials 
make more money for you 


“PULL-EM-IN” CUSTOMER SPECIALS 


YOUR PROFIT-MAKING SPECIAL DEALS 





Customers buy 8-0z. 


ROSE 
SQUEEZE-DUSTER 


5-Ib. box of 
NEW DU PONT only 
ROSE FOOD 


at % price 


They pay 


$2.32 


semanas 


You sell 24 of these combinations for........... 255.68 


Your cost............ 34.80 
YOUR PROFIT $20.88 





They buy 


INSECTICIDE 


They get one 59¢ 
8-0z. dropper can of 


GARDEN + SPREADER-STICKER 
FREE 


They pay 
only 


*2.29 


You sell 12 of these combinations for. ........ 


...327.00 
Your cost............ 16.85 


YOUR PROFIT $10.15 





Your customers get $2 OFF on the 


DU PONT SPRAYER when they buy it with 


You sell 12 Sprayers in combination deals for... .. 359.40 
or sell them separately for $83.40. 


Your cost...... 37.10 





any Du Pont Product 


YOUR PROFIT $22.30 or more 








PLUS —THIs BIG HALF-PRICE DEAL FOR YOU 


+ 8 New Products. The most complete line in '61! 
+ Generous Co-op Ad Allowance. $1 for 


every case you buy. Mats and scripts free! 


+ Free Garden Guides. avaitabie only at Du Pont 


Dealers—a real traffic builder! 


GARDEN CHEMICALS 


(See page 126 for more exciting Du Pont News) 


Your selling tn 
.80 


7 DU PONT LAWN WEED KILLER) 


24 1-pt. cans—Reg. $29.20 


YOUR 


| ' 
| DU PONT LAWN WEED KILLER) $3840 $3840 


24 8-0z. cans—Reg. $18.75 


QU PONT 


REG. U.S. PAT. OFF. 
BETTER THINGS FOR BETTTER LIVING 
++» THROUGH CHEMISTRY 
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Bicycle Institute names 
May 1961 as Bike Month 


The Bicycle Institute of Amer- 


ica, New York, has chosen May to 
be Bike Month. 

The Institute will make an effort 
to heighten sales appeal of bicycles 
to the consumer. The program will 
center around the theme, “There’s 
Nothing Like a Bike.” 

The bicycle industry will adopt 
this theme for advertising, promo- 
tional materials, window and store 
displays and brochures. 





Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Pro Hardware will issue 
Spring Sale Days mailer 
Pro Hardware, Inc., Larchmont, 
N. Y., has a Spring Sale Days Cir- 
cular. 
Along with about 60 best-selling 
items, the circular will feature the 





BOOST YOUR PROFIT MARGIN $ $ $ $ 


by promoting these ALL-PURPOSE 


OPEN HEAD SPRAYERS 





PRAYER : 


Ne 3%) 


for LAWNS and GARDENS 


the professional way 
to do-it-yourself. . . 


Chapin’s Deluxe Open Head 
compressed air sprayers are 
engineered for top periorm- 
ance! The 3-pronged open head 
lock provides a plane, assuring 
a positive seal. Efficient opera- 
tion means SAVINGS OF 50% 
to 60% IN CHEMICALS over 
low-priced hose end sprayers. 


Open top permits cleaning for 
longer life. Get all the facts 
from your NEW 1961 CHAPIN 
CATALOG. 


Write Dept. HA-3 


Quolity Sprayers and Dusters Since 1887 


MANUFACTURING WORKS, 


INC. 
BATAVIA, N. Y. 





SSM 
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Proven Spray Paint line. 

The mailer makes use of a new 
printing process that brightens il- 
lustrations, increasing the value of 
the circular to the dealer. 

The Spring Sale Days circular 
will be distributed nationally 
through 15 Pro Hardware whole- 
sale members. 


Ace circular keyed 
to particular areas 


Ace Hardware Corp., Chicago 
wholesaler, has keyed items in its 
spring Home & Gardens circular 
to the various areas in which it 
will be distributed. This compen- 
sates for seasonal and selling dif- 


ferences in territories serviced 
from Florida to the Dakotas. 

More than one million copies of 
the mailer will be distributed. 





YEAR IN, YEAR OUT 
AND THE YEAR ‘ROUND 


Water Master toilet tank balls will be 
advertised regularly all through 1961 in 
all the following magazines: Saturday Eve- 
ning Post, Better Homes & Gardens, Ameri- 
can Home, House Beautiful, Sunset, Farm 
Journal, McCall’s, Ladies’ Home Journal, 
Living for Young Home-Makers. 


We are directing buyers to your store for 
their Water Masters, and hope you will 
take advantage of the wealth of calls 
these ads will bring you. 


GET THE 
GENUINE 


WATER 
MASTER 


The Hardware Man’s 


TOILET TANK BALL 


America’s Largest Seller 
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Promotions 


Manufacturers’ New 
Merchandising Plans 














Do You Want lo- 


e Sell or buy a store 
Represent new accounts 


Hire experienced hardware 
personnel 


Dispose of surplus stock—distress 
inventory—job lot merchandise 

~ ee sales representation for your 
ine 


Get a job in the Hardware field 
THEN— 


Tell it To The Trade 
in The Classified 
Advertising Pages 

Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 


Chestnut & 56th Streets, 
Philadelphia 39, Pa. 




















THERE I$ A DIFFERENCE IN CHAMOIS 
STAN TAL 


—45 Lh OCLs 
‘GENUINE 
CHAMOIS SKIN 
atiGGhe@elomeli@ary. hve: 
MADE IN USA 
Ask Your sobber for Our [ 
~ Duty Chamois Double V 
"EASIER TO USE 
ae Che Gel els 
"CLEANS BETTER 
HOYT & WORTHEN TANNING CORP HAVERHILL MASS 
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Eveready garden lines 
will get extra ad boost 


A stepped-up schedule of con- 
sumer ads, plus a 50-50 co-op ad- 
vertising plan for dealers who pur- 
chase 10 or more cases of garden 
products is planned by Union Car- 
bide Consumer Products Co., New 
York City, for its 1961 line of 
Eveready lawn and garden prod- 
ucts. 

The overall program includes new 
products, new packaging, applica- 
tors, displayers and merchandising 
aids. 

Displays include: Garden Wagon, 
an all-metal, 3-shelf portable unit 
with wheels; Profit-Maker, a floor- 
stand for high-traffic store areas; 
Standard Store Fixture, with a low- 
priced assortment for repeat sales, 
and the Traffic Stopper, with a rep- 
resentative stock of popular garden 
chemicals. 

A point-of-sale _ kit, 
without charge, contains window 
banners, counter cards, catalog, 
copies of the Pocket Pest Control 
Guide and a 4-color giveaway book- 
let identifying the most common 
insects, weeds and plant diseases. 


available 


Petersen's Vise-Grip 
shows strength on TV 


Petersen Mfg. Co., DeWitt, Neb., 
is using a series of television ads 
to show the strength of its Vise- 
Grip. 

The ads are dramatized by a se- 
quence showing a Petersen Vise- 
Grip being used to lift a Jeep. 


Arbogast Co. ad shows 
uses of fishing lures 


Fred Arbogast Co., fishing lure 
manufacturer in Akron, Ohio, will 
have a full-page, 4-color ad in the 
March issue of Outdoor Life and 
the April issue of Field & Stream. 
It features 10 different lures, two 
for each of five different fishing 
situations. 


The ad may be used by dealers 





New 1000 rpm Drill 
‘Thrills Dentist 


EO 


“Fine equipment protects my patience and 
practice,” says this nebulous practitioner, * ‘so 
I chose the Shopmate 748CGM 3,” Drill. It’s a 
real helpin my hobby-—restoring antique cars.” 
e 748CGM has *%” capacity in steel, %4” in 
hardwood. 50% more torque than ¥4” drills. 
Powerful Series motor, full 2.6 amperes, 
delivers 1000 rpm no load 


600 rpm full load. Suggested $948 


Retail Price 
SEE OTHER PROFIT-PROVED 


Portable Electric Tool Values 


ON P 
Want more facts? ‘Goats 208, p. 83 





This Gardner two-drawer spring 
cabinet really is the convenient and 
profitable way to stock and sell 
springs. Cabinet No. 933 contains 
the most popular sizes and type of 
extension and compre‘eson springs— 
218 springs in 79 sizes in coded 
compartments. Each spring is top 
quality, precision made and plated. 
Coded box refills always available 
from stock. One- and four-drawer 
cabinet assortments also available. 


Order from your jobber, or write us. 
Also Weatherstrips 


Clean-out Augers 
900 Pole Socke’s 


ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, Ill. 
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Manufacturers’ Promotions 
(Continued ) 


as a chart for customers to know 
what type of lure to use. 





Jack Paar show to carry 
O-Cedar cleaning items 


Q-Cedar Division of American- 
Marietta Co., Chicago, will promote 
three household cleaning products 
on the nighttime television net- 
work Jack Paar Show. 


Eight separate commercials will 
be devoted to the group. 

Instant Dri-Glo, a spray-on fur- 
niture finish, will be offered at 10¢ 
off on the 98¢ size. Endust, a spray 
that treats cloths and mops for dust 
disposal, will carry a coupon that 
entitles customers to purchase a 49¢ 
cloth for 25¢. Customers who pur- 
chase a No. 76 sponge mop at the 
regular retail price of $3.95 will 
get a scrub-brush accessory valued 
at 89¢. 








» Guaranteed ' 
Lifetime Chrome 
by 


Sell More and Profit More 


Hoover combines both beauty and quality at competitive 
prices to help you SELL MORE bathroom accessories. Two 
complete price lines in guaranteed lifetime chrome... 
Guaranteed not to chip, crack or peel. Big profit margins 
plus merchandising displays and packaged sets help you 
PROFIT MORE. Immediate deliveries through your hard- 


ware distributor. 


WRITE FOR 
ILLUSTRATED CATALOG 


od 


Brighten Both Sales and Profits with .. . 


lnh@ouer 


BATHROOM ACCESSORIES 


FOWLERVILLE * MICHIGAN 
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Buy 12 Pennwood clocks; 
get a wrist watch free 


Pennwood Numechron Co., Pitts- 
burgh, has a special offer of a wrist 
watch for dealers. 

The company is giving dealers a 
lady’s or man’s Helbros. wrist 
watch free with the purchase of 12 
Tymeter Electric Clocks. The watch 
is nationally advertised at $29.75. 

The watch would also make an 
ideal prize in an employee incentive 
program, the company points out. 


December retail sales 
up $1 billion from 1959 


Sales in retail stores during De- 
cember were nearly $1 billion 
higher than during December 1959, 
reports the Dept. of Commerce. 
Sales were $22.4 billion, compared 
to $21.4 billion a year ago. 

Sales in 1960 were $219.8 billion, 
compared to $215.4 billion in 1959. 
Durable goods sales were off about 
$500 million, but a nondurable 
goods sales increase of nearly $5 
billion more than made up the dif- 
ference. 

Durable goods sales reversed a 
declining trend with December 
sales of $6.2 billion, nearly $200 
million higher than for December 
1959. Largest durable goods gains 
were in the automotive group. The 
hardware, lumber, building and 
farm equipment group and the 
furniture and appliance group was 
down. 

Nondurable goods continued to 
outdistance year-ago figures. Sales 
of $16.2 billion were nearly $800 
million higher than for December 
1959. 


SBA makes loans easier 
in labor surplus areas 


The Small Business Administra- 
tion has modified its Small Business 
Size Standards Regulation to assist 
more small firms in labor surplus 
areas. 

The new amendment applies to 
firms in areas designated by the 
Secretary of Labor as surplus la- 
bor areas. In these areas size 
standards will be increased by 25 
percent in determining if the ap- 
plicant qualifies as a small business. 
The amendment also states that the 
assistance granted by or through 
SBA must be used for the benefit 
of such areas. 





6) WETS We MARES ALL 
OTHER CAR WASHERS OBSOLETE 


NYo Mls Ameo Me ihac-1¢-1 Mil me (-3i1-tMeolilolelatioli Mm Ollolelulelile 
Whirl-A-Way features fatigue free pistol grip, 4 way 
volte] maelalice) MeolMrielel Me tic-lalelismelsleMadehi-1ae dial t- Mm oleh i-lali-te, 


ol acesticlini oldelel mel -1i-1del-lslmelilelilel-lmelsleMeMeaeliliollimultien 
ging 360° swivel! 


P Nolo Mm Oli co)) Mm wm felileltl Mmcoliclilile MMalel ey -lileli ame oleae 
C-lf-tieelelisre mat] o)ol-1amelaloMalelilel(-Melslom Ze) MalohZ-Misl- Miley) 
car washer that reaches and bends for you, looks like 
a dream, and washes like a charm. 


bolt motols Mol M2 -M ime lecliuileli-Milll Mile) MeMmlolilolilelibmelile 
in your market. It's a real winner! 
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OSROW PRODUCTS CO., INC. 
x]Ai@Q. Gg PENS x HAZEL STREET, GLEN COVE, L.I., NEW YORK 
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Dealers say: 
We need Madden Bill 


(Continued from page 74) 


Thompson Hardware Co., Stillwater, 
Minn. 


State Road Hardware, Parma, Ohio. 
Virgil Thompson, Louisville, Ky. 

Fred’s V & S Hardware, South Elgin, Ill. 
Wilson’s Hardware, Pataskala, Ohio. 
Meilander Hardware, Lakewood, Ohio. 


Bracken’s Hardware, Cates, Ind. 
Howard Morris Co., Memphis, Tenn. 
Young Hardware Co., Florence, Texas. 
Snurr’s Hardware, Sheffield, Ohio. 
Moe’s Beach Hardware, Brooklyn, N. Y. 
Waddle & Koons, Conneaut, Ohio. 
Heath Hardware, Inc., Detroit, Mich. 


W. C. Miller Hardware & Paints, Easton, 
Pa. 


Fieldstone Hardware Corp., Elmont, 
N. Y. 


Blackburn Hardware Co., Spruce Pine, 
N. C. 


Taylor Hardware, Colorado City, Texas. 





Cash in on 
The GROWING 


CONSUMER 
PREFERENCE 





Whether your customer is a professional 
builder, home repair contractor or do- 
it-yourselfer .. . 
for ARROW by name when he’s in 
the market for tackers. These are the 
prime prospects who recognize and ap- 


chances are he'll ask , 


Bell Hardware, Fort Monmouth, N. J. 


Western Auto Associate Store, Swains- 
boro, Ga. 


Red Front Hardware Co., Taylor, Mich. 
Oukrop Hardware, Kilideer, N. D. 

Bush Hardware, Kent, Wash. 

B-M Hardware, Glenwood Springs, Ohio. 
Gagel Hardware Co., Maria Stein, Ohio. 


Swanson’s American Hardware, Rus- 
sell, Pa. 


H & J Hardware, Willoughby, Ohio. 
Hostetter Hardware Co., Wellsville, Kan. 
H. F. Baldauf & Sons, Marion, Ohio. 


Woodlawn Hardware, Schenectady, 
N. Y. 


Morgan Hardware, Mt. Morris, Mich. 


J. C. Baldridge Lumber Co., 
Albuquerque, N. M. 


James Hardware, Beatrice, Neb. 
Coast-To-Coast Store, Bismarck, N. D. 
Ehlers Hardware Co., Clinton, lowa. 


Fred Schilling & Son; Franklin Square, 
L.- 4, %. ¥ 


McNeal Hardware, Mansfield, Ohio. 


C. R. Keeler, Montana Hardware, Butte, 
Mont. 


Tucker’s, Albion, Pa. 


Welch Hardware & Appliance, Chatta- 
nooga, Tenn. 


Coffman & Hart, West Hamlin, W. Va. 
Gronemeier Hardware, Mt. Vernon, Ind. 
Valley Hardware, Odell, Ore. 


Frank P. Morgan & Son, Waterville, 
N. Y. 


Holcker Hardware, Crestline, Ohio. 


Pillsbury’s Our Own Hardware, Devil's 
Lake, N. D. 


Coast-To-Coast Store, Jefferson, lowa. 
B. Posner & Son, Bayside, N. Y. 
Carrick Hardware, Pittsburgh, Pa. 


preciate lasting quality and dependable 
performance in their tools. That’s why | 
they prefer to buy ARROW over other 
tacker brands. 


And ARROW brand name acceptance 
continues to grow through consistent 
National Advertising in leading con- 
sumer, industrial 
magazines. 


Bradley Supply Co., Westlake, Ohio. 
The Goodrich Co., Lenora, Kan. 


All-Purpose 
STAPLE GUN 





Saves time and labor 
on 1001 heavy duty 
staple-nailing jobs. 


Price: $12.50 





HARDWARE HUMOR 


ELSES SL) N67 SES 


and specialty at g 


No. HT-50M 
Heavy Duty 
Good reasons why you should stock nn ee 
and sell ARROW TACKERS — the 
brand that will be in greater demand 


than ever, this season! 


SOLD ONLY THRU THE TRADE — 
NEVER DIRECT TO THE CONSUMER! 


Rapid nailing tool 
for roofers, insulators 
and other applicators. 


Price: $16.50 











ARROW FASTENER CO., INC. ™ 
1 Junius Street ¢ Brooklyn 12, N. Y. — 
Pioneers and Pacesetters for Over a Quarter Century 


CANADIAN REP : 
Gordon Lightstone 





No. JT-21 : : a 
Junior letonnnae 
STAPLE GUN 








For light duty tacking jobs. 
Ideal for housewife. 


Price: $4.95 


WESTERN REP 
M. Dovis 
170 No. Roberston Bivd., 
Beverly Hills, Collif. 


; , 
Pt ar ion, 


“You and your REAL grass!" 


1180 St. Antoine Street 
Montreal 3, Que. 
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Tennants, Inc., Syracuse, N. Y. 

H & B Hardware. Las Animas, Colo. 

Mills Hardware, Cornelius, Ore. 

Brockton Building Supply Co., Whitman, 
Mass. 

Teigland Hardware, Randall, lowa. 

Maury Hardware & Variety, Cincinnati, 
Ohio. 

Snell Hardware, Erie, Pa. 

C. A. Montambault Hardware, Manches- 
ter, N. H. 

New Milford Hardware Co., New Mil- 
ford, N. J. 

Spidel Hardware Co., Atlanta, Ind. 

T. A. Carnes Hardware Co., Winfield, 
Ala. 

L. T. Briggs, Apulia Station, N. Y. 

R. M. Wellstead, Zanesville, Ohio. 

Schink’s Hardware, Duquesne, Pa. 

Witt Hardware, Denison, lowa. 

Vailey Hardware, Chelan, Wash. 

Maibach’s Hardware, Sterling, Ohio. 

Palace Hardware, Erie, Pa. 

Valley Hardware, Willcox, Ariz. 

J. C. Turner Hardware, Marion, Ohio. 

Merritt Hardware, Dundalk, Md. 

Craig’s Hardware, Callicoon, N. Y. 

Kemp’s Hardware, Buttonwillow, Calif. 

Gamble’s Hardware, Marion, Kan. 

Schweizer Hardware, Bridgeport, Conn. 

Waxman & Waxman, Brooklyn, N. Y. 

North East Hardware, North East, Pa. 

McNichols Hardware, Detroit, Mich. 

Morley-Murphy Co., Geen Bay, Wis. 

Ligonier Lumber Co., Ligonier, Pa. 

Brewerton Hardware, Brewerton, N. Y. 

Brancheau Hardware, Dearbon, Mich. 

Camden Hardware Co., Camden, N. J. 

Culbertson Hardware, Auburn, Ind. 

Hutchison Hardware & Supply, 
Griffin, Ga. 

Alderman’s Hardware, Parsons, Kan. 

Magyera’s Paint & Hardware, Cudahy, 
Wis. 

Lion Hardware Co., Springfield, Ohio. 

Merschel Hardware, East Tawas, Mich. 

Albert Milke & Sons Inc., Baltimore, 
Md. 

Leonard Hardware Co., Sebring, Ohio. 

Kraus Department Store, Erie, Pa. 

Laurelcrest Hardware, Portland, Ore. 

Hanson Hardware, Caro, Mich. 

Ungar Hardware, McKeesport, Pa. 

DeVore Hardware Co., Monongahela, 

Pa. 

Livine Hardware, Duquesne, Pa. 

McCune Hardware, McKeesport, Pa. 

Clairton Hardware, Clairton, Pa. 

Lane Bros., Hometown, Pa. 

Faith Hardware, Jersey City, N. J. 

Kuhn’s Hardware, Lisbon, Ohio. 

Cochran Hardware, St. Louis, Mo. 

Ohmer Hardware House, Erie, Pa. 

J. H. Batsell Sons, Brownsville, Texas. 

C. H. Gish Co., Denton, Kan. 

Jos. J. Schad Hardware, Dayton, Ohio. 

Benson’s Hardware, Baltimore, Md. 


All votes above favor voting the Mad- 
den Bill into law. A negative vote was 
cast by: 

Fed-Mart Corp., San Antonio, Texas. 


Viehek. ... Special for Hardware Week! 


No. X2564 


5/16” to 3/4” 


samen 


Compare these features ... drop 
forged, heat treated...fits 10 different 
size nuts—He—'H—%—Ase— 2 —Ve 
—'Y%o— Ye —'VYis— 4"... bright plated 
finish . . . precision-milled openings ... 
maximum torque bar design. Biggest 
wrench value of the year. . 








A-3617A 





best seller! 


» a sure 


5 piece open end wrench set 


——_ 


Hardware Week Bargain 


°149 


regular price $1.98 
See your jobber today! 





Vichek Tool O° gy 


‘Oa l-5'2-1F- alone. SO lalle 
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“THE TRADE CALLS — 
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DYKEM 
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Popular package 8-oz. can fitted with =e 
Bakelite cap holding soft-hair brush* & 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 

The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 
23058 North 11th St. St. Lovis 6, Mo. 


come 
~~ - 





MITH 


PRAYERS 
E-Z 








**Finest knapsack 
sprayer made.”’ No 
dampness reaches 
the back. 5 gallon 
tank. 
SMITH SPRAYERS 
and Dusters have 
been choice for 
Quality since 1888 
. . complete line 
of all types, styles 
and sizes ... 
superior in 
workmanship, 
design and 
performance. 


as 


D.B. SMITH & CO. 


426 Main St., Utica 2, N. Y. 
**Originators of Sprayers’’ 
Canadian Rep. G. L. Cohoon 
1396 St. Catherine St., 
Montreal 2, Canada 


Send for 
NEW 
Catalog! 
© 
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Store Identification, Consumer Ad Program 
Are Features of Moore-Handley Dealer Plan 


A store identification pro- 
gram linked with consumer 
advertising campaigns is 
being offered hardware 
dealers by the Moore-Hand- 
ley Hardware Co., Birming- 
ham, Ala., wholesaler. 

Dealers participating in 
the program will be identi- 
fied as Savings Supply 
Stores. Consumer advertising 
will identify dealers under 
this name, and store identi- 
fication signs will enable cus- 
tomers to link the advertise- 
ments with participating 
stores. 

The first campaign, aimed 
at the Spring market, begins 
next month for dealers in 
the Birmingham, Mobile, At- 
lanta, and Nashville areas. 
Similar consumer advertis- 
ing campaigns will be used 
to stimulate sales for the 
Summer, Fall, and Winter 
seasons. 

Plans are underway to ex- 
tend the program to other 
areas, based on dealer ac- 
ceptance of the program in 
the initial areas. 

Participating dealers will 
receive illuminated hanging 
signs and store front identi- 
fications, plus instore ban- 


ners, pennants and price 
tags. 

The program where set up 
is available to all dealers 
served by Moore-Handley. 

The consumer phase of the 
program includes advertising 
in newspapers, on the tele- 
vision and radio, and circu- 
lars and direct mail pieces. 
All advertising will be pre- 
pared and handled by Moore- 
Handley and its advertising 
agency. 

The newspaper campaign 
will include an institutional- 
type advertisement explain- 
ing the purpose of the Sav- 
ings Supply Stores set up, 
with a listing of participat- 
ing dealers. Then there will 
be full-page advertisements 
on hardware store products 
only. 

The television and radio 
ads will be spot announce- 
ments. There will be some 
institutional type and some 
product type spots. If time 
permits, there will be some 
mentions of dealer names 
and addresses. 

Dealers also will receive 
sales bulletins and letters 
giving details of each promo- 

(Continued on page 161) 





Wm. Ritter Reelected 
By American Hardware 


Officers and directors were 
elected during the recent an- 
nual meeting and merchan- 
dising fair held by American 
Hardware Supply Co., Pitts- 
burgh dealer-owned whole- 
saler. (See photograph on 
page 169.) 

More than 800 dealer- 
owners, guests and company 
management people attended 
the meetings and looked over 
the wares of 185 exhibitors. 

Officers elected during the 
annual meeting are: Presi- 
dent, William R. Ritter, Rit- 
ter’s Hardware Co., Mechan- 
icsburg, Pa.; vice-president, 
Earl Wyant, Gilbert & Co., 


Huntington, W. Va.; secre- 
tary, Walter R. Conaway, 
Perry Hardware Co., New 
Lexington, Ohio. 

Directors elected are: Dar- 
rell C. French, Murphy-Ben- 
ham Hardware Co., Wilming- 
ton, Ohio; Paul Wolff, A. R. 
Wolff & Son, Meadville, Pa.; 
Lloyd Carlson, Carlson’s 
Hardware, Chardon, Ohio; 
Charles W. Cunningham, 
George & Cunningham, Mt. 
Pleasant, Pa.; Porter L. Mor- 
row, W. G. Arthur Co., Inc., 
Orchard Park, N. Y.; R. H. 
Miller, R. H. Miller Hard- 
ware, Pittsburgh. 

Features of the fair in- 
cluded four ‘%-hour sales 
clinics and special section on 
promotion and advertising. 
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Hamilton Cosco Names 
Richard C. Ellsworth 


Hamilton Cosco, Inc., Co- 
lumbus, Ind., has appoir.ted 
Richard C. Ellsworth na- 
tional sales manager of its 
wholesale-retail division. His 
duties will include direction 
of the field sales force. 

Mr. Ellsworth was na- 
tional sales manager of the 
electric appliance div. of 
Westinghouse Electric Corp., 
Mansfield, Ohio. 

The appointment of Mr. 
Ellsworth is part of a re- 
organization at Hamilton 
Cosco. Another step is the 
division of the former east- 
ern and western sales re- 
gions into three regions — 
eastern, central and western. 

William J. Shaw, former 
vice-president of sales for 
Implement and Tractor Pub- 
lications, has been named 
western regional manager. 
Irving C. Lange, former 
western manager, has been 
named central manager. 


WILLIAM F. HOPKINS 


W. F. Hopkins Elected 
By Decatur & Hopkins 


William F. Hopkins has 
been elected president of De- 
catur & Hopkins Co., Boston 
wholesaler. He succeeds his 
father, Frank E. Hopkins, 
who died Nov. 17 (see HA 
Dec. 15, p. 64). 

Mr. Hopkins, who was vice- 
president, has been with the 
firm since 1932. He has been 
vice-president since 1943. 





Two Frankfarths Elected to New Positions 


As Frankfarth Hardware Ma 


ei 
Vege 


Kp PLE 


WILLIAM FRANKFURTH 


Lorenz O. Frankfurth has 
been elected president of 
Frankfurth Hardware Co., 
Milwaukee wholesaler. And, 
William Frankfurth, his 
brother, has been elected to 
the newly created post of 
chairman of the board. 

Lorenz Frankfurth is the 
fifth president of the whole- 
sale firm, currently celebrat- 


rks 100th Year 


SAORI 9 


“ Re ie 
ain eas 


1 


LORENZ 0. FRANKFURTH 


ing its 100th anniversary, 
and the fourth Frankfurth 
to hold the post. William 
Frankfurth has been presi- 
dent since 1934. 

In another move, the com- 
pany has elected Harold F. 
Gruenwald, one of its top 
salesmen, to the board. He 
fills a vacancy left by the 

(Continued on page 160) 
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L. B. Beavers Elected 
Exec. Vice-President 


L. B. Beavers has been 
elected executive vice-presi- 
dent of Wright & Wilhelmy 
Co., Omaha, Neb. whole- 
saler. 

Mr. Beavers, who has 
been devoting his time to 
the sales department, has 
been with Wright & Wil- 
helmy for 25 years. He is 
also a member of the board. 

The firm held a general 
sales meeting recently at- 
tended by salesmen covering 
a six-state area. New lines 
were presented and informa- 
tion was given on a new 
dealer catalog and catalog 
service. 


L. B. BEAVERS 


Wright & Wilhelmy is 
celebrating its 90th anniver- 
sary this year. The company 
has been at the same loca- 
tion for 70 of those years. 





Better Traffic and Sales Is Goal of New 
Dealer Program of Oklahoma Hardware Co. 


A TV program, profes- 
sional window decorators, 
co-op newspaper ads, month- 
ly specials, ads, quarterly 
broadsides and other store 
selling aids are features of 
a new merchandising pro- 
gram offered to dealers of 
Oklahoma Hardware _ Co., 
wholesaler of Oklahoma 
City. 

Heart of the program is 
a weekly TV show, entitled 


“Here’s How,” on WKY-TYV. 


Format of this show is de- 
signed to instruct and in- 
form housewives about 
goods and services they can 
get from local, independent 
hardware and housewares 
stores. 

“We want to help dealers 
build an ‘image’ that will 
draw customers into hard- 
ware and housewares 
stores,” says Gene Smith, 
Jr., Oklahoma Hardware 
(Continued on page 160) 


ITS HERE 


OME IN AND LEARN WHA 
MEANS TO YOU 


This is the Double-H symbol that identifies stores in the new mer- 
chandising program announced by Oklahoma Hardware Co. Flank- 
ing the sign are (at right) Gene Smith, president, and Gene 


Smith, Jr., sales director. 


Worthington Elects Two Vice-Presidents, 
Five Directors; Increases Board by Two 


Geo. Worthington Co., 
Cleveland wholesaler, elected 
two new vice-presidents and 
five new directors at the re- 
cent annual meeting. The 
election of directors increases 
board membership from 10 
to 12. 

The new directors are: E. 


E. R. HENNEN 


A. J. ROSALINA. 





Gilson Brothers Makes 
4 Sales Appointments 


Four men have been ap- 
pointed to new posts in the 
sales department of Gilson 
Brothers Co., Plymouth, Wis. 

The new appointments are: 
Tom Ries, sales manager for 
garden tractors and service; 
Ralph H. Rudolph, sales man- 
ager for karting equipment; 
Calvin Schaap, sales manager 
for mixers, composters and 
foundry sales; and John M. 
Posewitz, advertising man- 
ager. 


R. Hennen, manager of pur- 
chasing; A. J. Rosalina, in 
charge of tool buying; 
Joseph Demshar, Jr., sales 
manager of the dealer divi- 
sion; William G. Fritz, as- 
sistant dealer division sales 
manager; and George F. 


JOSEPH DEMSHAR, JR. 


WILLIAM G. FRITZ 


Pryor, vice - president of 


Cleveland Trust Co. 

Retiring board members 
are: P. H. Deming, chair- 
man, who has been with 
Worthington for 55 years, 
and A. C. Maecker, vice- 
president, a 48-year veteran. 
There was one vacancy. 

All of the Worthington 
executives have been with 
the firm for more than 26 
years. 

Two new vice - presidents 
are Mr. Demshar and J. H. 

(Continued on page 161) 
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Good News for 


SAKRETE. 
DEALERS! 


You are now eligible 
to become 


DEALER OF 
THE YEAR | °-.2 2°" 
in the BRAND, 


Brand Names Foundation 
BRAND SELLING PROGRAM NAMES } 


SATISFACTION 
Entry blanks and complete 
details available from your 


SAKRETE MANUFACTURER 


A Brand Name is a 
Moker’s Reputation! 


Remember, SAKRETE CEMENT MIXES 


* Are PRE-SOLD to millions of consumers through 
AMERICA’S LEADING NATIONAL MAGAZINES 


* Are sold EXCLUSIVELY THROUGH LUMBER, BUILD- 
ING MATERIAL AND HARDWARE DEALERS 


* Are noted for LONG SHELF LIFE, FAST TURN-OVER, 
ability to BUILD STORE TRAFFIC and HELP SELL 


RELATED ITEMS 
CEMENT 


IN THE SACK WITH THE YELLOW DIAMOND 
Want more facts? Circle 218, p. 83 














‘DOOR CLOSERS 


with 5 Year Guarantee 


NO FUSS NO BOTHER 


Ready for either right or left 
hand doors...Without Any 
Adjustments Whatsoever / 


‘SPARTAN’ ei READY TO INSTALL INSTANTLY! 
Rugged construction, precision machined Swedish 
Steel. Unconditionally guaranteed for 5 years by 
us. Fast delivery from complete warehouse stock. 
Spare parts immediately available. Meets every 
heavy duty demand, yet COMPETITIVELY PRICED. 


Aluminum or Brown 
Finishes. 

Sizes 2,3, 4 and 5 
Wide range of closing 
speeds 


* The Publi Service Testing Laboratories 
“The Spartan proves to be superior in quality 
copy of report available on request 


OE a neeemeemneemmmeeenemmeeene seen opus 


S. PARKER HARDWARE MFG. CORP, 


Quelity Hardware Since 1900 @ 
; 27 LUDLOW STREET + Phone WAlker 5-6300 - NEW YORK 2, ry V.¢ 


Want more facts? Circle 219, p. 83 
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News of the Trade 


news in brief of 


MANUFACTURERS’ AGENTS 


@ Specialty Items Co., Men- 
lo Park, Calif. — Philip J. 
Hewitt, former president of 
Allied Western Distributors, 
Inc., San Francisco, has or- 
ganized this agency. The 
new firm, with headquarters 
at 1010 Doyle St., offers 
market research, packaging 
guidance, promotion, adver- 
tising and national sales for 
toys, housewares and bath 
shop items. The firm has 
offices in the following cities: 
Boston, New York, Phila- 
delphia, Chicago. Cincinnati, 
Detroit, St. Louis, Kansas 
City, Oklahoma City, Atlanta, Dallas, Phoenix, Salt Lake 
City, Los Angeles, San Francisco, Portland and Honolulu. 
@ Ray Nelson, Minneapolis—Ray L. Nelson has opened 
an agency under this name to cover Minnesota, North 
Dakota, South Dakota and northern Wisconsin. Mr. Nelson 
was with Janney, Semple, Hill & Co.,-former Minneapolis 
wholesaler, for 31 years. He was a buyer for about eight 
years and before that was in the sales department cover- 
ing Wisconsin and Minnesota. The agency already handles 
cabinet hardware, bathroom fixture, and lawn and garden 
lines. 


@ Simonsen Industries, Chicago—Pennsylvania, Maryland, 
Delaware, District of Columbia, and southern New Jersey 
to Milo, Inc.; New York state, excluding the metropolitan 
area, to Sid Rubin; Ohio to Phil Meyers. 

@ Sessions Clock Co., Forestville, Conn.—Texas, Okla- 
homa, Arkansas, Louisiana and Mississippi to Van Brau- 
man & Co., Dallas, for the entire clock line. 

@ Plastic Products Corp., Cleveland—Missouri, Kansas, 
Iowa, Nebraska, Minnesota, North Dakota and South 
Dakota to Connelly-Woodring Sales Co., Kansas City, Mo. 


@ Speedway Mfg. Co., Div. of Thor Power Tool Co., 
Aurora, Ill.—West Coast to Lynn & Brooks, San Francisco. 


PHILIP J. HEWITT 





Richard Collins Heads Indiana Dealers 


Richard Collins, Lowell Home Supply Co., Lowell, was elected presi- 
dent of the Indiana Retail Hardware Assn. at its convention in 
Indianapolis, Jan. 29-31. Lloyd G. Caley, Geedy-Corey Hardware, 
Inc., Huntington, was elected daaeneedikeeh. Officers and directors, 
front row, left to right, are: Vice-President Caley; President Col- 
lins; W. Roscoe Stevens, North Side Lumber & Hardware, In- 
dianapolis, retiring president on advisory board; and W. J. Sheely, 
Indianapolis, managing director; Back row, left to right, are: Wm. 
O. Scott, J. G. DePrez Co., Inc., Shelbyville, director; Robert Quick, 
Shanklin Hardware Co.., Frankfort, director; Walter Moll, Jr., Moll 
Bros. Hardware, Evansville, director (new); E. V. Moritz, Union 
Hardware Co., Inc., Seymour, director; and Don O'Rear, Pentecost 
& Craft Hardware, Terre Haute, director. 








News of the Trade——— 





Louisiana-Mississippi Elects Voorhies 


sng ia 
a ‘s >, 


% : 
oy 
\ 
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Jim Voorhies (seated at left), New Iberia Hardware Co., New 
Iberia, La., was elected president of the Louisiana-Mississippi Retail 


Hardwore Assn., at its convention in Jackson, Miss., Jan. 29-30. | 


Preston Biggers (seated at right), J. D. Biggers Hardware Co., 
Corinth, Miss., was elected vice-president. Directors of the associa- 


tion, left to right, are: Lee Loupe, Hammond Hardware, Hammond, | 


La.; Bill Montgomery, Montgomery Hardware Co., Jackson, Miss. 
(past director); Clayton Borne, Jr., C. P. Borne Hardware, New 
Orleans, La.; Lasley Richardson, Glover Hardware & Furniture, Ray- 
ville, La.; Bill Reynolds, Waynesboro Hardware & Furniture, Waynes- 
boro, Miss.; James Barfield, Barfield Hardware & Supply Co., 
Jackson, Miss. (new); Calvin Flint, C. H. Flint & Son, Batesville, 


Miss.; Charles Willis, Willis Hardware Co., Tylertown, Miss.; and | 


David O. Mansfield, Jackson, Miss., secretary-treasurer. Directors 


not shown are John O. Vetter, Vetter Hardware & Lumber, New | 


Orleans, La.; Frank R. Duvic, Duvic & Son, New Orleans, La.; and 





Bernard Senter, Senter Hardware 


Co., Macon, Miss. 





Toastmaster Appoints 
Douglas Sales Manager 


Roy E. Douglas, former 
assistant sales manager, has 
been named sales manager 
for domestic appliances at 
Toastmaster Div., McGraw- 
Edison Co., Elgin, Ill. 

Mr. Douglas has been with 
Toastmaster in various sales 
capacities since 1952. Before 
that he was a salesman with 
an appliance distributor. 


Deming to Give Course 
On Submersible Pumps 


The first of a series of 
special submersible pump 
service schools for dealers 
is scheduled to start in 
March sponsored by Deming 
Co., Salem, Ohio. 

The two-day session will 
cover the history of submers- 
ibles, selection and pricing, 
installation, repair of liquid 
level controls, and starting 
equipment. 


New Company Formed 
To Manufacture Locks 


A new firm has been estab- 
lished in Brooklyn, N. Y., to 
manufacture a line of locks 
and other hardware products. 
The complete line will be 
available by early Spring, ac- 
cording to an announcement 
by company founder and 
president, George Friedman. 

The firm name is Precision 


Lock Mfg. Corp. and is at | 
Other | 


2634 Gerritsen Ave. 
officers are: Lester Friedman, 


vice - president and Arthur | 
Auerfeld, secretary-treasurer. | 


Westinghouse Forms 
Separate Department 


The portable appliance di- | 


vision of Westinghouse Elec- 


tric Corp., Mansfield, Ohio, | 
has formed a new depart- | 


ment to handle the market- 


ing of such products as fans, | 
air | 


portable heaters 
purifiers. 

The following have been 
appointed to posts in the new 


department. 


and 


M. Leonard D’Ooge, for- | 
merly merchandise manager | 


of electric housewares, 


named product manager. F. | 
P. Walter, formerly product | 
suc- | 


distribution manager, 
ceeds him. 

F. W. Loiko has 
named merchandise manager 
of the new department. Mr. 
Loiko was a national sales 
representative. 


Stanley Name Change 


The name of the Stanley 
Electric Tools division of 
Stanley Works, New Britain, 
Conn., has been changed to 
Stanley Power Tools. The di- 
vision manufactures electric, 
high-frequency and air pow- 
ered portable tools. 


been 





boosts rental 
income 


This proven profit-maker brings rental customers for (1) 
floor polishing, waxing, buffing, steelwooling; and (2) rug 
and carpet shampooing, or floor scrubbing. Simple snap-in- 
place locking clamps on tank enable you or customer to 
convert JW12 from floor polishing to scrubbing in 3 minutes, 
or less. Multiple uses increase sales of many other related 
items, such as wax, floor finishes, steel wool, shampoo, etc. 


JW12 is real customer pleaser — especially women — be- 
cause it handles easily, stows between car seats for trans- 
port, gives do-it-yourselfers professional effect on rugs, 
carpets, floors. Yet entire unit, with tank, shampoo brush 
and all floor attachments — ready for 2-way rental use — 
actually costs less than most single-use scrubbers. For 
full story on JW12 and other Holt rental machines, mail 
coupon today. 


Cradle permits adjusting brush 
to depth of rug pile. 


SALES AND SERVICE CENTERS IN MAJOR CITIES 


669 - 20th St., Oakland 12, Calif.; 10702 - 46th St., Tampa 10, Fla. 
272 Badger Ave., Newark 8, N. J. 4) 
a ee ee me a mR mem 
HOLT MFG. CO., Dept. P.3 
669 - 20th St., Oakland 12, California; 10702 - 46th S$t., Tampa 10, Florida; 
272 Badger Ave., Newark 8, New Jersey. 


Please send me details on Holt JWI2 and other rental machines. 


Name Positio 





Firm 


Address 


Bee DT RM HW ERR eR TE Mee ee UMCULUETCU TC ES 


Want more facts? Circle 220, p. 83 
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BIGGER 


PROFITS 


WITH NEW, IMPROVED 

















New revolutionary polyethy- 
lene cord prevents kinking, has 
ten times the strength of old 


TANK BALL & GUIDE 


Stops runping toilets 

Saves money 

Nationally advertised 

Easy to install (No special tools) 
Everybody needs one 

3-year money back guarantee 
Compietely corrosive resistant 


REPLACEMENT RUBBER BALL 


Round ball and polyethylene cord are 
available. Packed six to a box—6 
boxes to carton. 


CALL YOUR 
WHOLESALER NOW 
Packed in colorful, in- 
dividual display boxes 
that sell on sight. 12 

boxes to carton. 


type metal chain, cannot rot, 


fray or break. 


The new, 


improved “Alert” 


ends water waste and annoy- 
ing gurgles once and for all. 


Put “Alert” on your counter @& mien ee tae 


and profit! 


ARDMORE PRODUCTS CO. consHonocken, PA. 
Want more facts? Circle 221, p. 83 





GENERAL'S NEW 


THE HOT ITEM 


COMPACT-COLORFUL 
EASY TO USE 

NO MESS 

LOW PRICE 


PLUS: Steel container that 
holds up to 25 ft. of 44” 
snake. Compact, modern de- 
sign with new T-grip handle 
. «. finished in smart colors 
for maximum visual appeal. 
Eliminates dirt and floor 
mess. Stock it . . . show it 
. » . and watch it sell! 


SEE YOUR WHOLESALER OR WRITE 
FOR DETAILS ON GENERAL'S ALL- 
NEW SPIN-THRU UNITS— 


Complete catalog covers boxed 
drain augers, closet augers, flat 
sewer rods, power drain-cleaning 
equipment, pipe hooks and cop- 
per tubing straps. 


SPIN-THRU 2%., 
... RIGHT NOW 


Steel T-grip handle 
as shown 


or economical 
wooden handle 


a” 
sd : 


GENERAL WIRE SPRING COMPANY 


904 S. SARAH STREET 


¢ PITTSBURGH 3, PA. 


WHOLESALERS THROUGHOUT THE U. S. AND CANADA 
Want more facts? Circle 222, p. 83 
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| build this 
| own, an image that will re- 








ROBERT M. O’DONNELL 


O'Donnell Gets New 
Corporate Staff Post 


Robert M. O’Donnell has 
been appointed to the newly 
created corporate staff posi- 
tion of director of market- 
ing services for Yale & 
Towne Mfg. Co., New York. 

Mr. O’Donnell will con- 
tinue with his present re- 
sponsibilities as corporate 
secretary. 


Van Camp Show Clicks 


As Blizzard Threatens 


In spite of sub-zero tem- 
peratures and the threat of 
a blizzard, dealers from 782 
stores in seven states turned 
out to make a success of the 
third annual spring and 
summer show sponsored by 


_Van Camp Hardware & Iron 
_Co., Indianapolis wholesaler. 


Dealer enthusiasm and 


| buying were high during the 
| show. Final tallies of the 
_ show are expected to top last 
_ year’s record by 10-15 per- 
_ cent. 


Show specials got excep- 


tional play during the event. 


Oklahoma Hardware's 
New Dealer Program 


(Continued from page 157) 
sales director. 

“Chains and discount 
houses have built images in 


_ customers’ minds,” he points 
| out. “We are convinced that 
| independent dealers 
_have a valuable image, but 
| it has been overlooked by 
| some customers because of 
_ the heavy promotion of other 


also 


outlets. 
“We want to help dealers 
image of their 


sult in better traffic and 
sales. Our merchandising 
plan will do this, and at the 
same time let each dealer 
retain his individual store 
identity.” 

The new program is called 


News of the Trade 


the “Double-H” plan, and is 
offered to hardware and 
housewares dealers in the lis- 
tening range of the TV sta- 
tion. Participating dealers 
receive a non-exclusive li- 
cense to use Double-H mate- 
rial, on the basis of a yearly 
agreement. 

Dealers pay a fee for the 
material, but do not commit 
themselves for the purchase 
of merchandise. It was em- 
phasized that this is not an 
associate store program. 

The program makes avail- 
able professional window 
decorators to put in store 
displays that will back up 
the quarterly consumer 
broadsides. 

A monthly special is also 
featured, along with store 
trim material, ad mats, and 
other merchandising aids to 
back up the monthly and 
quarterly promotions. 

A monthly sales training 
bulletin will also be supplied 
to all stores in the program. 


Frankfurth Hardware 
Celebrates 100 Years 


(Continued from page 157} 


retirement of Edward P. 
Korneli, secretary-treasurer. 
No successor has been elect- 
ed for the _ secretary-trea- 
surer post. 


A two-day annual dealer 
show, held at Milwaukee 
Auditorium in late January, 
served as a kick-off for the 
company’s centennial cele- 
bration. Momentos and re- 
minders of Frankfurth’s 100 
business years were on dis- 
play. 

The firm was founded as: 
a small hardware store by 
William Frankfurth, Sr., 
grandfather of the board 
chairman. It is now a lead- 
ing wholesaler in the hard- 
ware industry. 


Frankfurth’s dealer show 
attracted about 1200 dealers 
and dealer representatives, 
which is double last year’s 
attendance. One hundred 
manufacturers filled the au- 
ditorium’s three halls with 
merchandise. Many exhibi-. 
tors reported sales well up 
over last year. 


In addition to the dealer 
show, Frankfurth held a 
special employe banquet to 
commemorate its 100th An- 
niversary. Top salesmen and. 
25-Year-Club employes _re- 
ceived special honor during 
the event. (See photograph: 
on page 169.) 














Berwyn, Ill. — Irwin F. 
Novak, former comptroller of 
a Chicago machinery manu- 
facturing firm, has purchased 
TUREK HARDWARE STORE at 
6828 Windsor Ave. The store 
name has been changed to 
WINDSOR HARDWARE. Accord- 
ing to Mr. Novak, the store 
address has been the site of a 
successful hardware opera- 
tion since 1890. He adds that 
his store will be modernized 
during a one-year program 
that is already under way. 

New Castle, Pa. — KIRK, 
HUTTON & Co., 24 E. Wash- 
ington St., is celebrating its 
100th anniversary this year. 
According to company secre- 
tary, H. M. Kirk, his grand- 
father founded the business 
as an ironmonger’s hardware 
and harness shop in the 
Spring of 1861. A month- 
long sale during May will 
mark the occasion. 


Freeman, S. D. — W. F. 
Fensel has purchased WIPF 
Bros. HARDWARE STORE at 
auction from Robert J. Wipf. 


News of the Trade 


News About Dealers: Irwin Novak Parchases 


Berwyn, Ill. Store; Plans Modernization 








Dates Announced For 


Wholesalers’ Shows 


Cotter & Co., Semi- 
annual Convention and 
Fall Toy and Gift 
Show, June 5-16, at 
company offices, 2740 
Clybourn Ave., Chi- 
cago. 


United Hardware 
Distributing Co., Min- 
neapolis, Annual Toy 
Show, June 4-5, at East 
Room of Grandstand, 
State Fairgrounds, St. 
Paul, Minn. 


Ace Hardware Corp., 
Chicago, Summer Con- 
vention and Toy Show, 
June 11-13, at main 
exhibit hall of Palmer 
House, Chicago. 


Dates of other wholesalers’ 
shows announced previously 
are shown in the Convention 
Calendar on page 138. 














Worthington Elects 
Six to New Posts 
(Continued from page 157) 


seine arin ; 


J. H. CHAPPLE 


Chapple. Mr. Chapple is in 
charge of operations includ- 
ing all warehouse activities. 

Board members reelected 
were: N. F. Luekens, presi- 
dent, J. J. Bohning, J. W. 
Vickers, Frank Simon, A. 
W. Fullerton, Paul A. Schefft 
and Mr. Chapple. 


Moore-Handley Offers 
Dealer Ad Promotion 
(Continued from page 156) 


tion. The bulletins will offer 
suggestions on merchandise 


displays, and local tie-ins. 
Each seasonal promotion is 
aimed at a 10 day sales 
period. 


Dealers tie-in with the 
program for a year, and re- 
ceive the complete advertis- 
ing program for a small fee. 

“The plan is a new ap- 
proach to a total advertising 
and promotion program for 
Southern retailers, “W. 
Wilson, vice - president-mer- 
chant sales, points out. “The 
enthusiastic acceptance of 
the program is indicative of 
the healthy and progressive 
outlook by the industry in 
our serving area.” 


Miller New President 
At Carpenter-Morton 


William C. Miller has been 
elected president of Carpen- 
ter- Morton Co., Everett, 
Mass. He has been vice-pres- 
ident and general manager 
of the 121l-year-old paint 
firm since 1955. 

Albert J. Legouri succeeds 
Mr. Miller as general mana- 
ger. Mr. Legouri, who has 
been with the firm for 35 
years, will continue as trea- 
surer of the firm. 


MAN, YOU’LL THINK YOU’VE 


HIT THE JACKPOT! 





WHEN YOU SELL THE 


AnNoclern 


Modern as the name implies be- 
cause it’s the most improved, com- 
plete line available. 

@ DOMESTICS 

@ COMMERCIALS 

@ A UNIT FOR EVERY 


@ FILTERS 


WATER CONDITIONER LINE 


INSTALLATION 





HAVE YOU CONSIDERED WATER CONDITIONERS AS AN APPLIANCE LINE THAT WILL MAKE 
YOUR STORE MORE COMPLETE? YOUR PROFITS GREATER? 


WELL HERE IT iS! Hundreds of dealers have found Modern Water Softeners, 
7 


@ with the Modern ‘Profit Package,” the answer to their profit 


AES 
$ Snes” 


picture because MODERN softeners SELL! 


IT'LL WORK FOR YOU, TOO! Let us show you how Modern Water Soft- 


eners fit your business and can easily be 
your leading profit maker quickly. 





Softeners have been 
granted the Water Conditioning 
Seal of Validation. 


$4 eiretises 
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we 
- 





Be 2 
j 


A NATURAL “EXTRA SALE” WITH ALL 


WATER USING APPLIANCES! 
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Here’s our Tuck- 
A-Way, a com- 
pact unit featur- 
ing a tank with- 


FREEPORT 


== 
==" > 
= Eh 


Newest and 
fastest selling 


7 
2t 
~<a * 


2** 


Please send me additional information on the ‘Profit Package” and the 
in a tank... ae Modern Softener line or have your representative call on me. 


nnioclerhA 


WATER EQUIPMENT COMPANY 


ILLINOIS 





~* 


| BUSINESS NAME 
| 


aed 


~ 
> 


addition to our 


<Vaeeet? 
* 


| ADDRESS 


* 
~~ 
ee 








line. 


2% ** 





| 
iF YOU WANT TO MAKE MONEY | 
WITHOUT GAMBLING, SEND THE j SIGNED 


> 
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COUPON TODAY. 








Want more facts? Circle 223, p. a 
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brief reports of 


MANUFACTURERS SALESMEN 


@ DeWalt, Inc., Lancaster, Pa.—Three district managers 
have been appointed. James W. Anderson, formerly in 
Houston, to Minnesota, North Dakota and South Dakota 
out of Minneapolis; L. John Roosa, Jr., former salesman- 
demonstrator to most of Ohio out of Cleveland; T. Lamar 
Hart, hardware sales veteran, to the southeastern states 
out of Atlanta. 


@ Evans Rule Co., Elizabeth, N. J—Worden W. Gentino, 
formerly with Dorsey Endres & Co., manufacturers’ agency, 
to field sales manager of an 11-state Mid-west area; Stan- 
ley J. Plager to metropolitan New York, Yonkers, Long 
Island, and into New Jersey as far as Trenton. 


@ Lighting Products Div., Sylvania Electric Products Inc., 
Salem, Mass.—Max E. Doney, formerly assistant district 
manager in Cleveland, to manager of the new Cincinnati 
district which covers the former Chicago, St. Louis and 
Chicago districts. 


@ Greenlee Tool Co., Rockford, [ll—Gene Tarabilda, for- 
merly in Chicago area, to manager of the newly opened 
eastern sales office at 140-40 Queens Blvd., Jamaica 35, 
N. Y. Several other experienced men will join him. 


@ Lauson-Power Products Div., Tecumseh Products Co., 
Tecumseh, Mich.—David H. O’Connell, William A. Kam- 
merer and Norman E. Littel named service representatives. 
They will also conduct dealer schools. 


@ Dexter Lock Div., Dexter Industries, Inc., Grand 
Rapids, Mich.—Asa Dees, veteran of the wholesale and 
retail hardware fields, to Arkansas, Louisiana, and Mis- 
sissippi. 


News of the Trade 





Investment Group Buys 
Orchard Industries 


Orchard Industries, Inc., 
Hastings, Mich., has been 
purchased by a group of in- 
vestors from the East. 

Two new companies, Action 
Dynamics, Inc., and Action- 
rod, Inc., will be formed from 
the Orchard assets. A third 
company, Action Flex, Inc., 


will be formed from remain- 
ing Orchard assets purchased 
by W. G. Pierce, who will be 
president. 

William E. Gautsche, Jr., 
Orchard sales manager, has 
been elected president of Ac- 
tion Dynamics and the sub- 
sidiary Actionrod. There will 
be no change of the com- 
pany’s products, employes or 
location. 





@ Goulds Pumps, Inc., Seneca Falls, N. Y.—D. J. Plourde, 
former south-eastern states supervisor of water system 
sales, has been transferred to the mid-western territory in 
the same capacity. He will work out of Chicago. 


@ O. Ames Co., Parkersburg, W. Va.—John Massari and 
George Timblin will serve as creative sales assistants to 
Ames distributors. They will analyze dealer problems and 
set up sales promotions through distributors. 


@ J. Wiss & Sons Co., Newark, N. J.—Frank J. Taylor 
transferred from Washington, Oregon, Montana, Wyoming, 
Idaho, Utah and British Columbia to an area covering 
northern California, Utah, Colorado and Nevada. 


@ Minnesota Paints, Inc., Minneapolis—Ralph R. Lauer 
from representative to district manager of the western 
division of the Northwest district. He succeeds Clarence 
Hedlund who recently became Northwest district manager. 


@ Atlantic Industrial Corp., Newark, N. J.—Leo Uman, 
formerly with Evans Rule Co., to New York, New Jersey 
metropolitan area for precision measuring tapes. 


@ Diamond Expansion Bolt Co., Garwood, N. J. 


Lloyd 
George to California from San Francisco north. 





Going PI == 


° IN SALE 
IN QUALITY MERCHA 
° IN PROMOTION 


Yes, Seamaid is going places, not 
only in sales and production but in 
design, variety, and product 
dependability —-all earning the mark 
of greater acceptance from the 
dealer and boating public alike. The 
Seamaid 1961 line of over 18 
models in Aluminum and Fiberglass 
is the best yet. Join us and 
see for yourself what can be had 
from a dependable manufacturer of ‘ 
over 15 years experience in the 
production of fine boats, reasonably 
priced to sell. Send today for 
complete literature and the name 
and address of your nearest jobber. 


SEAMAID MFG. CO. 


KENDALLVILLE, INDIANA 


FD 1550 SEAMAID SEA ACE 


Want more facts? 
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Pacihic Northwest Dealers Elect — 


Robert R. Carey, Inland Machinery, LaGrande, Ore., newly elected 
president of the Pacific Northwest Hardware and Implement Assn., 
receives congratulations from retiring president, William D. Leaton, 
Kamiah, Idaho, at the 57th annual convention in Spokane, Wash., 
Jan. 22-24. In photo, left to right, are: Dale M. Bergh, Gresham, 
Ore.; President Carey; Wilbur Peters, Peters Hardware, Opportunity, 
Wash., new vice-president; and Mr. Leaton. New directors elected 
at the convention are: R. A. Naumes, Naumes Equipment & Fuel 
Co., Medford, Ore.; and Bernard Neal, Fisher Implement Co., 
Albany, Ore. Holdover directors are: Roy C. Anderson, Rathbun 
Implement Co., Ellensburg, Wash.; T. Hedley Dingle, Dingle Hard- 
ware, Coeur d'Alene, Idaho; Dale Eimers, Brown Motors, Inc., 
Grangeville, Idaho; Glenn Harper, Valley Hardware, Chelan, Wash.; 
Harry Higgins, Marshall Wells Store, Moses Lake, Wash.; Rex 
Kabrick, Burrows Tractor Co., Yakima, Wash.; J. W. Kerns, J. W. 
Kerns, Ore. Ltd., Klamath Falls, Ore.; John Malone, McKeirnan 
Hardware & Implement, Pomeroy, Wash.; Lloyd McKinnell, McKinnell 
Tractor Co., Chehalis, Wash.; Herbert L. Schneider, Hillsboro 
Farm Equipment Co., Hillsboro, Ore.; Ralph Smith, Smith Truck & 
Tractor, Pasco, Wash.; John F. Streiff, J. D. Jacobs Co., Lewistown, 
Idaho; and John Weber, Weber Bros., Odell, Ore. John D. Spann, 


North Washington Implement Co., Lynden, Wash., is national director. 


News of the Trade 





Record Dealer Buying 
At Albany Hardware 


Snow and sub-zero weath- 
er reduced attendance fig- 
ures, but, buying hit a record 
figure during the _ recent 
See-n-Save Days dealer 
show held by Albany Hard- 
ware & Iron Co., Albany, 
N. Y. Success of the late- 
January show was an- 


| | P 


If 


tie. ae 
a 


nounced by Dudley H. Robin- 
son, sales promotion mana- 
ger. 

Three grand award win- 
ners received $1000 in mer- 
chandise credits at the show. 
The first award went to Pel- 
ton Bros., Ine., Herkimer, 
N. Y.:; second, Sycaway 
Hardware, Troy, N. Y.; 
third, Bourguignon Hard- 
ware, Ravena, N. Y. 


* 


% 


Top award winner at the recent Albany Hardware & Iron Co. 


dealer show receives his merchandise credit certificate. 
Herkimer, 
Albany Hardware salesman. 


Hoy, left, Pelton Bros., 
from Jerry Sheldon, 


Inc., 


George 
accepts certificate 


Me. Vas 





na Smee erat 


* Typical Spacemaster ‘ 


allied products in an impulse promoting ‘‘buying atmosphere’”’. 


eWe can handle everything from a single fixture to a department, a floor 


— or an entire store full of fixtures! 


¢ Free — professional Store Planning and Visual Merchandising services. 


REFLECTOR HARDWARE CORP. 


PACIFIC COAST OFFICE, 
SHOWROOM AND WAREHOUSE: 
511 W. OLYMPIC BLVD. 
LOS ANGELES 15, CALIF. 


NEW YORK OFFICE 
AND SHOWROOM: 
225 W. 34th ST. 
NEW YORK Il, N.Y. 


MAIN OFFICE, FACTORY 
AND SHOWROOM: 
1400 N. 25th AVE. 
MELROSE PARK, ILL. 


‘profit planned” sporting goods wall section. This set- 
up illustrates a coordinated merchandise arrangement for mass display of 


GOODS 


a Sracemarter 
FIXTURE FLEXIBILITY 


” Custom Quality 


Mass 


od 


«ui 


Produced: 


One source for every 
planning - fixturing - 
merchandising need! 


Gentlemen: 


REFLECTOR HARDWARE CORP.,Dept. Ha.-3 
1400 North 25th Ave., Melrose Park, lil. 


Please send me your 


CURRENT SPACEMASTER CATALOGS 


Name 





Position 





Firm Name 





Address 





City 


Zone State 
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LAWN CARE 
PRODUCTS 


HUBBARD 


DESIGNED TO PLEASE 
PRICED TO SELL 


RF8 — $5.95 


ROOT FEEDER IN THE 
NEW SIX PACK 
POINT OF PURCHASE 
DISPLAY SHIPPER 


HUBBARD Ff 
BALL BEARING be 
LAWN 
SPRINKLERS 
OPERATE ON LOW 
WATER PRESSURE 





DESIGNED FOR FAST SELLING 
WHERE SALES PEOPLE ARE NOT AVAILABLE 


40 Ft. Area $4.95 60 Ft: Area 6.95 


50 Ft. Area 5.95 70 Ft. Area 9.95 


Oscillating Sprinkler Adjustable 
for Narrow Widths 


MODELS 
PACKAGED FOR| 


PEG BOARD DISPLAY 
V-37 Spike $1.99 V-49 3.95 


V-37 2.95 v-40 4.95 
< 
HUBBARD MANUFACTURING CO. 


qs P 2668 Territorial Road, St. Paul 14, Minn. 


Want more facts? Circle 226, p. 83 








Made Completely 
in U.S.A, 











| W. Reich, Boulder, Colo., 
| are: Ray Moreland, Moreland Implement Co., 
| vice-president; R. J. Boggs, Hallam & Boggs, Grand Junction, Colo., 
| retiring president on advisory board; Paul Marsolek, Marsolek's, 
| new president; es Endner, Endner's Hardware & 
Colo., 
| Barker, Valentine Hardware, Boulder, Colo., director; and Tom Fay, 
Greeley, Colo., 
| Perry, Perry Motor & Equipment Co., Keenesburg, Colo. (new); Doyle 
French, French Hardware Co., Durango, Colo., 
Templeton, Templeton-Bush, Rocky Ford, Colo. 
| Davis Implement Co.., 


| Denver, Colo., 








Everyone Zee: needs DALTON 


—and Spring is the Season for these Sure-Fire Money 


Makers! So, Figure Ahead—Order from vane Jobber 
Today! ) : 


DALTON 
SAW- 
HORSE 
LEGS 


MODEL No. D380 
%" ELECTRIC DRILL 


a ee Perfect for the yr wny user. — Vf 
24° High Legs Powerful 115 vo It Ac-D “DC 1 motor. 
ull load s 
we. 6.99 [ees quel coumk oon be. 
30° High Legs ty .D. puitipte thrust ball, bear 

wire co n 
Pr. $5.99 Aakomatie trigger switeh. List. f: 


SPEE-DEE Wall Type 
GARDEN 
HOSE HANGER 


© Knocked down, packaged 
for impulse sales Com 
paet—saves warehouse space 
© Holds 100 ft. of hose 
© Mount on wall « Heavy 
steel, enamel 
finish « Easy to 
assemble — bolts 
and nuts in- 
eluded. 


All-Steel. Fully 





$29.95 

r ean be 

any length. Gray 

enamel finish. Safely withstands 
lead of 1500 ibs. Display pkg. 





Now! 4 nail holes on top 
double the holding power, 
separation ef 

from rail. 








New— 
improved 
SPEE-DEE 
SAWHORSE 
BRACKET 


Retails 
Pat. Pend. 79¢ 


aa SPEE-DEE 
7 TOOL & 
PARTS 
HOLDER 
© Mount on 
wall 
 Ineludes 4 
Jars with lids 
* Holds 7 tools 
ii $1.89 © Retails 98c 
Flanged Nall Holes fer quick, Prices higher on W. Coast except Elee. Drill 


gertsaia S82) DALTON MFG. CO.%.%.S2"2°\A"* 


TAG a 
a MO te Ie eas 
NT ee ; 
eee 


























St. Louis 5, Mo. 
Went more facts? Circle 227, p. 83 
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News of the Trade 





New Officers of Mountain States Assn. 


New officers and directors of the Mountain States Hardware and 
Implement Assn. elected at the recent convention in Denver, Colo., 
back row, left to right, are: James F. Ellis, Greeley, Colo.., director 


| NRFEA; F. R. Stansbury, Stansbury-Ghent, Fort Collins, Colo., director; 
| Fred Siebott, Siebott Hardware, Craig, Colo., advisory board; John 


Pearce, Englewood Hardware, Englewood, Colo., director; and Francis 


Building Supply, Gunnison, 


retiring director. 


secretary-treasurer. 


Goodland, Kan.., 


Seated, left to right, 
Ordway, Colo., first 


Richard 


second vice-president; 
Directors not shown are Reese 


(new); and A. Y. 
William A. Davis, 
serves on the advisory board. 





Spring Goods Orders 
Are Record at United 


Dealer optimism for 1961 


_ prospects held the spotlight 


at the recent convention 
held by United Hardware 
Distributing Co., Minneap- 
olis dealer-owned wholesaler. 
At least one record was 
broken and sales for 1960 
were reported up by 1.2 per- 
cent. 

Orders placed at the show 
for merchandise in United’s 
Spring consumer catalog 
were the best in company 
history. Also, it was report- 
ed that December and Jan- 
uary sales were 27.8 percent 
ahead of the same months 
last year. Sales for fiscal 
1960 were $6,576,000, ac- 
cording to N. W. Diehl, gen- 
eral manager. Twenty-five 
more stores joined United 
during the year. 


Representatives from 


| about 300 United stores were 


on hand at the show to look 
over the wares of 200 manu- 
facturers. About 600 at- 
tended the annual banquet. 

Directors elected for three 
year terms during the busi- 
ness sessions are: Robert 
Evans, Evans Hardware, 
Strawberry Point, lowa; 
Don Hatfield, 20th Street 
Hardware, Sioux City, 
Iowa; H. C. Hovde, Hovde 
Hardware Ellsworth, Wis. 
New officers elected are: 
president, George Cushman, 


Cushman Hardware, Min- 
neapolis; vice-president, Al- 
lan Mitchell, Mitchell Hard- 
ware, Minot, N. D. 


Gischel to Brazil 


Clyde S. Gischel, market- 
ing vice-president of Stanley 
Works, New Britain, Conn., 
was appointed by the Council 
for International Progress in 
Management (U.S.A.), Inc. 
to a U. S. seminar team 
which is conducting seminars 
with industrial leaders in 
Brazil. The team left the 
U. S. on Feb. 26 and the first 
series of seminars is taking 
place this month. 


Awards to Wholesalers 


Cotter & Co., Chicago 
wholesaler, has been pre- 
sented with the Century 
Club Award by Empire 
Brushes, Inc., Port Chester, 
N. Y. The award honors 
firms doing business of 
$100,000 or more annually 
in Empire products. 


Expansion Bolt Names 


U. S. Expansion Bolt Co., 
York, Pa., has appointed 
William C. Smith product 
manager. Mr. Smith, for- 
merly sales manager of 
Molco Drilling Machines, will 
develop distribution chan- 
nels. 





SELL 


AND UNCOVER THE a, GOLD IN 
POWER MOWER PROFITS _/ 


THE MUIDDER 


18” and 20” Cutting Widths 


COOPER “KLIPPER’’ Mowers are 
self-propelled, easy handling and 
easy to maneuver. Simple and posi- 
tive height cutting adjustment - Y” 
to 234”. Briggs & Stratton 4-cycle, 
2 HP engines equipped with recoil 
starters, choke-o-matic 

carburetion, no-spill air 

cleaners and _ lo-tone 

mufflers. 


NO OTHER POWER 
MOWER CAN MATCH 
IT 














BUILT FOR THOSE WHO 
WANT THE BEST 


THE Aladdin 


19” and 21” Cutting Widths 
Convenient individual 
whee! adjustment pro- 
vides quick-set height 


> 
New Edge 'N Trim 
All controls at stand-up 
height for operating con- 
venience. Choke-o-matic 
carburetion control for 
easy starting, stopping 
and speed control. Simple 
turn of hand changes 
from edger to trimmer 


control from 1Y” to 


et 


Choke-o-m atic 
carburetion 


provides 
starting, stop- 
ping and speed 
control. Briggs 
& Stratton 4- 
cycle engines, 
recoil! starters. 
Write TODAY 
and Price 


and 
ogain 


back 
Briggs 


& Stratton 4- 


cycle 
with 
starter 
new 


air 


engine, 


recoil 


and 
no-spill 
cleaner. 


for literature 
Schedule 


COOPER MANUFACTURING COMPANY ; 
MARSHALLTOWN. = 


Want more facts? Circle 228, p. 83 


NEW! es MAGNETIC 
WALL STUD FINDER 


With The Amazing 
Power That 
Lasts For Years! 


For every carpenter, handyman 
and home owner. When Stud 
Finder is held with arrow up and 
moved along baseboard, mag- 
netic pointer swings from side 
to side until attracted by nails 
in studs. 





14-80 $2.89 List 








A PARKER HACK SAW 


for any day in the week 


Your customers will appreciate the extra fea- 
tures of Parker Hack Saws. They saw easier, 
hold blades more rigidly, stand the roughest 
use, are more comfortable to hold, and are fully 
plated against rust. 


T-8—Magnetic Wall Stud Finder 
on individual card, or one do2- 
en mounted on Counter Display 
Card. 





Retail Price 
Handsome 


Silver-Grey 
Finish! 


FOR EVERY CARPENTER 
. HANDYMAN...HOME! 


Offer a full choice — with a Parker Hack Saw 


oun to fit every purpose and every pocketbook. 





: Manufacturers of World-Famous Trojan Saw Blades and Frames 
Power lasts indefinitely— 


Magnetic power never 
dies on shelf! 

















Send for FREE CATALOG HA-3-2 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S.A. 


DEVICES CORPORATION 
Ridgetieid, Connecticut 


ULLMAN 


: ens 
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News of the Trade 





Coast-To-Coast Follows up Convention With Sales Training Program 


a capacity crowd of associated sedate dealers turns toward the camera during a alent: 3 session at the 3Ist annual convention held 
recently by Coast-To-Coast Stores in Minneapolis (see HA Feb. 23, p. 106). 


A few days after its 3lst 
annual dealer convention, 
Coast-To-Coast held a three- 
day program of sales train- 
ing and service meetings. 
More than 500 dealer rep- 
resentatives from 11 states 
met Feb. 26-28 at Coast-To- 
Coast’s main offices and at 
the Pick-Nicolett Hotel, Min- 
neapolis. 

The sessions, known as 
Mastercraft Club Organiza- 
tion meetings, consisted of 
business, educational and so- 
cial activities. Selling points 


of Spring merchandise and 
store operation techniques 
held the spotlight during the 
sessions. 

The West Coast Div. of 
Coast- To-Coast held its 
Mastercraft meeting for the 
first time this year at the 
Multnomah Hotel, Portland, 
Ore., on Feb. 19-20. 


Dealer Meetings Held 
By Franklin Hardware 
Franklin Hardware & Sup- 


ply Co., Warrington, Pa.., 
held a series of dealer group 





meetings spanning a_two- 
week period in late January 
and early February. New 
merchandise and _ displays 
were reviewed at the meet- 
ings. 

William Briggman, Frank- 
lin field representative, and 
several Stanley Works rep- 
resentatives, conducted 10 
meecings in 9 different com- 
munities in Pennsylvania, 
Delaware and New Jersey. 

More than 70 percent of 
Franklin’s 153 dealers were 
represented at the sessions. 


Cincinnati Galvanizing 
Purchased by Bell 


Cincinnati Galvanizing Co., 
Cincinnati, has been acquired 
by Bell Intercontinental 
Corp., New York, for an un- 
disclosed amount of cash. 

According to Bell presi- 
dent, James F. Connaughton, 
the 56-year-old Cincinnati 
firm will continue operations 
as an autonomous division. 
Sales of the newly acquired 
division have averaged $3'% 
million annually for the past 
five years. 
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73)Give 'em what they want 
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Faster 


r trom your jobber 


Give 'em GUMOUT 


Starts . 


CRUE RORCh mum Ouran a-a 
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Lots More Power 


‘onan aaa: 


4. Ohio 


and 








“Automation” 


onthetawn /| hb i/ . Woods 
1 \\i ~*~ Rakes 


KEES KRAWLER ||] | 
LAWN SPRINKLER||i 7 Aches... 


and pull in a pretty profit 
The Kees Krawler travels across the lawn under 


its own power, using the hose as a track. User | J for you! 
sets it—forgets it. = 4 om > ' 

Krawler can be set to travel at either of two f 3 J Wood’s BF36 Leaf Rake 
speeds with choice of two sprays. Can be a , . . 
equipped with automatic shut-off at siight extra ! that's the big one with 


cost. ro ae the yard-long 36” head — 

Each sprinkler individually boxed and com- Lo, ue 

pletely assembled except for the two arms. ee ae a makes one sweep do the 

Packed with wrench and extra set of nozzles. : a work of two. Gets you 

th ll + ss : i 

THREE pay ci ema por te anee fe ' fae 8 =6 through autumn leaf rak- 

POPULAR — 101 ia pounds) for the averace . * ing with half the work in 
to larger lawn. i. , 

SIZES Model 102 (40 pounds) for the extra i half the time. 36 spring 

large lawn, golf courses, etc. steel tines sweep clean. 


Also Automatic Shut-off . 
Write P. O. Box 813 for free catalog : It’s one of the TRU BLU 


F. D. KEES MFG. CO. | , tools by Wood. On-their- 


INCE 1a7, BEATRICE NEBRASKA . toes wholesalers have it. 
Want more facts? Circle 229, p. 83 . You should, too. 


ARYLON 


SPRAY PAINT 


Advertised in Life, Saturday Evening Post, Good Housekeeping, 
Better Homes & Gardens, American Home, McCall’s, Ladies’ 
Home Journal, House & Garden, Living for Young Home- 
makers, House Beautiful, Popular Mechanics, Popular Science, 
Mechanix Illustrated, Science & Mechanics, Sports Illustrated, 
and Sunset Magazine. 


The Brand with Demand! 


KRYLON, INC. NORRISTOWN, PA. 
































Want more facts? Circle 234, p. 83 
BURNWORTH ii aca | 
Flectric¢ 
$998 CIRCUIT 
TESTER _ 

THIS ALL PURPOSE TESTS CIRCUIT WITH POWER OFF.. | «, o %*.,% Wood's BF6 Shrubcomb, 
CONTINUITY TESTER / ee] p) | ee 3 only 6” wide, gets under shrubs 
Saves Time—Saves Money + Oa 

Designed by an ELECTRICAN for Ng | and hedges. Display it for im- 
ELECTRICANS & MECHANICS . \ | 
@ Leeates grounded wires >K pulse sales, and plus sales with 
© Loeates shorted wires = | : other rakes. 
Tt * cet on | 
HARDWARE—ELECTRICAL | bunnwortu tester co. | | They EA TRU BLU Tools by Wood 
OR AUTO SUPPLY STORES | °% ®x 55: £1 cerrte, catit, | 
Write us for Illustrated Brochure THE WOOD SHOVEL & TOOL CO., PIQUA, OHIO 
Want more facts? Circle 235, p. 83 Want more facts? Circle 236, p. 83 
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Convention Highlights: Our Own Stores Top 


650 Mark and Dealers See Pickup In 1961 


ae 
ae 


Sy 


Our Own dealers review convention specials (from left): Mrs. Mary 
LeDoux, Minckler Hardware, Buhl, Minn.; Carl Settergren, Setter- 
gren Hardware, Minneapolis; Mrs. Lucia Minckler, also of Minck- 
ler Hardware; and Jim Burkett, sales representative, Ekco Products 


Corp. 


More than 1500 dealers 
and their employees recent- 
ly shopped the “summer” 
buying convention and stock- 
holders’ meeting at Our Own 
Hardware Co., dealer-owned 
wholesaler, Minneapolis. 

S. P. Duffy, president, told 
dealers from 10 states that 
48 new stores have joined 
the company’s program in 
the first two months of 1961. 
Mr. Duffy attributed a 
slight decline in sales to a 
general softness in the econ- 
omy in 1960. He looked for 
a pickup in 1961. More than 


600 stores of Our Own’s 650 
were at the meeting. 

Most dealers agreed with 
Mr. Duffy. Typical com- 
ments: 

Dealer Ervin Eissinger, 
Gackle, N. D. — “Business 
was off in 1960, but we look 
for a pickup this spring due 
to improved moisture con- 
ditions.” 

Dealer Selmer Sanvik, 
Rudyard, Mont. — “Business 
was down slightly last year, 
but we had a record month 
this January.” 

Dealer W. H. Burman, 





S & M Buys Janney's 
Floor Covering Div. 
S & M Co., 


Minneapolis 
wholesaler, has purchased 
the Janco Floor Covering 
Div. of Janney, Semple, Hill 
& Co., Minneapolis. Janney 
recently sold its industrial 
division and its S & Q Stores 
Div. (see HA Feb. 23, p. 
107). 

According to Phil Sieff, 
president of S & M, the Jan- 
co business will be operated 
under the name of SaMco 
Corp. with headquarters re- 
maining in St. Paul. 

Purchase price of about 
$150,000 includes all stock 
and equipment. The entire 
division staff, headed by Dar- 
win Kenyon, has been retain- 
ed. Sales for 1961 are ex- 
pected to exceed $1 million. 

In addition to the Janco 
purchase, S & M has expand- 
ed in other areas. During the 
last six months the sales 
force has been increased to 
48 men. A new hobby goods 
division has been established 
and is managed by John 
Dagle. Also, an industrial 
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division, managed by Russ 
Keute, was opened last fall. 
This Spring, a private label 
paint and other new lines 
will be added. These new 
lines will hold the spotlight 
at S & M’s second annual 
open house to be held June 
11-12. 


Joseph Azzarito Named 
To Marson Sales Post 


Joseph Azzarito has been 
appointed sales manager of 
consumer products by Mar- 
son Corp., Revere, Mass. 

Mr. Azzarito was with a 
New England hardware or- 
ganization before joining 
Marson. 


Panzer Names Beach 


Panzer Products, Div. 
Metalcrafters, Inc., Waynes- 
boro, Va., has named Paul 
Beach service manager. Mr. 
Beach spent the past two 
years as a dealer representa- 
tive for Jacobsen Power 
Lawn Mower Co., Columbus, 
Ohio. 


1961 


News of the Trade 





Amery, Wisc.—‘We bought 
more at this year’s conven- 
tion than last year. There’s 
been too much ballyhoo 
about how tough things are.” 
The stockholders’ meeting 
was addressed by W. A. 
Retzlaff, New Ulm, Minn., 
chairman of the board of 
Our Own. Mr. Retzlaff was 
re-elected to a three year 
term to the board, and re- 
elected chairman. Also re- 
elected to the board of di- 
rectors for three terms on 
expiration of former terms 
were QO. A. Strinden, Litch- 
ville, N. D.; and A. E. 
Holmes, Atwater, Minn. 
Henry J. Parsinen, vice- 


president and assistant gen- 
eral manager of Our Own, 
restated the company’s ob- 
jectives in addressing the 
stockholders. 

Hugh Byrne, Our Own 
Advertising manager, out- 
lined a stepped-up promotion 
program for 1961. Various 
department heads and buy- 
ers described specific promo- 
tions and showed samples of 
new goods to be pushed. 

A drawing for a $600 
mink stole, grand prize of 
the Supermix Paint promo- 
tion of 1960, found dealer 
Paul Strom, Scobey, Mont., 
the winner. 





OBITUARIES 





Richard E. Pritchard 


Richard E. Pritchard, 69, 
retired president and chair- 
man of the board of Stanley 
Works, New Britain, Conn., 
died Feb. 19 at his home fol- 
lowing a long illness. Mr. 
Pritchard became an accoun- 
tant at Stanley in 1914 and 
moved up through the ranks 
to become vice-president and 
a director in 1929. He was 
elected president in 1941 and 
chairman of the board in 
1950. Mr. Pritchard retired 
in 1955 but continued as a 
director. 


E. W. Copeland 


E. W. Copeland, owner of 
E. W. Copeland Hardware 
Co., Ine., Hope, Ark., died 
Feb. 11 following a heart at- 
tack. In addition to operating 
his store, Mr. Copeland spent 
many years as a field man 
for the Texas Hardware & 
Implement Dealers Assn. 


Paul Wooton 


Paul Wooton died Feb. 16. 
Mr. Wooton was dean of the 
Washington press corp. He 
was the Washington mem- 
ber of the editorial board of 
the Chilton Co. which pub- 
lishes Hardware Age. 


Francis P. Graham 


Francis P. Graham, 86, a 
veteran employe of Clarion 
Hardware, Oil City, Pa., died 
recently. 


Claus D. Buis 


Claus D. Buis, 81, retired 
hardware dealer of Mankato, 
Minn., died. recently at Man- 
kato Lutheran Home after a 


long illness. Mr. Buis was a 
dealer in Doon, Iowa, for 27 
years and in Traer, lowa, for 
15 years before his retire- 
ment 13 years ago. 


Arthur Southall 


Arthur Southall, 70, presi- 
dent of H. M. Sanders Co., 
Boston industrial and build- 
er’s hardware firm, died sud- 
denly Feb. 6. He joined the 
firm as an errand boy when 
he was 14 years old. Mr. 
Southall was a member of 
the Hardware Age Fifty 
Year Club (see HA Aug. 5, 
1954, p. 135). 


Lawson H. Yates 


Lawson H. Yates, head of 
the Lawson H. Yates Co., 
Nashville, Tenn., manufac- 
turers’ agency, died suddenly 
Feb. 12. The agency will con- 
tinue to operate out of its 
five offices in Nashville, Bir- 
mingham, Atlanta, Jackson- 
ville, and Charlotte. 


Don Sacco 


Don Sacco, 47, owner of 
Sacco Retail Hardware 
Store, St. Petersburg, Fla., 
died Jan. 25 in a St. Peters- 
burg hospital. 


Herman Krug 


Herman Krug, 65, hard- 
ware dealer of Union City, 
N. Y., died in late January 
at his home. 


Kerr Jones 


Kerr Jones, 53, Waxa- 
hachie, Texas, hardware 
dealer, died recently at his 
home. Mr. Jones is a former 
mayor and councilman of 
Waxahachie. 





HA Photo Angles 


A report in pictures 
of events in the trade 


AG pe; 


The birthday cake signifies the !00th anniversary of Frankfurth Hardware Co., 
Milwaukee wholesaler. Three company officers stand by the cake during a 
special employee banquet marking the occasion. Left to right: vice-presidents, 
Marvin W. Meyer, Paul F. Murphy and secretary-treasurer Peter P. Strykowski. 
(See article on page 156.) 


; IE BLADD LU. 


lll crept . - — an ——- 
A new three-fold advertising program was approved at a recent meeting of dealer members of the PRO stores group sponsored by Whit- 
lock Corp., wholesalers of Yonkers, N. Y. The meeting was an all-day sales seminar, and included a sales clinic conducted by True Temper 


and Acco. Eleven other manufacturers exhibited their Spring lines. The stores attending the meeting are members of the Whitlock-PRO 
group, a voluntary chain of franchised, independent stores. 


Officers and directors gathered for 
their picture during the recent 
American Hardware Supply Co. an- 
nual meeting and merchandising 
fair (see article on page 156). 
Officers and directors of the Pitts- 
burgh dealer-owned wholesaler are, 
seated left to right: Darrell C. 
French; Walter R. Conaway, secre- 
tary; William R. Ritter, president; 
Earl Wyant, vice-president. Stand- 
ing, left to right: Charles W. Cun- 
ningham; Lloyd Carlson; Dick H. 
Miller; Paul Wolff: and Porter L. 
Morrow. 





’ 


A new vinyl clad steel fixture was in the spotlight during the M & D Store Fixtures, Inc. meeting held recently at Disneyland Hotel. Forty 


salesmen and company officials of the City of Industry, Calif., firm heard E. O. Stevenson, vice-president of sales, describe the firm's 196! 
fixture line and detail the 196! sales campaign. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 


(Special Rate) set solid, maximum 
50 words 
Each additional word 
Allow Seven Words for Keyed Address 


or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 





REPRESENTATIVES WANTED # REPRESENTATIVES WANTED REPRESENTATIVES WANTED 





TERRITORIES OPEN 
THROUGHOUT U.S.A. 


Manufacturer of fine bathroom 
hardware and accessories opening 
new sales distribution system. 
Items are well known in the hard- 
ware, architectural and building 
trades, having been manufactured 
for the past 12 years. Qualified 
manufacturers’ reps are needed in 
all major marketing areas. We 
are also interested in foreign rep- 
resentation. Contact immediately 
by phone, wire, or mail. 


Fred Hartenstein 


DEL MAR 


MANUFACTURING COMPANY 
12901 S. Western Avenue 
Gardena, California 

Phone: FAculty 1-5187 








AGENCY OFFERED 


Leading British Manufacturer of Dilutors 
Fertilizers, Insecticides, etc., and associated Equip- 
ment, requires U. S. Importer of farm and garden 
appliances. Recognized as world’s best; used by 
British Minis stry of Agriculture; Famous Kew Botani- 
cal Gardens; recommended by largest British Liquid 
Products Manufacturers, Competitive Prices: prompt 
shipment 


Write Bex 210, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


for Liquid 











LIMITED NUMBER OF PROTECTED 
TERRITORIES available for manufacturers’ 
agents contacting all types of volume buyers at 
wholesale and chain level. Diversified “impulse” 
— hardware-houseware-chemical specialty 
line. Large repeat gona pp in-store displays, 
advertising allowances and trade advertising sup- 
port. Many established accounts. Clover Products. 
944 Monroe Avenue, Rochester 20, New York. 





HARDWARE REPRESENTATIVE 
WANTED to solicit New Jersey, North of 
Trenton, Eastern Pennsylvania. For a leading 
Builders Hardware Manufacturer offering a com- 
plete selection of hinges, hydraulic door closers, 
cylindrical locksets, s elf and cabinet hardware. 
packaged fasteners and other popular fast selling 

uilders Hardware items. If interested contact 
Box 212, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa., giving your qualifica- 
tions and full particulars. 
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OPPORTUNITY! 
MANUFACTURER'S REPRESENTATIVE WANTED 


Aggressive producers. East, Midwest, South, 
New England. Calling on hardware jobbers. 
distributors, wholesalers, dealers. Beautiful out- 
door Plastic Home Decorator Plaques and flex- 
ible self-adhering Plastic Letters and Numbers. 
Write full details first time. P. M. E. Company, 
106 Naylon Avenue, Livingston, New Jersey. 








NATIONAL MANUFACTURER 


Of good quality, competitively priced paint 
brushes, has several protected territories avail- 
able. Top commission, all shipments prepaid. 
Splendid opportunity for the right men. State 
full particulars in first letter. 


Write Box 305 c/o HARDWARE AGE, 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 





REPRESENTATIVES WANTED 


Proven line available for most territories 
for direct-to-dealer representatives calling 
on hardware, lawn and garden and simi- 
lar retailers and key accounts. Repeat 
business annually runs 6 times initial sale. 
Biggest commissions in industry. Supply 


territory and other details. 


Write Box 276 
Highland Park, Illinois. 











REPRESENTATIVES WANTED 


EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, de- 
partment, variety and chain stores. Item has 
excellent repeat business! Good commissions. 
Write, giving territory and background. 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 








PAINT BRUSH SALESMEN WANTED 


Several protected territories 
with established following now calling on 
Paint, Hardware Stores and Lumber Yards, 
etc. Give all particulars first letter, all in- 
quiries held strictly confidential. Write: Ma- 
jestic Brush Mfg. Corp., 210 W. 29th St., New 
York |, New York. 


open for men 











SALESMEN WANTED, covering Hardware 
and Rack Jobbers and Variety Chains, to carry 
a non-competitive item with volume potential. 
Sample can be carried in pocket. Warm Weather 
item. Particularly interested in Ohio, South East 
States, Texas, California, Arizona, Nevada, 
Western Pennsylvania, W. Virginia, Kentucky 
and Eastern Tennessee. Advise territory covered 
and pertinent personal particulars. Write Box 
304, c/o Harpware Ace, Chestnut & 56th Sts., 
Phiiadelphia 39, Pa. 





SALES REPRESENTATIVES OR AGENTS 
WANTED for one of largest manufacturers of 
storm and jalousie door grills, push bars, alumi- 
num door saddles, etc. Few erenngies still open. 
Write Peerless Grille, 1060 Utica ’ arene. Brook- 
lvn, New York or phone HY 5-970 





SALESMAN PLUMBING AND HEATING 
SPECIALTIES sell for established firm 10% 
commission. Exclusive territory. Replies held con- 
fidential. Akron Supply Company, Inc., 216 Grand 
Street, Brooklyn, New York. 





REPRESENTATIVES WANTED calling on 
hardware, jobbers, chains, etc., for a line of 
trowels and related tools. "Many territories open. 
Send resume listing lines carried and territory 
covered to Vernontown Mfg. Company, 340 West 
Eiateie Avenue, Mount Vernon, New York. 





BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
coated BB's representation. 
Most territories open. Address 


Box N-28, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


per wants 








EXPERIENCED WANTED 


Manufacturers representatives now calling 
on wholesale hardware distributors in New 
York, Pennsylvania, Ohio, West Virginia 
and New England areas, to represent local 
manufacturer of newly designed, competi- 
tively priced, fast moving line of Tubular 
Steel Products. 


rite Box 225, ¢/0o 


Wri HARDWARE AGE 
Chestnut & 56th Sts., 


Philadelphia 39, Pa. 











LEADING IMPORTER of hand tools has pro- 
tected territories available in several areas. Line 
contains well packaged promotionally priced items. 
Write stating other lines carried and territories 
covered. ‘rite Box 306, c/o HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





ESTABLISHED MANUFACTURER of Plas- 
tic Garden Hose and Sprinklers, Lawn Edging, 
Floor Matting, Drop Cloths, Shelf Lining, Rain 
Guards, Freezer Bags has territories open for ag- 
gressive sales representatives. Competitive prices, 
dependable service. Advice area covered and lines 
carried. Reliance Plastic & Chemical Corp., Pater- 
son 26, New Jersey. 





SALESMEN WANTED to call on Hardware 
and Garden dealers in New England and Mid 
Atlantic States. Limited Spring and Summer line 
from established manufacturer. Exclusive terri- 
tories and sizable commissions on initial and _ re- 
peat orders. Please state experience and lines 
carried. Write Box P-13, c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES calling on hardware 
and department stores, to handle highly success- 
full garden item. 15% commission. Staple item 
ood for many years of repeat business. Box 
-23, c/o Harpware Ace, 56th & Chestnut Sts., 
Philadelphia 39, Pa. 





REPRESENTATIVES WANTED pWonesel th, be ma 7-4, Be 22 BUSINESS OPPORTUNITIES 


ae RY, GLASS, PP rie td traveling salesmen 
wante ry expanding distributor to small town 
variety, hz ardware stores. Commission with draw. CANADA DRILLS WANTED 
Several Mid-W est and Rocky Mountain terri- . . : 
sortes open, and upper New York-NewEngland. a gpl ycige one = one :. Will buy job lots of American H. S. 
‘rite fully for interview Box 301. c/o Harp- ontreal calling on wholesale hardware Wace ils — j — i 
WARE AGE, Chestnut & 56th Sts., mannan: in Eastern Canada, requires additional line Drills jobbers length - fractional and 
39, Pa on exclusive basis. Long established and well numbered sizes—submit prices and samples. 
ai aati, ie saphena known to the trade. Write 
S AL ESMEN ‘‘entlery, shears, pocket knives, Box P-3!1. c/o HARDWARE AGE KEN LAST & COMPANY 
Hunting and Fish knives, tools import and do Chestnut & 56th Sts.. Philadelphia 39, Pa. 630 N. W. 71st Street, Miami, Florida 
mestic 10% commission. Pennsylvania, Dela- 
ware, Maryland, Vi irginia. Other territories open 
excellent sideline. Write Box 311, c/o HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia ; 39, Pa 


























SPECIALTY SALESMAN now traveling en- FOR SALE, Hardware Store in new gas field 
tire state of Florida, calling on hardware, build- area, brick building, remodeled interior, modern 
ing supplies, variety, houseware, paint stores, etc. apartment upstairs, business consists ot Hard- 

Desires additional lines. Plan to add Gulf States ware, eee eae a ve Floor POHL 

b S ring es. Writ P. Box 64-17 , Miam 64, ing, opu ar ran aso ine umps arm li. 

ACCOUNTS WANTED Florida. » . “ , Reason for selling, recent injury and health. 
sqsinthceenatinigualidindian —_ Write Box 300, c/o Harpware Ace, Chestnut & 


7 “EA 56th Sts. Philadelphia 39, Pa. 
FLORIDA MANUFACTURERS AGENT 2088 98S. * iilade’l oes 
CANADIAN IMPORTER W ) a. follow1 ~~ b the o—. Bg my HH ARDW ARE SPECIALTY M ANUFAC- 
an umber trade can andie one additiona ine. 
Of European Wire Products, operating Prefer first line product with some acceptance. TURER will purchase outright items and tooling 
. Write Box 310. c/o Hanow A Chestnut &@ *%..2ugment present line. The product is our 
from Toronto and covering hardware seth St OX hilade(ohi “0, ps GE, Uhestnu primary interest. We are not interested in only 
wholesalers from coast to coast is looking esl Data mit a plant or equipment. Reply to Box 303, c/o 
for additional lines. 


‘ ” \ ; Harpware Ace, Chestnut & 56th Sts., Philadel- 
CANADA, Hardwares and industrial. Ontario phia 39, Pa. 


: ; ind Quebec. 1960 was our best year ever. Honest 
Pac! eo a Soe ae effort and a network of top notch distributors did HARDWARE & SUPPLY long established 

u $., iladelphia 39, Pa. it. Can handle one more major line. Must have leading hardware in stable dependable dist. Im- 
established volume plus real potential. Write mediate trade center 25,000 people. Handling & 
Edward H. Pope, 73 Shandon Drive, Scarboro, stocking, hardware, plumbing, steel, pipe, wire 
Ontario. rope, tanks, fence material, rails, ranch & mine 


REPRESENTATIVES supplies, new & used. Facilities for adding build- 
: ph P - : ing materials or expanding scrap & satreae. Six 
Covering a phases of jobbers. Can render ire pric Owner ishes to retire ake a 
reliable aggressive service. We are national BUSINESS OPPORTUNITIES ty price. — : 
. —. - . 


pointment thru ph. 410 or P. O. Box 788, Saf- 
«heey tain Mapper ge nag oo ge ll ford, Arizona. Don Pace. 
ating branch offices in ew ork, *hila- , , 
delphia, Detroit, Cleveland and Louisville. ore A ta OR sgl —_ a ag 5¢ 
We carry the account or you can bill di- cach you can buy as icw ree dozen brass 
rect. Inquiries invited. WRITE ANCO.€ a ane blanks beautifully embossed Di your same POSITIONS WANTED 
ration, 7 Wood Street, Pittsburgh 22, Pa. and address in permanent raised letters rit , 
i s today for free bulletin #858. HAZELTON SALES MANAGER: early forties, over 
twenty-five years in hardware, has wide recog- 
CHAIN CO. (manufacturers of key blanks and nition and reputation in sales. Experience in 
MANUFACTURER’S REPRESENTATIVE ‘28h chain), 81 Kemble St., Roxbury 19, Mass.- training of salesmen, presentation at distributors 
desires one good volume competitive line for —~ BIT so sales meetings, planning sales tools, literatures, 
Hardware, Lumber trade, and Chains in Eastern WANT SALES RESULTS? We get them promotional incentives, lead procurement; every- 
Ohio, W. Pennsylvania and W. Virginia. I will because we concentrate in Michigan, Ohio, Indi- thing else to do with increasing productivity of 
give your line concentrated coverage to a very ana. Will handle two _ additional lines— only dealers and sales personnel. Write Box 215, c/o 
fine following. Write Box 309, c/o Harpware_ highest grade considered. Write Box A-10, c/o Harpware Ace, Chestnut & 56th Sts., Philadel- 
Ace, Chestnut & 56th Sts., Philadelphia 39, a. phia 39, B Ace, Chestnut & 56th Sts., Philadel- phia 39, A‘ 
———— — ———_—__—_—. P lia 39 a. - _— 
WELL ESTABLISHED MANUF ACTU R. - = SUCCESSFUL, AGGRESSIVE, WHOLE- 
ERS’ agent, covering the state of Virginia with RETAIL HARDWARE STORE, established SALE HARDWARE SALESMAN, 40 years 
the assistance of one additional salesman, desires over 30 years. Located central California main old, 22 years experience. Desires to relocate in 
one or two additional lines to sell to the hard- shopping area. Clean stock of hardware, house- California, Sacremento to San Diego. A-1 mer- 
ware jobbers, chains and large retail dealers. We wares, gifts, paints (available either with or with- chandiser and promotion man. Consider whole- 
have been established for more than twenty-five out appliance dept.) Low cost long term lease. sale, factory representative or retail. Accustomed 
years and have many well established accounts ales volume for 1960, $300,000 plus. Sacrifice to 8 to 10 thousand a year earnings. Would con- 
with this trade. We can furnish the best of m3 at well below cost ‘due to a" and ill health. sider less to start if potential is there. Write 
references. Write Box 214, c/o Harpware AGE, For details address Box /o Harpware Box 220, c/o Harpware Ace, Chestnut & 56th 
Chestnut & 56th Sts., Philadelphia 39, Pa. Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. Sts., Philadelphia 39, Pa. 


















































WILHOLD* , WILHOLD~ 


GuBird FAWILHOLD AY contax 
wate GLUE & BEST THERE IS! CEMENT 


BONDS ON CONTACT 
ONE COAT COVERS 


MILLIONS SOLD YEARLY AP RSTTCCOR MO EGC 390 Ce 


Want more facts? Circle 237, p. 83 











For Extra Profits 
Stock and Sell 


it will pay you to display fast selling 
RUBYFLUID solderin flux—liquid or 
paste — from eye-catching counter mer- 
chandisers. Get repeat sales because 
customers prefer RUBYFLUID, the solder 
that is fast acting . . . wets out freely 
makes strong, neat unions . . 


STANSCREW =: \\~ nusy. 


RUBY CHEMICAL CO. 


58 S. McDowell St., Columbus 22, Ohio 


wt BP ay Ag 





Want more facts? Circle 238, p. 83 Want more facts? Circle 239, p. 83 
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Chramptere SPRINKLERS 


LIST PRICE 


ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %4"" pipe 50 


UNION VALVE (Non-Union $2.60) , 960 


Swivel! seat for long life, %4"’ pipe 
$] 00 


| comimeneemaenae Ee 


j prerenr n  a 


POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


ideal for Siamese connections 


| coemeeemeemenensenemnneetenntemennnaaansm 


j a 


30 





68 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


}460 NAUD ST. ® LOS ANGELES 12. CALIF. © CApitoi 1-2108 


Want more facts? Circle 240, p. 83 











THE MOST COMPETITIVE 
PRICED LINE 


= itt & 


SALES CORPORATION 


MOTHER OF PEARL SEATS 


Sheet cov- 

ered—Cilosed 

Front with 
Cover. All 
Colors. 7 


1051 IRVING AVE. BROOKLYN 27. N. Y 
HYacinth 7-2200 - Send For Details 


COVERT QUEEN SEAT 


White Enam- 
Closed Front 


J 
f 

4 
Fao Fe “" 











STRIP-SHIELD | 


masking paper and | 
adhesive tape com- 
bined — protects all 
adjoining surfaces. 
Two sizes. 


Retail 98¢ and $1.98 


ROLLER-TRIM 


finishes walls where 
roller misses. Fine 
mohair brushing sur- 
face. Retail 59¢ 


AID 
KITS 


Write for catalog showing full line 


meee LGReeM Dept.B, 506 Third St. Des Moines, lowa 











Want more facts? Circle 242, p. 83 
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Index to Advertisers 


THE ADVERTISERS INDEX is published as a 
not as a part of the advertising contract. 


convenience and 
Every care is 


taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


Ackerman-Johnson Co. 

Ajax Wire Specialty Co. 

American Chain Div. American 
Chain & Cable Co. 

American Cyanamid Co. 
cultural Div. 

Ames Co., O. 

Animal Trap Co. of America 

Ardmore Products Co. 

Arrow Fastener Co., Inc. 

Atkins Saw Div. Borg Warner 
MG 5 cus cote ddiceneeouecemaeeeee 


Agri- 
54-55 


Barnes Mfg. Co. ..... 

Barrett Sales & Mfg. Co. 

Black & Decker Mfg. Co. 

Borg Warner Corp., Atkins ae" 
Div 34-35 


Boyle Midway, Inc., Antrol 
Products Div. 

Bridgeport Hardware Mfg. Corp. . 

Brown Corp., W. R. 

Burnworth Tester Co. 


Butcher Polish Co. 


Cc 


Campbell Chain Co. 

Capitol Mfg. Co. 

Chain Bike Corp. 

Chair Loc Co. 

Champion Brass Mfg. Co. 

Chapin Mfg. Works, Inc., R. E. . 150 

Chevrolet Motor Div., General 
a os ol 132-133 

Church, C. F. Div. of American 
Standard aaa 16 

Cohn-Hall Marx Co. ‘Comert Div. 130 

Columbus Plastic Products, inc. 


Commonwealth Plastics Corp. 
Cooper Mfg. Co. 
Crescent Plastics, 


ED Ms EE Ui dies cecseniecs 164 
Dempster Mill Mfg. Co. ..... 
Deming Co., The 
De Witt Products Co. 
Disston Div. H. K. Porter Co. .... 
DuPont de Nemours & Co., Inc.., 

E. |. Industrial & Biochemicals 

ye ee 

Dykem Co. 





E 


Eagle Electric Mfg. Co., Inc. 
Eastman Chemical Products, Inc. 


Edmont, 
Elite Sales Corp. 


F 


‘| Flint & Walling Mfg. Co., Inc. .. 


i i cecdeebewe seus 52- 53 
Franklin Glue Co. 

Franklin Metal & Rubber Co. .... 
Frick-Gallagher Mfg. Co. 


Gardner Wire Co. 
General Wire Spring Co. 


Gering Plastics Div. of Stude- 
boker-Packard Corp. 


Goodrich Industrial Products So.. 
B. F. 


Goulds Pumps, Inc. 
Grabler Mfg. Co. 


Graham & Co., 
GS. W. Griffin Co. 


King Cotton Cordage Div. 


H 


Hanson Scale Co. 
Heller & Co., W. C. 


Hines-Park Foods, Inc. 
Hines Institute) 


Holt Mfg. Co. 


Hoover Bal! & Bearing Co. Heo 
ver Bathroom Accessory Div. 


Hoyt & Worthen Tanning Corp. 
Hubbard Mfg. Co. 

Hyde Mfg. Co. 

Hy-Ko Products Co. 


ideal Brass Works, Inc. 
International Salt Co., 
Ives Co., H. B. 


J 


Jucazzi Brothers, Inc. 


Kees Mfg. Co., " Ge 
Keystone Stee! & Wire Co. ......28- 





. 
a DEWK 


79¢ 


77 


DE WITT 


5868 PLUMER ST. 


MEANS 


AND 


BUILDS 


s PROF 


N with Satisfied Cullomens a : 


And 
Worth It 


THE SNOW WHITE PLASTIC 


TUB and TILE 
CAULK 


yn a 


Va VGN 
PRODUCTS co. 
DETROIT 9, MICH. 


Want more facts? Circle 243, p. 83 





L Sandvik Saw & Tool Co., Div. 


Sandvik Steel, Inc. | 
Larson Co., Charles O. Screw & Bolt Corp. of America e COMP e e ali 
Leonard Co., The 101 


Lober & Associates, M. Seamaid Mfg. Co. 


ag ae - ction with the 


M Valve Sales 

Shetiand Co. 

Magic Iron Cement Co., Inc. Smith & Co., 

Mansfield Sanitary, Inc. Standard Screw Co. 
Marlin Firearms Co. Star Key & Lock Mfg. Co. 
Marshalitown Trowel Co. Starrett Co., L. S. 
Miller Co., Inc., Robert E. Sterling Faucet Co. 
Mirro Aluminum Co Supplex Co. Div. of 
Modern Water Equipment Co. . Corp. 

Myers & Bro. Co., F. E. Supreme Products Corp. 

De IE I cc dcccceenebdcct 19-21 
Swing-A-Way Mfg. Co. 

N Swingline, Inc. tor years a best seller wherever displayed. Attractively packaged in 


Sylvania Electric Products, Inc. .. pliofilm with colorful informative hanger tag. Available in ladies’ and 
National Glove, Inc. ! 


National Screw & Mfg. Co. g men s sizes. 
a England Carbide Tool Co., T 
n 34 


Amerace 


Se Gees Ge Sedu cccedcokavaas 110-11 
Tap-A-Line Mfg. Co. 

Thompson Co., 

Tipon Corp. 


Toastmaster Products, McGraw- 
Edison Co. 


Travco Plastics Co. * Here's National's new popularly priced glove 
Turner Corp. tailored just for the ladies . ..a real beauty... 

pastel green and double gold stitching for added 
strength and beauty. The scalloped cuff provides added 
Panzer Products, Inc. protection—keeps dirt from getting inside the glove. 


Parker Mfg. Co. Uliman Devices Corp. | i Packaged in pliofilm bags with colorful hanger tag. 
Parker Hardware Mfg. Corp., S. 158 | Union Fork & Hoe Co. For colorful catalog and price list write: 
Pennsylvania Refining Co.. Gum- ' Universal Pump Co. 


out Div. Upland Industries, Inc. 


anew caus’ nage Utica Drop Forge & Tool Div. ees INC. 
ennwoo umechron Uo. ........ Kelsey-Hayes Co. 

Petersen Mfg. Co. ...... COSHOCTON, OHIO 
Pioneer Gen-E-Motor Corp. 


A Division of Pretty Products inc Coshocton, Ohio 
Plastex Co. 


Want more facts? Circle 245, p. 83 
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" 134, 146, Vichek Tool Co. . 
Porter Co., H. K. sian Div. ... 
Puritan Cordage Mills, Inc. 
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EXPANSIVE SCREW ANCHORS 


| 

| 

WITH THE SUPERIOR STEEL NUT (threaded cone section) - 
Goi - 


Water Master Co. 
Radiator Specialty Co. .......... Wells Mfg. Corp. 
Reflector Hardware Corp. ....... Whiz-Mow, Inc. 
Reichert Float & Mfg. Co. Wilhold Glues, Inc. ' 
Rhopac, Inc. Wood Shovel & Too! Co. ~ Insist on the gen- 
Ridge Tool Co. 114. Woodhill Chemical Co. | = uine a ees 
Royal Electric Corp. Wrought Washer Mfg. Co. | | look for the name 
Ruby Chemical Co. i RA . ACKERMAN- 


? 

a 

’ 

Warren Tool Corp. + 

R ' 
L 








Y 


S The first . . . and the very best in Expansive Screw Anchors! 
Yale & Towne Mfg. Co. Lock & 


S-K /Lectrolite Tools Hardware Div. 3 Easily and quickly installed, and provides an exceedingly secure 


Safe Padlock & Hardware Co. Yardley Plastics Co. and most rigid anchorage . . . of great holding power. And once 
Sub of American Hardware : Yuba Power Products, Inc., 


Corp oh Vel. Gaeiideied it's anchored, it remains firm indefinitely; even if fixtures are re- 
: oll e - é 
Sakrete, Inc. WOON, TG cdacss scebecuiiesces 4, 42-43 | moved and replaced many times. 











Our hard steel threads require NOTHING 
The new fluorescent no thread protection; there are no HOLDS AS 


DAY-GLO SIGNS die cast threads to gall or strip. ee 


BRILLIANT “‘JET-FIRE" RED and midnight Saves time and money in in 
black make these all metal, weather-proof stallation . . . requires holes of les- 
Hy-Ko signs fast, fast, fast sellers. For use 

indoors/outdoors. 14" wide x 10" high, with ser depth, and shorterlength screws. 
2 holes for easy mount. 


ASK YOUR JOBBER about Hy-Ko Assort- a ° 
ment No. 800—5 doz. (your choice of 20 most Distributes strain on wall equally 


popular and fastest selling wordings), retail- in all directions 
ing per sign, 50¢. Order 


early, and order enough. ‘ ‘ . . « lessens dan- 
They sell all year ‘round. 








Write for new catalog covering 


Complete Line of Fastening 
or fracture. Devious. 


ger of breakage 





FREE! aii metal sales- 


creating Display Rack 
with each assortment. ek y : Te i " ) Cc 
an 
"The Hallmark of oO Ov ° 


Better Letters, 625 WEST JACKSON BLVD., CHICAGO - 55 PARK PLACE, NEW YORK 
™ . ‘ hio j ; mm 
HY-KO PRODUCTS CO., Cleveland 3, O Signs, Numbers ORIGINATORS OF THE EXPANSIVE SCREW ANCHOR 


Want more facts? Circle 244, p. 83 Want more facts? Circle 246, p. 83 
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“PENN STATE” 


. SAWS 


PENNSYLVANIA SAW CORPORATION YORK, PA. 
Want more facts? Circle 247, p. 83 





ay (o ) iat Fepincement sade 
FEATURING: ay ies — 
i Sor saa 
RED TIP REPLACEMENT "i pe J. 

BLADE WITH NEW ema) 

LOK-IN* BUSHING . 

This eye-catching display kit comes to you 
: completely assembled for only $39.92... 
Have More Features for Easier ea parts retail for $59.95. Kit occupies little 
Sales _ room yet provides ample space for extra 
parts. @ Due to the newly designed LOK-IN 
Take Least Counter Space See Your Jobber or bushing, Red Tip blades now fit most 
Self-Selling Packaging Write for Literature mowers, even those with the new Briggs and 
Stratton engine with below deck flywheel 


’ “VV, * Write today for FREE catalog! ae ‘4 
aA «© VY WHIZ-MOW INC. HAMILTON, ILL. 


Want more facts? Circle 248, p. 83 Want more facts? Circle 249, p. 83 


TRAVCO offers SUC.- 
the home of <@iaapacausoneae cece 
, SELLERS — Staple é Zi 
piers 3) (NYLON Faucet Washers) 


REPLACE A PART hardware and house- ss : 
PLASTICS CO 9p ay apaaatouagagess- New ‘ 3 Ask your distributor 
rcladed! about TRAVCO’s profit — 
e euaae pecned fe profit - profit - profit line, 
Toe paged ht the Housewife and | or write for free catalog. 
Pee 4. NEW YORE the Do-It-Yourselfer! Vashets 5 1 


Want more facts? Circle 250, p. 83 

















THE HANDIEST THING _— 


| 
| 
| 


FROM 6 INCHES 
TO 10 FEET LONG 


For Extra Profits 
Tap-A-Line — Stock and Sell 
mounted on or 


behind work benches, , | 
in the lab, on test tables, | 

in lamp or appliance stores — | 

provides multiple taps from a single PAN ‘ 
power source. Safe — concealed conductors ~< . STANSCREW 

tight positive contacts — easy to install in any position.' 

Sold by Electrical, Electronic and ws 

Hardware Jobbers and Dealers = 4 1 

Tap-A-Line Mfg. Co. | 
inca aye P| = FAS TENwEr 


Pompano Beach, Fla. 





Want more facts? Circle 252, p. 83 





Furniture Rest — Pintle Type 


‘ld 3 
S Phin arene i > 2 f " = \ 
F ff NN 4 ‘ a> a . . ss ‘/:: 
9 P P : . | ee “eo = ——— =f) 

) — pat Tubu! li 
~ 7 a tee Carton. bular Glide 
‘ ae - 7, ”e ”" 
os Wonderful for all wood , / Ye" » Ya 2 








and metal furniture. 
. Glide softly, silently, 
4 smoothly. Set of 4 on 
Crutch Tip a 3-color ecard. 6 Sizes, 
5%”, 4%”, aft i 1/16”, 1%”, 1%". 


_— PROMPT SHIPMENT (|.=2= = > 
nonrn Ask your jobber, if he is not supplied, = ee 
Sine pone | — ROBERT E. MILLER & CO., INC., Adjustable Rubber | Ajstable Tubular 


Thumb Tack Cushion Glid Spring T 
35 Pearl St.. New York 4, N. Y. . ovation acne 
Want more facts? Circle 253, p. 83 
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National’s your better buy 
to reduce ordering and handling costs 


Consider the advantages of one-source 
buying from National, and you'll be 
impressed by the time and money you 
can save. National’s complete line makes 
it easy to standardize on one dependable 
source. You'll reduce paper work, and 
cut down on ordering and handling 
time. You'll also get these advantages: 


Color-coded labeling with sizes clearly 
indicated in big type, for faster order 
filling and for easier stock control. 


No-smudge boxes with the glossy finish 
that can stand handling and still look 
fresh when they get to the customer. 


Recognized quality throughout the 
National line ... your assurance of cus- 
tomer satisfaction and repeat business. 
These are some of the reasons why so 
many of our customers ¢re standardizing 
on the National line .. . and agree that: 
“National’s Your Better Buy,” by far. 


Ask Your Distributor... He Knows 


THE NATIONAL SCREW & MFG. COMPANY « CLEVELAND 4, OHIO 


CALIFORNIA DIVISION, THE NATIONAL SCREW & MFG. CO. 


3423 SOUTH GARFIELD AVE., LOS ANGELES 22, CAL. 





fii 


